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...in a girls’ shell pump with clever new 
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Tops Again for '57 


/|-in-one-shoe 
can be worn 4 ways 
Pump © Strap * Ornament or Lace 
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IN ANY STORE 


40333 
WITH STRAP 


WITH LACE 


A New Dress Pump 
that will delight children 
of All Ages 


The 4 Way Shoe 
IN STOCK 4 WAYS 
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Tt LINE 
“THAT HAS. NOT 
UUTPRIGED 
YOUR 


y, GUSTOMERS 


0.99-"9.99 
RETAIL 


AMERICAN GIRL SHOE IS THE #1 LINE IN THE VOLUME PRICE FIELD 


“American ii sw 


288 A Street, Boston, Massachusett: . Division Consolidated National Shoe Corp 
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“hottest” color 
in your selling 
for all the warm, 
sunny months. 
SECURITY FOR YOUR 
MARK-UPS AND SUREST 
FOR VOLUME. 


C. LEVOR & CO., INC. GLOVERSVILLE, N. Y. 











E .....coolest color for summer 


\ BayOR 


Washable 
KID, CABRETTA, 
CLOVER CALF & KIP 


and also in White, 


TAN-ART SUEDE 


Tanners Since 1876 
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New! JETLITE HEEL BASE 


for men’s shoes . . 


e Lightweight 
e Won't spread 


e Economical 


. with either rubber or leather heels 


e Waterproof 


® Comes in neutral color 


e Available in 228 — %— 3/28 heights 








WEOLITE AM ELASTOMER RESIN BLEND Tm THE GOODYEAR TIME @ RUBBER COMPANY, AKRON, « 


Goodyear is tops in everything that’s needed to 
make shoe bottoms better. For every type of foot- 
wear, from the sturdiest work shoe to the most exclu- 
sive fashion shoe, there’s a Goodyear or NEOLITE sole 
and heel to make it better and better-selling! 

This month we especially call your attention to 
three Goodyear products that were introduced re- 
cently. Each of these products adds a definite margin 


GooD, 


of quality to the shoes on which they are used; each 
contributes a competitive advantage. It means so 
much to be able to tell the consumer, ‘“These shoes 
are made with the latest Goodyear products!” 

Ask your Goodyear Representative to give you all 
the facts about the Goodyear and NEOLITE products 
that can be used on your lines. Or write to Goodyear, 
Shoe Products Division, Akron 16, Ohio. 


EAR & 
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New! casto-crepe sole | New! crown 
jrnovsontbistow'oot ss | NBOLITE TOPLIFTING 








e Li igh ® Sprin 

Lightwe g ‘ “ gy New Crown NEOLITE Toplifting is a remarkable 

e Amber colored e Sizes 3 through 14 new material that’s amazingly resistant to 
impact and abrasion, It won’t spread won't 
® “Chevron” pattern design shift gives longer, more even wear on spike, 

needle and stiletto heels. Be sure to get the facts! 
= Everybody knows NEOLITE! 
@ Many new features in the entire line of 
, ] 
HERE'S PROOF! NEOLITE and Goodyear Soles and Heels will 
e @ In an impartial coast-to-coast be on exhibit at the Factory Management 


Conference, Booths 343 & 344 in the Hall 
of Mirrors— Netherland Hilton Hote’, 
Cincinnati, Ohio— February 16-19 


“Brand Recognition” Survey nearly 
9 out of 10 people knew NEOLITE! 
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NEOLITE SOIES + HEELS + TOPLIFIING 
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THE LEATHER co. 
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1 oP. CANVAS Fl for ACTIVE 


YOUNGSTERS 
ON THE WE ) 


MICKEY MOUSE CLUB 
3, IV SHOW 


MARKETS 


Lus [ou — Watch for 
- ni MARKETS starting March 12 tremendous 


POINT-OF-SALE 
America! 
Covering 97.97 of all TV homes in nrogram 


‘DF canvas shoes are made only by BEGoodrich and Hood Rubber Company 
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ANT TV MARKETS 






Bring youngsters to your store with this sensational novelty! 


Absolutely new and different! Every boy and girl will want a ‘“P-F” 
SWIFTY FLYER CLACKER when they buy their “P-F” Flyers. This premium 
has a strong product tie-in—it's worn with the shoe, sounds like a bell 
when the kids walk or run. Ad mats and displays FREE. Put SWIFTY 
FLYER CLACKERS on your "P-F"’ Flyers and display them in your windows. 
Watch the youngsters come into your store to buy. Fill out and mail 
coupon below NOW! 





I’m “Swifty Flyer” 
your NEW 
“P-F” Salesman 












Yes, | want to build traffic and promote sales in my store 
by tying-in with the “P-F" CLACKER Premium offer for my 


MAIL TO 
ae . 
“Swifty Flyer” kiddie customers 
P.O. Box 327 Please send me......... boxles) of “P-F CLACKERS at 


Watertown, Mass. $10.10 per box of 250, postage prepaid, and bill my account 


CL CPT eee eee eee err eT eee Te eT Tere eT Teer Terre ; 
OES Pe eee ee ere Tre ere Tr ee eee rT ree re eT ee ; 


Send me [_| FREE “P-F'’ Clacker Newspaper Mats [ | “Mickey Mouse Club” Newspaper Mats 
Check which brand...... [] Hood [ } B.F. Goodrich 
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For shoes as 
rugged as the 
youngsters who 
wear them! 


Look for Quality... 


AVONITE SOLES 


west time 


iterp foand help 


AVONITE 


Avonite Soles 
ore approved 
for the Official 


nol or all shor .) 
Girl Scout Shoe 


jusl the best Ones, 





AVON SOLE COMPANY, Avon, Massachusetts 


For forty-six years specialists in fine sole materials 


Ss Avon Du-Flex, Cush-N-Crepe and Du-Flex Avonite Soles 






This advertisement 

will appear in the 

April issue of PARENTS’ 
MAGAZINE. Tie in with 
it in display and 
newspaper advertising 

for greater profit from 
Easter business in 


children’s shoes. 


FACTORY MANAGEMENT 
CONFERENCE 


Netherland Hilton 


Booths 311 & 312 


ALLIED SHOE PRODUCTS 


& STYLE EXHIBIT 
Hotel Belmont Plaza 


Oak Room B 








Your best goodwill builders 





are children’s shoes with 


NITESOLE 


. R va D & M as R K 





eBust think how your own mother and father would have appreciated 
children’s shoes that didn’t have to be re-soled, that gave full dollar value 
without additional expense. That will give you an idea of the goodwill 

you can build for your store by offering modern parents these shoes with 
the modern soles. Avonite Soles outwear other sole materials ... hold their 


shape... keep shoes new looking longer. 


Consistent national advertising of AVONITE SOLES builds increasing 


recognition of the Solemark of Quality. 


nol on all shroe S 


yusl thre best ome 


“"eccee ow 


AVON SOLE COMPANY 


Avon, Massachusetts 


For forty-six years specialists in fine sole materials 


Makers of the famous Avon Du-Fliex, 
Cush-N-Crepe and Du-Fliex Avonite Soles 








Lefatex offers an entirely new concept in counters. 
Soft and supple Lefatex Counters fit snugly around the 
daintiest heel without discomfort. 

Flexible Lefatex Counters insure shoe comfort with 
new resilient, lightweight bonded leather fibre. 
Ask for shoes with Lefatex Counters. 


Try them on your customers. 


Good Counters Sell More Shoes! 


Ask your manufacturer for shoes with Lefatex Counters 


GEORGE 0 


BRIOGEWATER «© MASSACHUSETTS 


leather fibre’s first name. 





Even the best mouse trap 


needs the selling power 


And in shoe selling too, customers won't beat a path to your door to ask for shoes that are 


nameless. But feature ENNA JeTTicks — and watch the customers come in 


ENNA JETTICKS live up to their name — and their name stands for women’s fine shoes. Since 
the inception of the name, there’s been no compromise with their famous comfort, their 


fit, their up-to-the-minute styling or their excellent value 
And because of their excellent reputation, this famous brand name is one of your most potent selling forces 


Through consistent and compelling national advertising, coupled with invaluable public acceptance 
ENNA JeTvicks continually bring you new and steady customers, in addition to 


a constant stream of satisfied re peat customers 


ENNA JeETTICKS is a name that will get you business one of the 


greatest selling names in women’s shoes 


mud Sotto 


The Shoes You Love To Live In 


$995 _$1()% 


Some Myles $11 96 


® DUNN AND McCARTHY, ING., Auburn, N-_Y. 
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: a is no time like springtime for sell- 
ing CHILD LIFE Shoes. . 


of the shoe business grows greener for 


. and no branch 


dealers than this line of juvenile. 

You'll find CHILD LIFE so right in style, 
so good in construction, so protective 
about dealer margins . . . for it’s yours 
alone in your trading area, and trading 
areas are generous to guarantee a volume 


market opportunity. 


HERBST Shoe Manufacturing Company, 


the year around 
with 


To a degree greater than ever before, 
the sweetest, most certain, most profitable 
sales in children’s footwear belong to the 
CHILD LIFE dealer. If a dealership is open 
in your community, it’s likely enough that 
you'll better your business and add to your 
profits with these pre-eminent shoes that 
put spring in your sales the year around. 


Why not phone, wire or write today. 


Milwaukee 45 
Wisconsin 


New York Office — 557 Marbridge Building, New York 17, N. Y. 
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Advertising’s Strategic Test 

















“In this present-day economy of tremendous produc- 
tion potential, high earnings and varied desires or 
wants, advertising must dominate marketing.” 













The above is an excerpt of a talk made by Robert 
E. Kenyon, Jr., former publisher of Printers’ Ink 


and he states his reasons: 






“Our productive capacity is so great that prosperity 
could be hamstrung if people do not continue to buy 
and consume, buy and consume. 






















“Advertising is the mechanized process by which 





; : YOU'LL SEE THIS 
prospects are created for countless products, con- 

verted into customers and kept as steady consumers. HAPPY 
Advertising is to marketing what the machine is to \\ 

manufacturing. 

“I'd like to suggest five basic points to guide Ad- 

vertising into its decade of greatest impact and value 

to our welfare. mt 






> 





—‘Advertising campaigns and every ad in a 
campaign should have a specific objective so 







that the time, talent and money invested in in February issue of Parents 
it will be a positive contribution to the over- and in April in Modern 
all Marketing objective. Romances, Modern Screen 
“Advertising must create customers. Every ad and Screen Story 






must therefore contain a sales idea that will 


















move people. and so move merchandise. \ P. S. Your customers 
will see this 

“Advertising must be truthful. Copy must tell \ Jumping-Jacks 

a good story and tell it straight. Sharp copy \ Family 

blunts an advertiser’s reputation. taal 

“Advertising must be integrated with the Mar- \ 






keting program. Advertising, selling, sales 







promotion, research, packaging, pricing .. . \ 
- these and all other Marketing activities must \ 






be tied together, correlated and integrated so 
they will all be working smoothly toward 







their common goal. 








“Advertising should recruit talent for its de 
velopment. 


“Advertising must mass-produce customers as fac- - . 
tories mass-produce products in a growing economy.” A | 
America’s Finest Fitting Shoes 


2. is. \estrncme, ‘ For Children 


‘ ‘ VAISEY-BRISTOL SHOE COMPANY 
Publisher Monett, Mo 
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Let's get this Easter situation 
jo & sized up... 
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You're going to have a big season with Little Yankees. 
The styles are real “sellers”. The ad program is set to send mothers 
to the dealers who sell them. And we're set 


to help you get ready for it all. 


Why wait ’til it’s late? All Little Yankees are in-stock. Our 
shippers await your word. Get that order in now so you'll be 
set for the smoothest-running, most successful Easter season yet! 


Little Yankee Shows 


THE YANKEE SHOEMAKERS, DIV. OF SAM SMITH SHOE CORP., NEWMARKET, NEW HAMPSHIRE 
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"QUILON” adds water and scuff resistance 
to leather... gives shoes new practicality 


Today, the trend is to shoes made of leathers 
processed with Du Pont “Quilon” chrome 
complex. More and more manufacturers 
are recognizing the fact that “Quilon” 
gives shoes values that consumers have 
always wanted 


“Quilon” helps shoes resist the harmful 


Te 





id) 


Makes good leather wees better 


@ Du Pont supplies “Quilon” only to tanners, does not make leather or shoes 


E.i. DU PONT DE NEMOURS & CO. 


February 15, 
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. new practicality! 


(INC.), GRASSELLI CHEMICALS 


effects of water, perspiration, scuffing ... 
even acids. Yet the leather breathes! 
W hat’s more,” 


their original rich looks longer. 


Quilon” helps shoes keep 
Give the 
shoes you sell the new sales appeal . . 

“Quilon” 


the new protection of . Specify 


leathers processed with Du Pont “Quilon” 


8t6. us parorf 
BETTER THINGS FOR BETTER LIVING 
» THROUGH CHEMISTRY 


GOLO of DUNMORE 


GoloBoots—the New-Fashioned 
Footwear. Your guarantee of style, 
warmth andquality.GoloofDunmore, 


350 Fifth Avenue, New York, N. Y. 


DEPARTMENT, 


WILMINGTON 98, 
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DELAWARE 








WHY GET 
TIED UP? 


7. don't get all tied up in inventory when you do 
business with us! American Juniors Children’s Shoes 
are fast sellers! Switch to the jet-performance line that 


builds your profits up and keeps inventory down! 


It's a com ple te line — from tots through teens 





It's a popular line because American Juniors 


advanced styling sets the children’s fashion vogue 


They sell faster because they fit better, wear better, 


look better 


Most important to you we have the FASTEST 
IN-STOCK SERVICE in the children’s shoe business . 


orders received today — SHIPPED TODAY!” 
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gc 


Suntors 











y ~ ~ 
Nationally Advertised 
suggested retail for most styles 
Write or wire. Our salesman uill call $550 a $69 


with our comple le sam ple line and our promotional plan A few styles slightly higher 


AMERICAN JUNIORS SHOE CO., INC. 


ONE ISLAND STREET, LAWRENCE, MASS. 


Division: Consolidated National Shoe Corp 
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Designed to) retain 
the style and prolong the 
life of your shoes 


oo 
- 


For Over Half A Century Beckwith has concentrated on shoe style design and the 
development of advanced box toe manufacturing techniques. From this vast backlog of 
specialized experience in serving the shoe industry has come an extensive variety of box 
toe materials, allowing the shoe manufacturer to pick the exact box toe to fit his 
particular needs. 


Now, with Beckwith-Arden’s expanded facilities, streamlined methods and _ technical 
resources you can be certain of box toes that not only anticipate style trends but are 
thoroughly uniform in production and fully assure impressive performance. 


Cecbuthe Lider. 


203 Arlington Street - Watertown, Massachusetts 
SUBSIDIARIES: Beckwith Mfg. Co., of Wisconsin — Milwaukee * Beckwith Box Toe, Limited, Sherbrooke, P. Q., Canada 


Victory Plastics Co., Hudson, Moss. * Safety Box Toe Company, Boston, Mass. © AGENTS: Wright-Guhman Co., St. Louis, Missouri 
Dellinger Sales Co., Reading, Po. * The Geo. A. Springmeier Co., Cincinnati, Ohio * Factory Supplies, Inc., Milwaukee, Wis 
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starlet 


MODERN MYTH 


Meet a gal who goes for glamour 
and who appreciates also the quality 


and value in her Viner shoes! 


bahama 


$6.95 to $8.95 


Viner Bros 


AT BETTER STORES EVERYWHERE Bangor, Maine 


} f VINER 


This ad appears in the April issue of CLIARM..... another in a ( 
NIQISE LL] 


advertisements appearing in GLAMOUR, CHARM, MADI 
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World's Most Complete Line 
rom the 
Orld's Largest Producer ol 


Shoe Soling Materials 


| ad 
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No other manufacturer offers such variety! Hlustrated here 


“A 
eG owe 
* 


are only a few of the multitude of styles, colors, finishes and 
types in both soles and heels. American Biltrite, leader in style 
and research, offers the quality you want, in your price range 
... for everything from will-o-the-wisp slippers to the most 


rugged boots. 








PARENTS, 


+ MAGCATING 


BILTRITE 


HEELS AND SOLES 


AMERICAN BILTRITE 
RUBBER COMPANY 


CHELSEA 50, MASS. 


In Canada: American Biltrite Rubber Co. (Canada) Ltd., Sherbrooke, Que 
Warehouses: 4464 District Boulevard, Los Angeles 
1010 Gratiot Street, St. Louis 








ANOTHER SUCCESS STORY 


wu Cente / 


iccess in Weinbrenner’s history! 
ial promotion to Letter Carriers on 
good Job-Fitted shoes increased sales 


)Q0,000. Boosted sales of other lines 


won a national advertising award for this 


achievement Cia ot: 


Outstanding feature of the shoe 1s Rueping’s poe 
MOHAWK leather...tailored for rough 'n tough oy Whinbhenner— 
vear and steady day-in, day-out use...plus 


provi ra smart dress shoe appearance. 


SHOES: Style No. 1015 Special 
Service Shoe (41218 Oxford Style) 
For mailmen, policemen, firemen 


Made for service and comfort. 


LEATHER: Rueping’s MOHAWK 
No. 7342 Black 





RUEPING 
fine beater for fime thoi 


FOND DU LAC, WISCONSIN, U.S.A 


c 


FRED RUEPING LEATHER CO 














~ Headlines ad Foot 


notes 





WP EEE 





Says Independent Stores Show Best Gains 





Brown Shoe Analyst Tells 400 Dealers That Sales of These 
Outlets Have Increased Faster Than Those of Other Types 


St. Louris —“The independent shoe 
store is the retail shoe sale champion,” 
according to Roy St. Jean, market 
analyst for Brown Shoe Company, who 
spoke before a three-day meeting of 
approximately 400 Brown franchise 
dealers in St. Louis recently. 

Between 1948 and 1954, Mr. St. Jean 
noted, dollar sales in independent shoe 
stores increased 33.4 per cent, while 
dollar sales in all other outlets, in- 
cluding department stores and chains, 
increased only 27.1 per cent. 

Pricewise the bracket of shoes selling 
from $6 to $14 showed greatest increase 
of any bracket. Dollar sales in the 
$6 to $14 group reached 52.7 per cent 
of all shoe sales. Shoes selling for $14 
and over decreased to 11.5 per cent of 
total sales. 


Warns Against Too Much Display 


Harold Moore, of Brown Shoe Com- 
pany’s store planning department, re- 
viewed for the benefit of the attending 
shoe retailers the importance of the 
personality of a store. According to 
Mr. Moore, this personality is the 
most important single factor in suc- 
cessful store performance. By before- 
and-after slides showing store fronts, 
dealers were able to visualize the value 
of organizing sign material so that 
signs dominate facades. Although Mr. 
Moore cautioned dealers to “watch sign 
strength” and avoid weak signs, he 
also pointed out that “too much dis- 
play is ne display at all.” 

How store interiors can be improved 
by rearranging chairs and reposition- 
ing merchandise was also shown on 
before-and-after slides. Mr. Moore 
stressed that the trend at present calls 
for putting more shoes on the traffic 
lanes, not withdrawn into shadow 
boxes. The strategy of keeping shoes 
close to the customers as they move 
through the store helps build sales, 
Mr. Moore added. 

Official slogan for the three-day 
Brown franchise dealers meeting was: 
“Doers Get Results.” Insignia for the 
session was a modernistic interpreta- 
tion of a cash register which rang up 
the word “Profit” in the amount space 
at the register’s top. 

On the first day’s program, J. Rich- 
ard Johnston, general manager of the 
franchise stores division, made the 
welcoming address, followed by A. C. 
Fleener, vice-president, who spoke on 
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competition and trends. Robert Stolz, 
advertising manager, together with 
Justin Damen, assistant, outlined for 
visiting retailers a preview of the 
Spring advertising plans. 

“What Do Branded Lines Mean to 
You?” was discussed by Leonard Mat 
thews, vice-president of Leo Burnett 
Company, Chicago advertising agency 
A fashion show directed by Charlene 
Osgood of the Kid Leather Guild com 
pleted the first day’s session 

*anel discussions on merchandising, 
record keeping, expense control and 
credit were held the second day. Joseph 
Gass, general traffic manager for 
Brown, told dealers how central ware 
housing benefits the retailer. A tour 
of Brown’s recently completed ware 
house in St. Louis was included in the 
program. All shoes’ produced by 
Brown’s men’s and women’s divisions 
pass through this central facility. 

The concluding day’s talks, in addi 
tion to those by Mr. St. Jean and Mr 
Moore, included an address by James 
C. Watson on “Executive Conduct in 
Business.” 


Selby Stockholders File 
Suit Against Rockwood 


PORTSMOUTH, O.,—Twenty-one stock 
holders of the former Selby Shoe Co 
have filed suit in Scioto County Com 
mon Pleas Court to have the court de 
termine fair cash value of their hold 
ings. Suit was brought against Rock 
wood Corp., new owner of the Selby 
Shoe Co., by 20 stockholders uniting in 
one suit while a single suit was brought 
by Edmund Kricker. 

The united group seeks approximate 
ly $350,000 for 9,907 shares while the 
lone suit seeks $8,400 for 240 shares 

Heading the 20 are Calvin Clarke, 
former Selby chairman of the board, 
treasurer and a director; N. B. Griffin, 
former Selby president and retired gen 
eral manager; and William R. Daley of 
Cleveland, former Selby director. 

Both suits set forth that negotiations 
with Rockwood failed to settle the issue 
when shareholders sought $35 a share 
and Rockwood’s counter proposal of 
$17.25 a share was rejected. The share 
holders ask the court to appoint ap- 
praisers and petition for judgment 
against Rockwood for the amount set 
by the appraisal. 





To Merchandise Shoe Products 
For Andrews-Alderfer 


AKRON, O. Thomas C. Harlocker, 
general sales manager, Andrews-Alder 
fer Division, The Kendall Company, 
has announced that E. D. Parks has 
been appointed as the new merchandise 
manager for shoe products. Mr. Parks 
replaces G. W. Williams in this key 
sales function. 


E. D. PARKS 
The appointment of Mr. Parks is a 
vital part of the company’ 
expand it 
cooperation with 


policy to 
services and to assure close 
hoe manufacturers in 
the application of “Fabricushon” inte 
grated latex foam and fabric materials 

At age 36, Mr. Parks brings exten 
sive experience to his new position. In 
addition to a comprehensive knowledge 
of the shoe trade, he 
associated with 
the 
ment, automotive and floor covering in 
dustries since he joined the company in 
April, 1951. 

The Kendall Company, 
quired the Andrews-Alderfer Company 
as a division in December, 1955, 
initiated several basic modifications in 
the manufacturing techniques of foam 
fabric materials as well as a policy of 
planned 
product improvement and superior ser 


has been closely 


product development 


and sales in women’s undergar 


which ac 


has 


research to assure continual 


vice to its customers. 


Berland Made Vice-President 
Of Miles Shoes 


New YorK 
Kenneth K. Berland as 
treasurer and director has 
nounced by Murray M 
president of Miles Shoes, a division of 
Melville Shoe Corporation 


The appointment of 


vice-president 
been an 
Rosenberg, 


’ 





Executive Changes 


ROBERT A. KELLY THOMAS E. 


r Lou 


been announced by 


Three executive changes 
International 
Continental and Sen- 


huve 
hoe Company’ 
tinel divi 

Robert A, 


ale manager 


ions. 
Kelly 


for 


has been appointed 
for 


ap 


women’s shoes 
Prior to his new 
office 


branch, 


entinel division. 
pointment he had been 
of the Continental 

Succeeding Mr. Kelly as Continen 
tal office manager is Thomas E 
Howard. He was previously office man 
ager of the Sentinel juvenile division, 
a position which will now be filled by 
Robert L. Elliott. 

Mr. Kelly, a veteran of 22 years’ ser- 
vice with International, will devote the 
majority of his time to selling women’s 
hoes to volume accounts. He 
career in the Roberts, John 


manayer 


make-up 


began hi 


Announced by 


International Shoe 


HOWARD ROBERT L. ELLIOTT 


on & Rand sample department in 
1935, later transferring to the mer- 
chandising department of that branch. 
In 1947 he joined Continental and was 
appointed office manager in 1954. 

Mr. with Interna- 
tional since 1947, having been employed 
in the style and manufacturing depart 
ments prior to joining Sentinel in 1953 
In his new position he will handle all 
administrative and functions in 
processing customers’ orders. 

Mr. Elliott, the new office manager 
of Sentinel juvenile division, joined In- 
ternational a year ago after eight years 
in the retail shoe field in selling and 
merchandising. He formerly managed 
retail stores in East St. Louis and 
Alton, Ill., for the Wilkerson Shoe 
Company. 


Howard has been 


office 


’ 





Noted Economist to Address 
NSMA Breakfast Meeting 


felt that 
1957 will be good 


York—Because it is 


business in 


NEW 
the 
only 
reasonably high levels, the latter sub 
treated in one of the two 
to be delivered at the 


hoe 


if general business continues at 


ject will be 
major addresses 
February 26th breakfast meeting of the 
National Shoe Manufacturers Associa 
tion 
The Professor Jules 
Backman of New York University, who 
also consultant to a number of corpo 
Subject of his talk will be 
Boom Ending?”. The meeting 
held in the Sert Room of the 
Astoria, here, at 8:15 A. M. 
will be Julius G 
of the Leather, 
Products Division, 
of Commerce. Mr 
discus “Hides and 
Leather Supplies and Shoe Demand.” 
John L. Moran, NSMA 


will preside at the meeting 


peaker will be 


ration 
“Is the 
W ill be 
Waldorf 

Another 
Schnitzer, 
Shoe 
11 ¢< 


Schnitzer 


speaker 
director 
Allied 


Department 


and 
will 


president 


Shoe Women Executives 
Hold Annual Election 

New YorK—New officers for 1957 
have been elected by Shoe Women 
Executives. Heading the group of over 
100 members, Jean Bandler of Pappa- 
gallo, has been made the new president, 


26 


succeeding Helene O’Hara. Eleanor 
Howard Frankel of I. Miller & Sons 
succeeds Beth Levine as_ vice-presi- 
dent. A new office, that of executive 
vice-president, will be filled by Marion 
Marsh of Marshall, Meadows & Stew- 
art. Louise Collins, of the National 
Shoe Manufacturers Association, is the 
new secretary, and Corinne Lederman 
of J. & J. Slater, the new treasurer. 

Helene O’Hara, retiring president, 
is chairman of the board which 
sists of four other members: Barbara 
Trent of Town & Country Shoes; 
Maggie Morgan of Mademoiselle mag 
azine; Emily Bryant of A. F. Gallun 
& Sons Corp; and Charlene Osgood of 
the Kid Leather Guild. 


con- 


Northern Alabama to Get 
First Shopping Center 

HUNTSVILLE, ALA. The first full- 
scale shopping center in the rich north 
Alabama and Valley 
will open here on March 14. 

Located on the new four-lane Memo- 
rial Parkway which is a part of busy 
U. S. Highways 231 and 431 leading 
from the mid-west to Florida and the 
Gulf the multi-million dollar 
shopping convenience is known as the 
Parkway Center. 

National stores and agencies repre- 
sented in the Parkway Center include 
Thom McAn and Southern Shoe stores. 


Tennessee area 


Coast, 


New Officers of Saval Co. 
Named by General Shoe 

NASHVILLE, TENN.— General Shoe 
Corporation has made important execu- 
tive changes in its Ted Saval Company 
of Los Angeles, with C. R. Murphy, a 
long-time career man of General Shoe, 
becoming president. 

At the same time, Sidney Schwartz, 
who recently had asked to be relieved 
of his duties as president and treasurer 
of the Saval Company, which he had 
assumed since the retirement from ac- 
tive business of its founder, Ted Saval, 
will continue vice-president in 
charge of sales to selected accounts, it 
was announced by M. S. Wigginton, 
General Shoe’s vice-president. 


as 


Cc. R. MURPHY 


Other executive changes will result 
in Gil leaving the Boyd-Jones 
Company of St. Louis as vice-president, 
to become a Ted Saval vice-president 
in charge of design. Mr. Jonas was 
with General Shoe for several years in 
design work before leaving in 1951 to 
go to the Boyd-Jones Company. 

The announcement also said that Nat 
Brown, who has been fitting depart- 
ment foreman at the Saval plant, will 
become superintendent of the Saval 
factory in Los Angeles. 

Mr. Wigginton also said that plans 
are under way to increase production 
in the Saval Company and to enlarge 
the factory space through a complete 
realigning of the building which is now 
being occupied at 1510 South Broadway 
in Los Angeles. This program will re- 
sult in moving the office from its pres- 
ent floor, where the factory 


Jonas 


is now lo- 
cated, to another location. 

Mr. Murphy, the new Ted Saval 
president, has been with General Shoe 
since 1934. He served four years in 
accounting and auditing in the 
General Shoe headquarters office; an- 
other four years as office manager for 
Shoe in Atlanta; for three 
years was in charge of the company’s 
operations in foreign countries; was 
also manager of the company’s Domin- 
ion division for the West Coast; and 
for the past three years has been 
branch control officer of General Shoe’s 
standard retail and associated sales di- 
vision, comprising a group of retail op- 
erations on the West Coast. 


costs 


General 
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Frank Johnson Made President of Endicott Johnson 


ENbicoTT, N. Y.—Frank A. Johnson 
was elected president and general man- 
ager of Endicott Johnson Corporation 
at the February meeting of the board 
of directors. Charles F. Johnson, Jr., 
who has headed the company since 
1948, resigned because of poor health 
and was named chairman of the board. 

Frank (Francis) Johnson is the com 
pany’s fourth president. He is the 
grandson of the company’s co-founder, 
George F. Johnson; son of George W. 
Johnson, second president and later 
chairman of the board; and a cousin of 
Charles I. Johnson, Jr., third 
dent. 

The new president was born in Endi- 
cott in 1908 and attended Union-Endi- 
cott High School and Hill Preparatory 
School, Pottstown, Pa. 

He began his shoe manufacturing 
career in 1931 as a bench worker 
and was made superintendent of the 
Jigger-Sunrise factory in Johnson City 
in 1938. Later he assistant to 
the general manager, and was elected a 
director in 1946 and a vice-president in 
1948. 

Mr. Johnson is vice-president of the 
Binghamton Chamber of Commerce; di- 
rector of the First-City National Bank, 
Binghamton; director of the Bingham 
ton Boys’ Club, and a member of the 
Binghamton Live Wire Club. 

For the year ended November 30, the 


presi 


became 


corporation reported net sales of $151, 
359,762 compared with $143,057,526 a 
year ago, a gain of 5.8 per cent. Net 
earnings declined to $2,771,158 from the 
$2,843,956 reported a year ago. Earn 
ings per share of common stock were 
$3.06 against $3.15 the previous year. 
Comparative earnings were affected 
by a charge of $894,138 to give effect 
to the normal base stock method of in 
ventory in contrast to a credit of $256, 
019 for the same purpose a year ago. 


Inventories were $43,666,114 com- 
pared with $39,751,080. Finished foot 
wear on hand and in company retail 
stores amounted to $26,633,965; foot 


wear in process, $2,042,450; raw mate 
rials, $13,733,931; 
$1,255,768. 


Current assets were $69,646,071 com 


and miscellaneous, 


pared with $63,290,617 a year ago and 
current liabilities were $25,371,514 com 
pared with $18,088,414. 

Production and sales of men’s 
Step shoes increased substantially dur 
ing the year and 
tional advertising 
continued. 

“We have the customary backlog of 
existing orders, and current orders call 
ing for quick delivery are holding up 
well,” the report noted. “We 
reason why the volume of business we 
have enjoyed during the year 
should not continue throughout 1957.” 


Guide 


the company’s na 


program has been 


see no 


pa st 





Bennigson Elected President 
Of Boyd-Jones Shoe Co. 


St. Lours—At the adjourned annual 
meeting of shareholders of Boyd-Jones 
Shoe Company, held at the office of the 
company here, the following directors 
were elected: 

C. D. P. Hamilton, III, Harry Ben- 
nigson, James G. Jones, Jr., Harry E. 
Williams, John C. Boyd, Christian B. 
Peper and Mrs. Ruth Datche Falchero. 

At their regular annual meeting 
following the meeting of shareholders, 
the newly-elected directors elected the 
following officers: 

President, Harry Bennigson; chair- 
man of the board, C. D. P. Hamilton, 
III; vice-president, James G. Jones, Jr.; 
vice-president, Harry E. Williams, and 
secretary-treasurer, Thelma Sullivan. 

Mr. Bennigson, who will continue to 
serve as executive vice-president of 
Hamilton Shoe Company, the parent 
company, has been identified with the 
shoe industry throughout his entire 
business career. His association with 
Hamilton Shoe Company dates back 
sixteen years, the last twelve of which 
have been spent in his present capacity. 

In outlining organizational plans for 
the subsidiary company, Mr. Bennigson 
announced that he intended to retain 
intact the present sales force and that 
a large number of office and factory 
personnel would remain under the new 
setup. He further stated that there 
would be increasing high-fashion em- 


phasis on the Peacock line for fall. 


February 15, 1957 


Peacock is one of the oldest brands of 
high-styled shoes emanating from St 


Louis, dating back to 1915 when the 





HARRY BENNIGSON 


line was produced by Boyd-Welsh Shoe 
Company under the name of Peacock 
Theatrical Footwear. Rice-O’ Neill shoes 
will continue to represent conservative 
‘“‘middle-of-the-road” styling, following 
fashion trends in that 
cording to Mr. Bennigson 
O’Neill Shoe Company was 
1925. 

For the past five years, Mr. Ben- 
nigson has served as treasurer of the 
St. Louis Shoe Manufacturers Associ- 
ation. He was twice general chairman 
of the St. Louis Shoe Show 


category, ac 
The 


founded in 


tice 





Style Meetings Scheduled 
By PPSSA Committees 


NEW YORK fall and winter 
style meetings have been scheduled by 
the Popular Shoe Show of 
(\merica during the week of February 
25, it has been announced by Alfred 
L. Morse, Morse Shoe Stores, 
Myer Saxe, Kesslen Shoe Company, co 


Several] 


Price 


and 


chairmen of the PPSSA Fashion Ex 
ecutive Committee 
New chairmen have been appointed 


to head each of the PPSSA style com 


mittees and a number of additional 
committee member also have been 
named 

Louis Shindler, Morse Shoe Stores, 
will be chairman of the women’s dress 


succeeding Nathan C 
Brothers Stores, 
chairman the 


hoes committee, 
Schieber of Edison 
Inc., 
last two years, 


who has been for 


Thomas O. Burns of Sears Roebuck 
& Company succeeds Jay A. Ball of 
General Retail Corporation as chair 


man of the casuals and dress flats com 

mittee, 

Nobil Shoe Com 
Nacht of Shoe 


of America as chairman 


Markus of 


George 


Marion 
pany 
Corporation 
of the sports and welts committee 

Timothy P. Welch of G. R. Kinney 
Corporation succeeds William T. Wad 
dell of Sears Roebuck & Company as 
the children’s 


succeeds 


chairman of shoes com 
mittee, 
Frank C, 
Corporation succeeds 
of A. S. Beck Shoe 
chairman of the men’ 
All the previous chairmen will continue 
as members of their re 


Shoe 


Reese 


Rooney of Melville 
Melvin H. 
Corporation as 
shoes committee 
pective com 
mittees, 

New committee members are: 

Women’ Dre Shoe William 
Adoff, Butler’s, Inc.; Jerry Lavin, Wise 


Shoe Company 


Women’s Casuals and Dre I lat 
Alan Foss, Lawrence Maid lootwear, 
Inc.; Harold Nectow, Sudbury Foot 
wear, Inc.; Stanley W. Norkunas, Mel 
ville Shoe Corporation; Charles Steen, 
Woh! Shoe Company; Ray H Zumbro, 
G. R. Kinney Corporation 

Women’s Sports and Welt Joseph 
i riedlander, Mile Shoe Ben Roser 
National Shoes, Ine 

Children’s Shoe Charles Shapiro 
American Juniors Shoe Company, Ine 

On Monday, February 25, at 9 a.m., 
a fashion theme presentation will be 
made to members of the National As 


ociation ot Shoe Chain Stores and the 
New England Shoe and Leather Asso 
ciation by Doris Weston, PPSSA Fash 


ion Director and Helen Joseph, PPSSA 


Shoe Coordinator. This one-hour se 
ion will take place at the Waldorf 
Astoria. 


The PPSSA Fashion Executive Com 


mittee has scheduled a luncheon meet 
ing on Tuesday, February 26, also at 
the Waldorf-A 


toria 
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Executive Secretary Named by Independent Shoemen 


Boston—The executive board of In- 
dependent Shoemen has appointed John 
A. Neagle as executive secretary with 
newly-established offices at 10 High 
Street, this city. 

Mr. Neagle, who will direct the ad- 
ministrative affairs of the organiza 
ucceeds Ben Finn of Philadelphia, 
who has resigned his post as executive 


tion, 


director 

Mr. Finn took leave of absence from 
his busines February, 
1954, to take over active management 
of IS. At the time he 
tive director there was a small nucleus 
of approximately 200 members which, 
the last three years, has in 
creased to more than 1,000. He has 
been elected a member of the executive 


interests in 


became execu 


during 


committee of the organization and will 
continue to act in an advisory capacity 

Mr. Neagle had an excellent 
scholastic and training background for 
administrative and trade association 
work. He attended Brown ity, 
from which he entered the Navy where 
he served three years. He 
pointed to the U. S. Naval Academy at 

and after two years decided 
into busine administration 
He attended Boston College School of 
Administration, where he ma 
research 


has 


Univer 
was ap 


A nnapoli 


to move 


Busine 
jored in finance, market and 
trade association administration 

Mr. Neagle has 


keting and business 


been active in mar 
fields, has also as 
sisted in directing public relations worl 
for two national organization 

The decision to the 
offices to Boston was reached at a re- 
cent meeting of the executive committee 
It was felt that this loca- 
for 
president, and 
the 


move executive 


in Chicago 
tion would be more 
Richard J. Potvin, IS 
for Philip B 


convenient 


Sayes, chairman of 


membership committee. Mr. Potvin 
heads his own manufacturing company, 
the R. J. Potvin Shoe Co., of Brockton. 
Mr. Bayes is president of the Solby 
Bayes Company, which operates a re- 
tail shoe store in this city. 

Prior to the announcement of Mr. 
Neagle’s appointment as executive sec- 
retary, it was erroneously reported that 
William A. Rossi, field editor of Boot 
AND SHOE RECORDER, had assumed an 
official with IS. This report was 
not only unfounded but was published 
without Mr. Rossi’s knowledge. 


post 


Independent Shoemen plans an all 
out membership drive during 1957. De 
tailed plans were made by the execu 
tive committee at its Chicago meeting 
covering not only this phase of the or- 
ganization’s work but also greatly ex 
panded activities on behalf of its mem 
bership. The program, it is announced, 
has been organized to reach all seg 
ments of the shoe industry throughout 
the country. 

In a statement to the executive com 
mittee at the Chicago meeting, Mr. Pot 
vin told the twelve-man group of promi 
and manufacturers that 
IS “has a greater responsibility than 
making independent 
fully aware of the facts of survival fac 


nent retailers 


ever in shoemen 
ing them.” 

“In beginning its new program of ex 
panded services and activities,” he con 
cluded, “Independent Shoemen intend 
to bring together the thousands of shoe 
men imbued with the fighting spirit of 
free enterprise and independence. As 
this 
double our membership within a year. 
Our organization has now become the 
rallying for who believe 
both in healthy competition and inde 
pendence.” 


part of program, we intend to 


point those 





International Net Sales 
Reach New Peak 

Sr. Louis Shoe Com 
pany and its subsidiaries totaled net 
earnings after taxes of $11,849,497 for 
the year ending November 30, 
1956, according to the company’s an- 
nual report released in February. 

Earnings after taxes were made up 
of normal operating net income of $10,- 
748,172 plus two non-recurring items 
amounting to $1,101,325 

Consolidated net sales of $266,813, 
539 were the largest in the company’s 
45-year history. This represented an 
increase of $4,399,736, which was two 
per cent above the previous year’s net 
sales of $262,413,8038. 

Dividends were $2.40 per share, the 
same as the preceding year. Interna- 
tional paid its hundred eighty- 
third consecutive dividend on January 
1, 1957, completing 44 years of unin- 
terrupted payments. 

Net income per share of common 
stock amounted to $3.53. Before inclu 


International 


fiscal 


one 
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sion of non-recurring items, net income 
came to $3.20 per share. This compares 
with 1955 net income of $10,414,006, or 
$3.10 per share. 

The Florsheim Shoe Company, Chi- 
cago, and Savage Shoes Limited, Pres- 
ton, Ontario, Canada, contributed sub- 
stantially to the consolidated sales 
increase. Both companies set new sales 
records in 1956. 

According to production 
shown in the annual report, pairage 
reached 53.4 million in 1956, as com- 
pared with 52.3 million in the preceding 
year. The company now operates 59 
shoe manufacturing plants and 24 
manufacturing supply units, including 
seven tanneries, two rubber plants, a 
textile mill and a chemical] plant. 

The report stated that an IBM 705 
electronic computer is currently being 
installed in International’s St. Louis 
office, scheduled for early Spring op- 
eration. This will be the first such 
computer in use in the shoe industry. 

Prospects for the year 1957 appear 
good, the report added. 


figures 


Affolter Made Sales Manager 
Of A. E. Nettleton Co. 


Syracuse, N. Y.—Robert S. Cook, 
president of A. E. Nettleton Co., Syra- 
cuse, manufacturer of men’s high-grade 
footwear for 78 years, has named L. W. 
Affolter as sales manager for the 
wholesale division of Nettleton. 


L. W. AFFOLTER 


A native of Indiana, Mr. Affolter at- 
tended DePauw University, Green- 
castle, Ind. After graduation in 1936 
he entered the wholesale footwear field 
and has concentrated on sales and sales 
supervision since that time. 

Mr. Affolter joined Nettleton in 1948 
until his 
manager, 


and, recent appointment as 
Nettle 
representative. 
Prior to joining Nettleton he was in 
sales supervisory positions with Misha 


waka Rubber and Woolen Mfg. Co. 


sale has served as 


ton’s northeastern sale 


Shoe Store of Patton & Hall 


Closes in Schenectady 

Patton & Hall, 
said to be New York State’s oldest in 
dependent retail shoe store, has closed 
its doors after nearly 64 years of busi- 


SCHENECTADY, N. Y. 


ness. 

Jesse L. Patton, who is 87 years old, 
and Mason W. Hall, now 85, established 
the firm on a total capital of $600 on 
May 1, 1893. They have not been active 
in the for some time and it 
has been conducted by a son, Charles 
G. Patton. 

~*atton & Hall, which opened with the 
slogan, “The Best $3 Shoe in Town,” 
has always maintained the same loca- 
tion in Schenectady at 245 State Street. 
The first day’s receipts came to $153, 
which included a silver dollar that is 
still in the firm’s possession. 

Through the years the store pros- 
pered, and one of the first persons on 
the payroll was employed for $11 a 
week. Gradually, more clerks were add- 
ed and, in 1911, Patton & Hall pur- 
chased the building they occupied. In 
1921 a fire damaged the building, and 
it was rebuilt into larger quarters and 
leased in part to S. S. Kresge and also 
with three floors of office space. 


business 
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ONTINENTAL CALF 


... last word in trans-world styling 


[@foTah dial -tane- tm Or- theme Wdlal li'l ol-bad-lgal toll -T- Gaal 1a 
is expertly crafted by Lawrence for 

T0 ho} o}(-Jal-t-}- Ma dal 6 aiaal -t-tal- fol lio Mololsshiclad 

And its glowing colors — Coffee 

= TF tan et -Uolah Zololo met talel-th,folole, 

and Black — bring you superb ; 
variations in styling. 

A. C. Lawrence Leather Company, 


Peabody, Massachusetts. 


rOnCe_ 


CONTI NENTAL CALF ,.. the better part of better shoes 





we 7 


NORTHWESTERN 





OF SUBSTANCE 
AND CHARACTER 


AT THE SHOW 


where complete line will be displayed 


FEBRUARY 26-27 
HOTEL WALDORF ASTORIA, NEW YORK 


BOOTH 76 


northwestern 
leather 
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Send Today 


for samples of any of 
these famous 


fastener combinations 


TO ALL BOOT MANUFACTURERS... 


RAU's expert sales engineers are 


at your service aiways let them 
help you build your tial cael greater 
fashior more 


appeal wearability 


increased business ' 


Don't Delay—MAIL THIS COUPON NOW! 


RAU FASTENER COMPANY 
102 Westtield Street, Providence 7, R. |. 


Please send me working samples of the 
following KLIKIT fasteners: 


7 C] a [] COMPANY 
3 CJ ah CJ aa | omccinenn 
y [J city STATE 


New York, New York 


Secure, uniform tension 
assures easy, quick 
opening and closing 
action. No tug, no pull, 
no strain... fastener 
will not rip out of plastic 
or leather 


Button-type closure that 
can be automatically 
fed. Rau also makes the 


smart elastic loop. 


3. 


A popular and practical 
the Klikit 
adjustable buckle and 


combination 


snap fastener with quick, 
easy opening and closing 


action. 


4h, 


Klikit button-type 
fastener to be used with 
your plastic loop. Easy 
to assemble... very 
economical. 


Klikit’s famous snap 


fasteners on boots give 
the wearer smart 
versatility and great 
flexibility. Available in 
both light and heavy 
duty snap fasteners. 


Atlanta, Ga. 
Gloversville, New York 


Los Angeles, Calif. 
Montreal, Canada 


Dalias, Texas Chicago, Ill. 





BRINGS NEW 
COMFORT TO 
NURSES 





Below: note the cleverly- 
hidden band of comfort-giving 
SHUGOR across the instep. 


*Construction and Design U.S. Pat. Off. Pending 


¢ 


| oo oe 
NURSE’S MEDIC SHOE* 


by Weiss-Lawrence, Inc., Dover, N. H. & 


Styled like a modern casual, this nurse’s shoe is tops. 

It provides some of the busiest feet in the world with the 
utmost in comfort, fit and easy-on-and-off. Hidden SHUGOR 
across the instep is the basis of its orthopedic benefits 

and its sales popularity. 


THOMAS TAYLOR & SONS 


Copr. 1957 Thomas Taylor & Sons HUDSON, MASSACHUSETTS 


VISIT the SHUGOR TAYLOR at the ALLIED SHOE PRODUCTS SHOW, Rooms 745-746, Hotel Belmont Plaza, February 24 Through February 27 
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Fabulous impact... 
the high fashion shoe endowed 
with the quality look and 


authentic fashion colours of 
HUBSCHMAN’S CALF 


so elegantly exemplified in 
the two-tone “Bengal” pump by 


Nntinjuy 


Philadelphia 31... ~ 
+3387 Flax mated with 
3358 Wicker... or in any 


fashion colour or combination of 
HUBSCHMAN’S CALF 


E. Hubschman & Sons, Inc. 
Philadelphia 23 


Fashion Office: 


Empire State Building, New York 1 
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Important Point of Sale 


Tue January 28th issue of the National Shoe Manu- 
facturer's News Bulletin takes a close look at the buying 
holds the 


(Juoting 


mood of the consumer who answer to 
from the 
lists 


that 


so many business questions. 


January issue of Nation’s Business, the Bulletin 
the following seven psychological factors which 
publication says will result in a new high in con- 
sumer spending. 

1. CONSUMER OPTIMISM. 2. DESIRI 
DESIRE FOR BETTER LIVING. 


They are: 


FOR PRESTIGE. 3 


1. WILLINGNESS TO TAKE ON MORE DEBT. 
5. ACCEPTANCE OF OBSOLESCENCI 6. THE 
NEED FOR VARIETY. 7. FEAR OF WORLD CON 


DITIONS. 
While this list 

diction. consumer optimism can be translated into more 

N.S.M.A. 


con 


contains certain elements of contra 


per capita shoe consumption, and as the 


Bulletin points out, this “Optimistic mood of 
sumers ... may help shoe sales without manufacturers 
increasing promotional efforts” . . . but “vitally more 
important uw opens up an opportunity to cultivate a 


market that wants to be sold 


N.S.M.AJs Bulletin is 


membership, but this last point constitutes excellent 


directed to its manufacturer 


advice to shoe retailers as well, And the bullesin puts 
its finger on another important fact. too. that “this 
vear shoe manufacturers have a real marketing com 
munications problem” and “must devote larger 
proportions of their marketing budgets to consumer and 
dealer advertising. They must create an environment 


at the point of sale which clinches consumer interest 
must improve their merchandising ideas, display 
devices, and shoe packaging in order to maximize con 


sumer appeal and dealer interest.” 

This is a timely restatement of a sound principle of 
merchandising which, in this era of the “soft sell,” has 
become partially obscured. Boor anp SHoe Recorper 
has consistently preached the vital importance of Point 
of Sale in the orderly and profitable distribution of 
shoes. It has dramatized the Point of Sale for shoes 
as a three foot circle which encompasses the shoe fitter, 
his fitting stick and stool, and the customer's feet which 
rest upon it. It has taught that here is the time and 
place at which all the genius, skill and labor of hun- 
dreds of minds and hands meet the critical judgment 


of the consumer. 
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When shoes are properly presented and fitted by a 
trained, intelligent and informed salesperson, the cus 


value of the shoes 


tomer made to realize the intrinss 
he is buying. He is told at first hand the reasons why 
shoes are desirable to own. and the satisfactions their 
stvle and comfort will bring are pointed out to him 
Ihe shoe retailer and the shoe fitter constitute the 
strongest links in the entire chain of shoe distribution 
No matter how potent the advertising of a branded 
line may bye ol how ever its mere handising le« hniques 
or gimmicks, no way has vet been found to effectively 
by-pass this combination The manufacturer who fails 


to realize this fact and who, unconsciously or inten 


tionally overlooks the three foot circle in his attempt to 


establish streamlined consumer Communications, is just 


as short ‘hted as the merehant who fails to keep his 


selling and fitting personnel alert and on the job 


Phe N.S.MLA. Bulletin suggests that “a manufactures 
can make an effort to interview a small but represen 
lative san | | ol his pre sent and former customers 


both consumers and dealers. He can ask specific ques 
tions about their acceptance of his brand of shoes.” 
Here foot fitting 


stool assumes a dominant role 


again the three circle around the 


becoming a laboratory 


for testing the aeceptance of style, value and fitting 
qualil ol branded line shoe No trained interviewet! 
working from a prepared list of questions can elicit the 
clean cul wtual information that develops in- the 
course of conversation between shoe fitter and customer, 

If there is anything about the shoes he is fitting of 
which the customer does not approve, if there is any 


this 


thing against the past performance of a branded 
the fitter first 


honest and constructive criticism stops with him or his 


hears about it at hand. ‘Too often 


immediate superior, Retailers complain that too many 


manulacturers display little or no interest in hearing 
about such criticisms, 


The information a manufacturer can gather from a 


retailer and shoe fitter need not be confined to con 
sumer reaction, Retailers and men on the selling floor 
have strong convictions and can make excellent sug 


gestions on the important matter of how manufacturers 
can improve the conduct of their businesses and their 
service. They are particularly well qualified to advise 
on the problems of distribution, improvement of quality, 
control of in-stock departments, shipping and admin- 


istration. 













MODERN AMERICAN 


LEATHERS BY 


This is the year of the big fashion switch in American footwear — 


the year that sees the decline of the bare natural look and the rise 


of the elegantly shod covered look. 

Kidskin simultaneously shows a meteoric rise in fashion prestige. 
For the first time in a generation kid leathers are at the fashion 
summit. Because they are the perfect leathers for the new 
shoes, made over lasts with longer tapered toes, for the gloved 
elegant look. All the new finishes, the smart textures, the pretty 
colors are interpreted by Amalgamated in new modern American 


versions in classic kidskin. 
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MODERN AMERICAN LEATHERS FOR FALL AND WINTER 






first in style importance 
FASHION BLACKS 








BLACK GLAZED KID x BLACK CHARMOOZ +x* BLACK EVERKLEEN SUEDE 






BLACK SATIN MATTE + BLACK LAMOOZ x BLACK MALTESE x BLACK VELOOZ 






BLACK SOFTEE x BLACK BROADTAIL KID x BLACK FROSTEE 


BLACK PATENT KID * BLACK PEBBLEE x BLACK SCOTTEE 






for velvety gloved shoes 
SUEDE AND NAPPY KID IN NEW FASHION COLORS 


CHARMOOZ x LAMOOZ SUEDE + VELOOZ SUEDE 







CARACUL SUEDE KID * LAPINA SHRUNKEN KID 







BUCKGOAT + EVERKLEEN SUEDE 


for tapered toe elegance 
SMOOTH, GRAINY AND LUSTER KID IN NEW COLORS 







GLAZED KID ¥ SOFTEE KID ¥ DEL KID 





FROSTEE KID % SCOTTEE KID % BROADTAIL KID 












PEBBLEE KID ¥ MALTESE KID #% GOLD PEBBLEE 







LEATHER SPECIALTIES 






EVERKLEEN KIPS * WHITE AMBUCK ¥ EVERKLEEN FROSTEE 






SLIPPER KID * KID LININGS IN PASTELS 
GOLD AND SILVER KID * KID LININGS IN BLACK, RED, GOLD 








Visit Us at the Leather Show, Booth 35 
Waldorf-Astoria Hotel, February 26 and 27, 1957 







WRITE FOR SWATCHES TO: AMALGAMATED LEATHER COMPANIES INC., WILMINGTON 99, DEL. 
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AUTUMN. 
WINTER 


LEATHER VY FEBRUARY 
SHOW oe -27 


WALDORF- «sole 
ASTORIA /\ BALLROOM 


NEW YORK CITY 


TANNERS’ COUNCIL OF AMERICA, INC. 411 FIFTH AVE., NEW YORK 16, N. Y. 
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STYLE YOUR 
TEXTURED HITS 


SPLITS 


by BREZNER 


Cash in on the soaring trend to Textured Leather in 
footwear with versatile, down-to-earth BRUSHIE. 
Tanned as carefully as choice side leathers, 
BRUSHIE’S richer, deeper nap... in newest 
fashion shades and pastels , . . makes it ideal for 
all types of men's, women’s and children's shoes. 
So for textured hits with built-in profits . . . 

style with dollar-stretching BRUSHIE. 


This design is available to shoe Send for swatches TODAY! 
monvfacturers. Write for your 


free sketch TODAY. SEE US AT THE LEATHER SHOW— 
BOOTH 43 


THE BREZNER DIVISION OF ALLIED KID COMPANY 


145 SOUTH STREET, BOSTON 11, MASSACHUSETTS 





"Fashion Right” Leathers from our Tannery, Penocook, New Hampshire 


ST. LOUIS, MO CINCINNATI, OHIO NEW YORK AND PENN MIAMI, FLORIDA ORIENTAL EXPORT 

H. B. Avery Co. John A. Spille Co. Homer Beor Jock G. Mendelsohn Liebman & Cumming 
MILWAUKEE, WIS ROCHESTER, N.Y LOS ANGELES, CALIF San Francisco, Calif 
Harold |. Stewart Graham Bros. Sales Russ White Co MONTREAL UE.. CANADA 


Handbag Representatives New York, N. Y., Chilewich Sons & Co Stockton Sedgwick 
Representatives in All the World's Leading Leather Markets 
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Activator — Model C 


; . t — 
NEW radiant Hea nical le activation 


gives yOu fast econo 


Pre-Cemented soles activated in seconds with 
United’s new RADIANT HEAT ACTIVATOR — Model C 
... even the new “high temperature” cements... just set the 
temperature control and you're ready to go. 
The new Radiant Heat Activator works “hand-in-hand” with your 
sole attaching press. Wide open design gives you room to lay out and 
activate soles, pre-warm bottoms, and attach in a natural handling 
cycle. Check these outstanding features: 
COMPLETE CEMENT ACTIVATION... uniform heat through 
engineered design activates all cements designed for this type of activation. 
CONTROLLED HEAT... fingertip” heat adjustment can be pre-set 
for any cement and soling material — in many cases eliminates the sole 
moulding operation even on high heel work. 


OPERATOR CONVENIENCE... /egs and shelves are adjustable 


for operator height — awning and baffles help contain heat for operator 





comfort. 

For further information on the surprisingly low cost and an actual 
“jn-factory” demonstration of the new activator contact your local 
G/T office. 


UAC Rodiant Heat Activator — Model C 


pedietgrnemapneey~—-eeainaneiany UNITED SHOE MACHINERY CORPORATION 
Attaching Machine — Model C. Boston, Massachusetts 
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center of 
attraction... ecerlan 
by or eneral 


And no wonder... an incomparable full-weight 


split tanned especially for the new casual 
footwear, destined to hit a new high in popularity ! 
Desertan boasts a plush Continental 4-way nap 
and takes a dramatic step forward in a wonderful 
world of new authoritative colors for Fall. 
Inexpensively priced for the volume shoe market. 


Write for swatch book today. 


Fienerat Split Corporation 


World's Largest Producer of Glove Leather Splits 
730 W. Virginia St. © Milwaukee 4, Wisconsin 
SEE US AT THE LEATHER SHOW, BOOTH NUMBER 1 
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A SHOT IN THE ARM for YOUR SHOE $ALE$ 


( 
tay 2 (didi HT 
| PEAT 


ae 
Bat 


THE GREATEST 
SHOE IMPROVEMENT 
IN 2,000 YEARS 


Al | 








Every shoe manufacturer and retailer selling RIPPLE SOLE shoes is piling up 
EXTRA SALES and BIGGER PROFITS . . . every season, all season! There's no 
‘dull season"’ with this action-packed, revolutionary new sole development. 
So, if you want a ‘‘booster shot"’ for lagging sales, join these progressive 


manufacturers and retailers. Their only complaint: 


‘We can't keep up with the demand!’ 


Remember 
Only RIPPLE SOLE ® 


@ Reduces foot fatigue by 45% 
@ Increases the stride six inches 
@ Balances weight heel to toe 


@ Provides greater traction 


(Available for men's, women's, children's shoes) 


GET YOUR SHARE OF s il 
$3,000,000 worth of Oma tl Shoe styled by 
FREE RIPPLE SOLE PUBLICITY — Pavan: & Bales 
in national magazines, TV 


SEE EXHIBIT at the Factory Management and at the Allied Products Shows 


Gz) Ripple Sole Division BEEBE RUBBER COMPANY NasHua, NEW HAMPSHIRE 


42 Boot and Shoe Recorder 









_ EXTRA CALEC are easy with this 


SELF- 
SERVICE 


lent aneecem tessa 


A fot featuring the ep 


Stretch Socks 


This unit stocked with 
stretch styles provides a 
complete hosiery 

department of socks and 
anklets for children and 
grown-ups. Only stretch socks 
offer such a wide selection with 
so small an initial stock. 






Pe mnie 

































(23” wide—23” deep 
24” high—holds 16 dozen) 










2k Your total order of 
30 dozen stretch socks 
selected from the large 
variety illustrated in our for Lads and Dads 
re ee me ec Ce 
provide you with this ie eens 

good looking unit FREE. Empire State Bldg., N. Y. | 

Mail coupon now! 











s Toddlers and Teens 


















Please send FREE Catalog 












Store Name 






<> 
- a. & ‘ % 
Good Houseke reping 
401g csp WAS 







Store Address 





State 





TRIMFIT Empire State Building, New York 1, N. Y. 
Los Angeles, 811 So. Los Angeles St. 
Offices also in; Boston, Chicago, Dallas, Philadelphia, Toronto 
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FASHION 


Pe LEADERSHIP 


N i, GOOD HOUSEKEEPING’S biggest year ever 


in fashion advertising revenue 


leads all other mass women’s magazines 


ws ate in every way for 1956... 
FIRST in fashion advertising dollars — $2,633,341! 
FIRST in fashion advertising pages — 221 pages— 73 pages ahead of our nearest competitor! 
FIRST in fashion editorial linage with 225 pages! 
FIRST with retailers in newspaper fashion tie-in linage—4 times more than all other magazines in mass women’s field combined! 


FIRST —and ahead of all mass women’s magazines! 


Hat by MR. JOHN-Suit by V 


ru 
yet vee 
TC "e 


ee ood ff fousekeeping 


~Women Know 


eye cuerireegiaiiemamae 57th Street & 8th Avenue, New York 19, N. Y. 11,250,000 readership 
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THE SALES ARE HEAVY 


WHEN THE SOLES 
ARE LIGHT! 


Oomphies certainly 


know today’s secret of selling 






success . . . original casual styl- 





ing combined with featherweight comfort. That’s 
actually spelled FEATHERWATE . . . because 
Cat’s Paw’s FEATHERWATE Soles are the secret 


of lightness in Oomphies, as they are in many 








other leading brands of leisure footwear. 







Now that you know the secret, make the most of 
it! Write today for samples of FEATHERWATE 


Soles . . . the last word in comfort, in color, in 






quality . . . made light, made 






right by Cat’s Paw. 


ty 


: SOLES BY 
CATS PAW 


Cat’s Paw Rubber Co., Inc., Baltimore 30, Md. 
In Canada: Cat’s Paw-Holtite Rubber Co., Ltd. 


Drummondville, Que. 
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ay STYLE SHOES announces another 
We 
“<o" 


gO) DOUBLE 


PLYMOUTH SHOE CO. 


MIDDLEBORO, MASS. 


... with TWO FACTORIES | 


i: 


} 


Plymouth takes another step forward. . . 


Plymouth Style Shoes have that fresh new look for 1957. Highest standards of 
quality shoemaking plus consistently progressive styling makes Plymouth the most 
talked about line, selling in the medium priced quality field. An expanded dealer 
cooperative program, backed by national advertising, deserves your careful con- 


sidertion as you plan your merchandsing for the season at hand. New styles are in 
stock for at-once-delivery. 


6. \ 





\ 
A ANITTUCATAN 
J 
$11.95 to $15.95 RETAIL 


Fetha-lites $9.95 and $10.95 





46 









EXPOSURE Sag 


to greater sales! , +9 


... TWO IN-STOCK LINES 





PILGRIM. .. an all-new line of Style Shoes! 


It is with great pride that Plymouth announces the purchase of a second factory to 
manufacture a complete NEW line . . . all in-stock . . . all ONE PRICE. 

Years of experience in styling, manufacturing and successful merchandising means 
greater profits to you with PILGRIMS adding to your unit sales. Watch your men’s 
volume GROW when you feature PILGRIMS and PLYMOUTH to cover this active 
market. 









¢ \\ 
| e 
...and now’ FLY Wish 
$9.95 and $10.95 RETAIL 


Many styles available for delivery approximately February 15. 






Ask about cooperative advertising 
programs for Pilgrim by Plymouth. 
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KING KID 


For 126 years the finest 










quality black kid...repre- 


senting an uninterrupted 





continuation of Quality in 


the Product and integrity 


in our Policies. 





| SALES REPRESENTATIVES: | 
Denovan industries, inc., New York oO ; 

Mullins, Trowbridge & Co., Inc., Boston ) ni | 
William M, Taggart & Co., St. Louis < Wi 

} R. L. Stiles & Co., Philadelphia oY w 

C. Roy Fisher, Rochester CyY) Z | 
A. A. Wakeford, Milwaukee y — 
Canadian Leather Co., Lid., Montreal oC) & 





Samuel D. Allen, San Francisco 
The George W. Newman Leather Co., 
Cincinnati 


Noy 





“Lovely Lady”...the look of genius achieved through 
the “Cyrano” Last, the Black Smooth King Kid and the 
crattsmanship of fine shoemaking. Retails at $39.95 


t 
WILLIAM AMER COMPANY - PHILADELPHIA 23, PA. 


MEMBER KIO LEATHER GUILD 
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Save up to 1c a pair 


with the Built-in Luster of 


URALENE 





Because Duralene White is a com- 
plete finish for smooth leather shoes, 
not just a uniformer, ragging, brush- 
ing, or spraying for luster is elimi- 


nated and users report savings of 
from '.¢ to 1¢, and more, per pair. 
Available in bright, medium, and 


j A product and registered trade 
mark of the B. B. Chemical Co 


WHITE FINISH 


semi-dull, Duralene White Finish is 
easily applied with brush or sponge 


The new white DURALENE 
finish is highly water resistant and 
produces extremely uniform cover 
age. Because of its durability, there’s 
an added plus for your customers 


DISTRIBUTED BY 


United 


surface dirt is easily removed by the 
wearer with a damp cloth 

Try the revolutionary Duralene 
White Finish on your smooth leather 
shoes for improved appearance and 
get the built-in bonus of substantial 
Packing Room savings. 


SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 















































airlift your 
slippers with 
Bearfoot’s new 


itrolite 


so light. ..so soft...so comfortable 











Style your slippers, 
about-the-house and 
resort footwear with 
3earfoot's new Nitrolite 
slipper soling Ready NOW 
in a variety of colors 


desianed or suede 


s 
4 


RMBHMAF F’Ood)’'] SOLE COMPANY. INC WADSWORTH. OHIO 
EXHIBITING-FACTORY MANAGEMENT CONFERENCE CINCINNATI FEB. 16-19 ROOM 709 NETHERLAND PLAZA 
ALLIED SHOE PRODUCTS NEW YORK FEB. 24-27 BELMONT PLAZA-MODERNE BALLROOM 
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The footstep that turns back the tide 


Is your children’s shoe merchandising awash in a sea of brands? Perhaps you, like 
many other stores, feel obliged to carry a wider coverage than you can afford, and your 


volume suffers in consequence. 


If this is your story, perk up! Five Star gives you three great brands that will completely 
satisfy the needs of almost every one of your customers! These shoes are now being 
advertised—again and again—in the pages of Parents Magazine and the New York Times 
Magazine. Look for the footprint pictured above. Millions of potential customers will 
soon recognize it as the symbol of America’s greatest children’s shoe buy! That means 


more volume and increased turnover for you, so stock, promote and sell... 


Old Pale WCKY STAR Wonder Welt 


FIVE STAR FOOTWEAR COMPANY 


43-01 22nd St., Long Island City 1,N.Y. © Marbridge Bldg., Rooms 403-405 « STiliwell 4-1975 
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BEST 
WHITE 


In Sight 


ney 


IRUING TANNING Conca, 


134-140 BEACH STREET @® BOSTON, MASSACHUSETTS 
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CASUALS CANVAS 


Only Converse 
features the unique 


UN/-MOLD 


Construction 


Extra wearability and comfort, 
striking new styles, fabrics and 
colors ... casuals for the whole 
family made more distinctive 
and salable with the exclusive 
Converse UNI-MOLD construction. 


CONVERSE RUBBER COMPANY 
MALDEN 48, MASSACHUSETTS FOOTWEAR 
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Only Converse 
features the 


Trade-up your sales and profit 

with the extra quality built in 
to Converse canvas footwear 

Create greater volume with 
the footwear that features the 
exclusive Converse Triple ‘C’ 
Comfort Cushion Arch 


CHICAGO 6: 564 West Monroe St. 


NEW YORK 13: SOUTH SAN PRANCISCO, CALIF. 
241 Church St. 100 Freeway Boulevard 





v 
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ul Wy (= wardrobe! 


Be ready with shoes of Gallun’s Milwaukee Calf, 


the leather that speeds the sale 


When a woman is on her annual spring mission, it’s the psycho 


logical moment to show her a “‘class’’ shoe of Milwaukee Calf 


This is the elegant Gallun leather with the soft rich glow 
the quality appearance that commands more respect and higher 
mark-ups. It’s available in a variety of the season’s authentic 
colors, so order it in many of your prestige shoes for spring 
Check the Gallun numbers in your leading suppliers’ catalogs 


A. F. Gallun & Sons Corp., Tanners, Milwaukee, Wisconsin 


Milwaukee Coll 


OTHER FAMOUS GALLUN TANNAGES 


NORWEGIAN CAL? . NORMANDIE CALF ° CHETAN CALF 
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——— by George H. Baker 


















Small Business 
Tax Relief Possible 


Wage Increases 
Again in the Making 


New Data on Hide Supplies 
at Tanners’ Council Meeting 





Although the Eisenhower Administration is trying hard to discourage 
Congress from voting any across-the-board tax cuts this year, there's a 
reasonably good chance that the White House and congressional leaders 
will work out a deal for lowering the tax rates applying only to the income 
of small corporations. 

Both political parties are eager to offer smaller firms a reduction in 
rates. The bipartisan support that is now taking shape in the Senate and 
the House for such a reduction indicates a good political climate for 
voting some helpful reductions for the “little fellows” in business and 
industry. 

Here are the main points in one of the most-talked-about plans for 
small business tax relief: 

@ Reduce the rate on the first $25,000 of income from 30 per cent 
to 20 per cent. 

@ Increase from 22 per cent to 32 per cent the existing surtax on all 
income over $25,000. 

Thus firms with annual profits under $25,000 will be able to gain a 
reduction in 10 percentage points in their base rate. While this is only 
“peanuts” to the majority of incorporated firms, it will be a helpful stimu 
lant to the thousands of old and new smaller firms that are struggling 
desperately to maintain a toehold in the current rough-and-tumble struggle 


for customers. 


Another round of wage increases is in the making. Heres whats 
happening: 

The Eisenhower Administration wants Congress to rewrite the federal 
minimum wage law so as to make the $l-per-hour minimum apply to 
everybody, not just certain groups as is now the case 

There's a good chance that this request will be written into law. If 
so, unions will seek to preserve the customary pay differentials. 

xample: Semi-skilled workers, finding that unskilled workers are 
earning nearly as much, will demand “equalization” (meaning, maintain 
the same spread between hourly rates for unskilled workers and semi 
skilled workers). 

Next, skilled workers will demand adjustment of the narrowing rap 
between their wage rates and those of the unskilled groups. 

It’s a chain reaction, and when it’s all over, every category of worker 
will have received an “adjusted” increase in his hourly pay rate. Overall 
effect will be to upgrade all workers, but the relationship between the pay 
scales for different jobs will remain the same 

As the federal minimum wage law now stands, about 20,000,000 
workers—mostly in the retail and service trades—are paid less than $1 


per hour. Opposition from employers in these fields has been melting 


away in the past two years. For management knows that in times o 
boom business, there will be little difficulty in passing along the cost 


increases to customers. 


The federal government's top authority on leather will present new data 
on 1957 hide supplies at the Tanners’ Council meeting in New York late 


this month. 
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Washington 














J. G. Schnitzer, director of the Leather, Shoes and Allied Products 
Division, U. S. Department of Commerce, will speak on the 1957 potential 
supplies of leathers and hides at the breakfast session on February 26. 

Mr. Schnitzer expects to present some up-to-the-minute government 
data on hide marketing and the resulting supplies of leathers. 





SBA Gets Congress is taking steps to assure smaller firms of ample funds for the 
Sympathetic Ear next five months. Both Senate and House members indicate they are 
in sympathy with a new White House proposal to raise the ceiling on 
small business loans (grand total) from $150 million to $215 million. 

The Small Business Administration has almost run out of money. 
It tells Congress that demands for loans from small firms have all but 
cleaned out its treasury for this fiscal year (ending June 30). Although 
the great majority of Small Business Administration loans are so-called 
“joint participation” (SBA shares risk with local banks) loans, the pros- 
pects for lending a financial hand to small firms are very dim unless 
Congress acts promptly so as to permit some fresh loans. 

The Small Business Administration has granted more than 5000 
loans to smaller firms in the fiscal year that started last July, a year ago. 
The Congress anticipated that loan applications in this fiscal year would 
average 350 per month. 

Actually, they’ve been running about twice that rate. 

“Hard money,” high cost of materials, and sharp competition all are 
contributing to the stepped-up demand for government loans, Congress 


is finding. 


Delayed Jolt from Five million employers in American business and industry and trade 
Social Security Taxes will get a delayed jolt from the higher social security taxes that took 


effect Jan. a 

Tax rate for workers now is up to 214 per cent of the first $4,200 of 
annual earnings, compared to the former 2 per cent. This change pushes 
the maximum tax up $94.50 a year, which must be matched by the 
employer. 

First effects of this $10.50-a-year hike will be felt in April, because 
the tax is paid quarterly. The new revenue, expected to total $721 million 
annually, is to go into a special fund separate from the regular social 
security reserve. It is to be used only for payments under the new dis- 
ability insurance program voted by Congress in 1956. 

Self-employed persons also are subject to an increased social security 
levy now. Rate for this group, formerly 3 per cent, has advanced to 
3. per cent of the first $4,200 earned each year. Because this amount 
can be paid annually, the self-employed can pay when they file their 
1957 tax returns in 1958. 

Revenues for the regular Old-Age and Survivors Insurance (OASI) 
trust fund in this calendar year are estimated at $7,259 billion. When 
the $721 million for disability insurance is added to this amount, the 


total for all federal social security taxes in 1957 reaches nearly $8 billion. 


The Nation's Money System President Eisenhower wants the Congress to take a long, hard look at 


[TURN TO PAGE 138, PLEASE] 

















THE SHOE FOR CHILDREN 


. sticktite piping 
on vamp sparked by a 
frosty ornament make this 
one strap a must for the 
young smart-set. In black pat- 
ent, white and blue smooth. 


rich looking, 
rugged wearing genu 
ine Goodyear Welt and 
Cush-n-Crepe sole make this 
3-eyelet tie go a long way with 
growing boy 


BRACELET | Customers are coming —ready or not! 


: patent leather The Spring—LEaster season is not far off and it 

perfection with a detach- to prepare for this peak selling period, 

able ankle strap, decorative 

bow and flowers on vamp give Edwards is ready with a complete line of shoes for 

this shoe real little girl a peal toddlers to teenagers . . i prompt In-Stock De part 
satan ment... national advertising to stimulate sales and 


Limne 


an array of merchandising materials to help you make 
the most of this opportunity 


se prepared by Stocking-in, Sizing-up, proper dis 
plays, local advertising and you will be ready for 
bigger business and better profits 





























Passersby (at retail August and July) nod approval, give the 


eye to four colors high . . . for campus and suburbia! Vodelle 


and Glazed Kid - CARMEN (red) » POMPADOUR (orange) 


SHEBA (bluc) + DIANA (turquoise) 


Standard Division New Castle Division 
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from the makers of Kralex insoling 


Lexide 


a new flexible insoling for better shoes and better shoemaking 


insoles 


of new Lexide are on display at the Factory Management 


Conference +» Room 714 + Netherland Plaza Hotel + Cincinnati 


‘ ‘ ' 
Lexide « Kralex «+ Midsolex® «+ Laflex” 


Products of LATEX FIBER INDUSTRIES, INC. + Beaver Falis + New York 
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NOBODY MAKES 
KID SHOES 


(LIKE WE DO) 


ae | Serr 


NINETY YEARS OF GOOD SHOEMANSHIP 


Have taught us how to make them better, 
For your customers who require comfort 
at an honest price, we now stock 
ten practical styles .. brown or 


black, boots or oxfords ... 


W, . . » For Police And Fire- 

Dy men Our Sturdy Black 
FAITH FoL Elk Boot With Heavy 
AITH UL Double Sole Is Unbeat- 
SHOES OF QUALITY 


mn P 








able Value... 


PLUS 35 OTHER LIVELY NUMBERS... 
DRESS OXFORDS AND CASUALS... 
STYLES MOST MEN WEAR MOST OF 
THE TIME... SOME STYLES 
SIZES 5 TO 13 -- WIDTHS A TO EEE... 
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Bearfoot, A Trusted Name on 
Shoe Bottoms Since 1924 Cant Take 


Chances on Anything but the Finest...that's 


Why They Depend on Firestone FR-S... 


*Slogan Copyrighted by 
The Bearfoot Sole Co., Inc 

ge, 

gens) tM 


‘oe 
r 
/ 


Here’s why FR-S Synthetic Rubber can upgrade your quality...and lower your cost 


© 


* 
EASY PROCESSING _t=4 — GREATER UNIFORMITY 
FR-S gives faster, 4 A di p Firestone’s consist 
trouble-free produc- : r%} ent quality every 
tion; more accurate Snes 
dimension control. SS costs—less rejects 


day means lower 


ss, 


BEST IN RUBBER 


February 15, 


TRUER COLORS 
Firestone’s hi-purity 
assures accurate 
color control, 
age-resistance. 





for MODERN LIVING... 


All of Acme’s bootmaking skill and marketing 
know-how are in this magnificent 1957 line of 
Wellingtons for men and boys. Examine the 
fine quality ... check the prices ... and 
you'll agree they're tremendous in value! 


No. 9000 


Piump, supple calf vamps with glove-like 
kid tops. Leather linings throughout for 
additional comfort. Flexed oak insoles 


and outsoles 


Cost to you $8.35 


No. 9052 


Roug 


4 


bd 


} 
¢ y 
rain ranch glove leather foot and top \ 

@ + Ranch Wellington Soft leather if } 
ot and leg linings Welted side seams 


; ic 
Outside leather pullstraps Oak bend } = € 
soles. Soft rubber heels. THE POPULAR ee — 


PRICED RANCH WELLINGTON 


Cost to you... $8.35 


— 


No. 9610 


Top grained soft oil retan foot and top 
Oil and acid resistant Neoprene sole ond 
heel. A tough. long wearing work boot 
that can be worn home. Dressy last 


Cost to you... $7.75 
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No 9955 


Sportsman s e leather foc 
Oak insole. Thick shioned 


crepe sole and heel 


Cost to you $6.50 


Men's selected kip leathers in foot and 
top. Smooth leather leg linir gs Oak bend 
outsole Oak insole Soft rubber heels 


Cost to you... $6.50 


No. 9006 


Natural grain plump glove leather foot 
and top with contrasting leather foot and 
leg lining. Thick, spongy cushion crepe 
sole and heel for every day wear-All day 


Cost to you... $8.35 ENGINEER BOOTS 


No. 9200 


Cost to you 10-3, $4.75 
3'1 -6, $5.95 


No. 9500 No. 9100 


Perfect for party, school and play Soft 
comfortable kip vamps and tops. Dressy 
leather leg lining. Comfortable, proven 
fitting lasts. Flexible long wearing soles 


and heels. Goodyear Welt construction 


in all sizes Cost to you 10-3, $4.20 
Cost to you... 8-3, $4.10 3-6, $5.35 
3'1-6, $5.30 


No. 9622 


Hunting, fishing, work or ple 
but tough, ‘Ruff-out ' 
w “il the need 


ing. Neoprene sole ond 


Cost to you... 


ACME BOOT COMPANY, Inc. 


Clarksville, Tennessee 


WORLD'S LARGEST BOOTMAKERS 
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GRIFFIN ADVERTISING 
Hits the Mark! 


* 5 NETWORK TV SHOWS 
* ‘‘PLAYBOY’’ MAGAZINE ADS 


It’s a fact! GRIFFIN out-scores all others in 
the shoe polish field with five top-ranking TV 
shows every week! Reaches more customers 
more often with more items on Doug Edwards 
& the News (CBS), Secret Storm (CBS), Love 
of Life (CBS), Queen for a Day (NBC), and 
It Could Be You (NBC)! 

And now, full-page glamour ads like this in 
“Playboy” magazine stop and sell millions 
more on Microsheen every single month! So 
put this advertising to work for you... put 
GRIFFIN out front on your shoe polish shelves! 


* Feature all these GRIFFIN FAVORITES for peak polish profits ! 


BOYLE-MIDWAY INC., 22 East 40th Street, N.Y. C. 


Cranford, N. J. « Brooklyn « Chicago « Los Angeles « Canton, Ohio « Chamblee, Ga, 


/ GRIFFIN 
( MTCROSHEEN | 


= 
/_> 
a) 
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Pull in those free-spending sportsmen with 


Red @ Ball 





Wallets open wide. Money changes hands—when sportsmen ease into 
comfortable Red Ball Boots. 

They’re correctly contoured and specially reinforced for the better 
fit that means comfort. 

A Ball-Band salesman is coming your way—with a full line of sports- 
men’s boots—all loaded with extra-comfort features. 

Wait for your Ball-Band salesman! He’ll show you how to latch-on 
to more sportsmen’s dollars—with famous Red Ball comfort. 


Write, wire or phone Dept. A for FREE merchandising aids 


THE OZARK 


Footwear 


By BALL-BAND, Mishawaka, Indiana 


February 15, 1957 
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“25 HENRY & HATCH, 
= Commission SEVENTY-FIVE YEARS AGO 
BOOTS. 
= SHOES This is o greatly reduced reproduction of the front 
 ggptonte ctr cg page of BOOT and SHOE RECORDER published 
wevaaectre wiccsoardeomsghogs in Boston in 1882. On April 1 BOOT and SHOE 


Comme A WE Levenshire Se Bot 
19) A 10 Wish Avem Ching 


- FELD, BULUVANT & FEL, 


meme | fl of continuous publication, the first shoe merchan- 


| RECORDER will have completed seventy-five years 


pres dising paper in America to reach this distinguished 
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National Voice of the Trade 
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THE ISSUE YOU'LL SAVE FOR YEARS TO COME 
On April 1, BOOT and SHOE RECORDER completes 75 


years recording the American Shoe Standard of Living. 
To celebrate this occasion it will publish a diamond anni- 
versary issue to be dated June 15 which, we believe, will 
be the most dramatic and comprehensive issue in a long 
and distinguished life. It will be a pageant of shoe prog- 
ress, telling in graphic detail the story of shoemaking and 
shoe retailing for the past three quarters of a century. And 
it will be, too, a projection and a forecast of the direction 
they will take in the next twenty-five years. Richly illus- 
trated and attractively printed the editorial treatment of 
this issue will make it a collector's item, one to be pre- 
served for years to come. Its long reading life makes it 
an ideal medium for the advertising of manufacturers 
and suppliers to record their contributions to an industry's 


progress. 
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PESTS OFS ERE BO SOS IEE GS 






nd SHOE 


RECORDER 


MATIONAL VOICE OF THE TRADE 
sume 16, 1957 
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TODAY 
BUT BASICALLY TOMORROW 


YESTERDAY 


What does the future hold for shoe manufacturing and 
shoe retailing? How do the events of the past foretell their 
future progress? A fascinating theme and one to chal 
lenge the imaginations of the leading experts in the 
many branches of the shoe industry, who will prepare 
the projections for this issue . and, in sharp contrast 
it will unfold a nostalgic panorama from the files of 


BOOT and SHOE RECORDER. 


The past, the present, and the future combine to make this 
the most important issue BOOT and SHOE RECORDER 
ever published. Early advertising reservations are sug- 
gested to assure better positions. Contact your local 
RECORDER representative today. 


OO AE 


WATCH FOR “A SEVENTY-FIVE YEAR RECORD OF OUR SHOE STANDARD OF LIVING 
AND A PROJECTION FOR THE NEXT QUARTER OF A CENTURY”... JUNE 15, 1957 


SQ0Q0T and SHOE 


RECORDER 


A CHILTON © PUBLICATION Chestnut and 5éth Sts., Philadelphia 39, Pa 
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Year after year: 


more children’s shoes 


through PARENTS’ 
than through any other 


These are the brands advertised in the March 
and/or April issues of PARENTS’ MAGAZINE 


e- J lay Phyl Flex Jrs. 


Miles 
RallenKamps LA CO MIARES SrueRi 


Shoes for the Entire Family 


Tlitll-amis ~~ BNONITE — 
SOLES 


an ee wou 
il 

















are pre-sold 
MAGAZINE 


national magazine! 


These are the brands tieing in with the 
LEATHER INDUSTRIES OF AMERICA’S 
promotion in the April issue of PARENTS’ MAGAZINE 


Pro tek: tiv CLASSMATE FFP; Uh 


Proxies ON sERBERICH 


Wonder W. elt | 


Neather Bid cg ti be py 


rae PARENTS’ MAGAZINE reaches 
N 1,700,000 families with 


This Seal SELLS! semvice BUREAU well over 3% million 


Pie tmbel thal PARENTS: growing children — 


sells to the Millio oe total monthly readership |..., 
—in the Billions! of over 5,700,000. 
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Does Fabricushon rea 
help to sell shoes? 


These important shoe manufacturers say “YES”... 


"Some of our largest selling patterns have 


FABRIcushon It is 
that this 
shoes more comfortable, but 


certain style eye appeal." 


in the vamps 


has 


PETERS SHOE COMPANY 


"The number one reorder shoe from our 
In-Stock Department carries your 
FABRIcushon linings." 


AMERICAN GIRL SHOE COMPANY 


+ 





> 


~ 

~ 
™ i 
™ 


“es. 
“~ 








our belief 
type doubler has not only made the 
added 


a 


"Two years ago we were startled by the 
tremendous consumer acceptance of our shoe 
made with FABRIcushon lining, which developed 
a powerful amount of business for us. But 
the most gratifying part lies in the 
amount of follow-up business we have continued 
to receive." 

PENNANT SHOE COMPANY 


WHY? 

FABRIcushon foam-fabric lining adds glove- 
like flexibility and comfort to high styling... 
actually breathes for coolness . . . handles like 
ordinary fabric .. . keeps the shape. 
Shouldn’t you find out more about FABRI- 
cushon foam-fabric lining . . . and what it can 
do for your sales? We’ll be glad to help you. 


FABRIcushon 


PROCESS PaTEeNnteo 


fabric-to-foam wedded forever 


THE KENDALL COMPANY 
Andrews-Alderfer Division 
1055 Home Ave., Akron, Ohio 
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Dates to Remember 


1957 Factory Management Conference, 
National Shoe Manufacturers Asso- 
ciation, Netherland Hilton, Cincin- 
nati ... Feb. 16-19 

Allied Shoe Products and Style Exhibit, 
Belmont-Plaza Hotel, New York. Feb. 24-27 

Membership Breakfast, National Shoe 
Manufacturers Association, Waldorf- 
Astoria, New York Feb. 26 

Leather Show, Tanners’ Council of 
America, Waldorf-Astoria Hotel, New 
York Feb. 26-27 

Advance Fall Shoe Market Week, New 
England Shoe and Leather Associa- 
tion, Hotels Statler and Touraine, 
Boston . March 31-Apr. 4 

St. Louis Shoe Show, St. Louis Shoe 
Manufacturers Association, Lennox, 
Statler, Sheraton-Jefferson, Coronado 
and Park Plaza Hotels, St. Louis 

April 27-30 

Fall Shoe Fair, Northwest Shoe Travel- 
ers Association, St. Paul Hotel, St. 
Paul April 27-May | 

Fall Shoe Show, lowa Shoe Travelers 
Association, Hotel Fort Des Moines, 

Des Moines May 5-6 

Fall Shoe Fair, Ohio Shoe Travelers 
Club, Deshler-Hilton Hotel, Columbus 

May 5-7 

Fall Shoe Fair, Southwestern Shoe Trav- 
elers Association, Adolphus, Baker, 
Statler Hilton and Southland Hotels, 
Dallas, Tex. May 5-8 

Popular Price Shoe Show of America, 
Hotels New Yorker and Sheraton- 
McAlpin, New York May 5-9 

Market Week, Boot and Shoe Travelers 
Association of New York, Marbridge 
Building, McAlpin and Vanderbilt 
Hotels, New York May 5-9 

Fall Shoe Show, Middle Atlantic Shoe 
Travelers’ Asociation, Benjamin Frank- 
lin Hotel, Philadelphia ..May 12-15 

Fall Shoe Show, Indiana Shoe Travelers 
Association, Severin Hotel, Indianap- 
olis May 12-14 

Fall Shoe Show, Middle Atlantic Shoe 
Travelers’ Association, Benjamin Frank- 
lin Hotel, Philadelphia May 12-15 

Fall Market Week, West Coast Shoe 
Travelers Associates, Alexandria and 
Biltmore Hotels and Haas Building 

May 12-15 

Spring Meeting, Tanners’ Council of 

America, Princess Hotel, Bermuda 
May 13-15 

Fall Shoe Market, Mid-West Shoe Trav- 
elers Association, Morrison Hotel, 
Chicago May 19-22 

Fall Shoe Show, Mountain States Shoe 
Travelers’ Association, Albany Hotel, 
Denver, Colo. June 2-4 

Baltimore Shoe Show, Baltimore Shoe 
Club and Associated Shoe Travelers, 

Lord Baltimore Hotel, Baltimore July 7-10 

Merchandising Clinic, National Shoe 
Manufacturers Association, Waldorf- 
Astoria, New York Aug. 5 

Membership Breakfast, National Shoe 
Manufacturers Association, Waldorf- 
Astoria, New York Aug. 6 

Midwest Shoe Market, Mid-West Shoe 
Travelers Association, Morrison Hotel 
Chicago Aug. I1-14 

National Shoe Fair, National Shoe 
Manufacturers Association and Na- 
tional Retailers Association, Chicago 

Oct. 27-31 

Spring Shoe Show, Northwest Shoe 
Travelers Association, Hotel St. Paul, 

St. Paul Nov. 2-5 
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Chief Wrap-’Em-Up-Quick, 
Say: keep markdown, down — 


mark-up, up — feature em 
Laconians! 





Want low markdowns? Figure it out yourself 
— buy close — fill-in as they sell. 

Use Laconians’ overnight stock service. 

Turn ‘em over fast. Laconians’ volume price 


range is designed to do just that! Want 






to maintain markups? Easy! Just give ‘em 
good value. Laconian value — value that has 
been certified by the American Standards 

Testing Bureau as equal to or superior to “. 


4 other national brands retailing for $2 and 
$3 per pair more! We're telling this value 





story to more than one and one half million 





mothers every month in PARENTS magazine 






Are you cashing in on it? 
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a few of our uninformed contemporaries like 


to identify Heydays as a ‘‘one pattern” or a ‘‘one type”’ 


line... often we hear “‘limited styles’. . . 
you will get a kick out of some typical facts 


about some typical shoes. 


PROM, for example was put into the 
line September 17, 1953, has 
been regularly copied... a chain outfit last 


year, a high priced slip-lasted 


line this season, etc a 


“ 
* 


The FLING pattern was put in stock 
Six years ago... September 29th, 1950, to 
be exact. It is copied in two heel 


heights right now by several lines 





They are both still stocked . . . selling 
well with us and NEITHER SHOE IS 
THE “TYPE” we are claimed to be. 


HEYDAYS SHOES, INC. @© 2032 LOCUST STREET @ ST. LOUIS 3, MISSOURI 
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Russe WRIGHT of Russel 
Wright Associates, industrial de- 
signers, says: 

“Never have the American people 
been so appreciative of, and sensi- 
tive to color and I am convinced 
that this appreciation and sensitiv- 
ity will continue to grow and ma- 


ture. One of the most interesting 





witens 


single changes that has come about 
in the U. S. in the past few years 
is the growing interest in color... . 

“You may wonder why all of this 
interest in color 


sudden increased 


has come about. It really hasn’t 
happened suddenly. America is like 
a child growing up. Today we are 
not only the technological leaders 
of the world, since the war, we have 
become the fashion and style lead- 
ers. Our public’s taste for color, 
like a child’s, was for many genera- 
tions in the kindergarten color pal- 
ette stage—namely primary colors. 

“Everything used to be bought to 


match, in home furnishings as well 
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Talk Trade 


as fashions—and, of course, to a 
large extent still is. But look around 
you and you will find that people 
are exhibiting a growing and _ in- 
quiring interest in analogous colors, 
such as blue and green, and com- 
plementary schemes, as blue and 
orange. 

“The realization that color is the 
new dimension in modern design 
and the tremendous sales potential, 
is spreading rapidly throughout the 
American industry. Many and 
varied fields of manufacture are tak- 
ing it up as an important sales fac- 
tor. What is particularly important 
to understand is that the boom in 
color is a manifestation of a nation- 
wide popular emotional sensitivity 
to color. Color today is not the 
same to the average American as it 
was, say 20) years ago. Colors have 
entirely new values, new meanings. 
Colors used to be evidence of prej- 
udice and class-conscious symbol- 
ism. Dark colors were considered 
conservative, respected by people of 
class and taste. Bright colors were 
loud and vulgar. The intrinsic value 
of color, the vibrations that color 
sends out to make or break a mood, 


were not appreciated to any great 


degree. ae er 
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“But color is not static today. It 
Black in a 


motor car is different from what it 


is alive and dynamic. 


was 20 years ago. Then it was just 
Today it 


is high fashion. In clothes, cars o1 


conservative. is chic. It 
home furnishings, black has a char- 
acter and a value of its own in the 


color scheme of things. It is being 


Wy 






y) 
Y; 
Y/ 

used primarily to set off brighter 
and bolder tones to produce an 
over-all vibrant effect 

“Color in America today is no 


fly-by night fad. If any 


turer thinks so, he’s making a big 


manufac 


mistake, So my advice to any manu 
facturer is to make color as impor 
tant a consideration as any other 
factor such as good design and ad 


vertising.” 
. * * 


KENNETH FLINT SMITH of the 
Smith Shoe Company in Boulder, 
Colorado, says: 

“Regional shoe shows could aid 


retailers by conducting clinics on 
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selling techniques during the shows. 
I think it is important to take my 
sales people to the Denver show for 
it gives them fresh enthusiasm. 
Workshop sessions or clinics would 
add to their knowledge for they 


would be learning from experts. By 





attending regional shows, you pet 
a broader picture of the seasonal 
offerings; you get valuable infor 
mation from the manufacturers’ 
representatives and an enthusiasm 
for your job and your lines that 
you never can get by looking at a 
line in your store,” 


¥ ” * 


Cia) BERG, buyer of children’s 
shoes, Denver Dry Goods Company, 
Denver, Colo., says: 

“Staples have been and will be 
the number one item in children’s 
shoes. Ninety-eight per cent of our 
children’s business is done in staples 
and | think this will continue. Siz 
ing in staples should be done twice 
a month. 

“Another thing, we hear mothers 
everywhere talking against slip-ons 
but this type is still gaining in popu 
larity. Youngsters come into our 
shops asking for these types of 
shoes and although parents shy 
away from them, the children insist 
upon them, So, it’s up to the shoe 
men to have the kind of shoes in 
stock that the children want and 
to sell them. 

“Nationally and locally, our big 
problem in the shoe trade is the 
lack of competent help. It has 
reached such serious and large pro 
portions everywhere in this coun 
try that we, as shoe retailers, should 
sit down and attempt to find a solu 
tion. Maybe we should revise our 
wage schedules. Maybe we should 
do more about going into the 
schools and selling the young 
people on making shoe retailing a 
career. We've got to give an in 


centive to capable young people so 
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that the shoe trade can get compe- 
tent sales help with the ‘know 


how fg 


* os * 


Ray STREEPER, shoe buyer for 
B. F. Dewees, Inc., of Philadelphia, 
Pa., says: 

“What I have to say can be re- 
varded either for or against the 
shoe merchant and his eagerness to 
vive customers what they want. 

“Today there are too many cus- 
tomers who don't know what they 
want, especially in the field of 
fashion. For example, a customer 
decides she wants a pair of bedroom 
slippers. You show her the forty- 
eight different styles you have and 
she is sorry but there isn’t a pair 
she can use. This example is not 
far-fetched, as applied to any type 
of fairly fashionable footwear. A 


customer may know she wants a 








pair of red shoes. After showing 
her twelve attractive styles (at her 
request) she decides that maybe 
red wasn’t what she wanted after 
all. 

“! would much prefer to do busi- 
ness with fewer styles but if you 
are selling shoes to women who 
know fashion, you have to have 
everything or your customers will 


think you’re not on the ball. 


“There is a tremendous variety 
of shoes in every class on the mar- 
ket today. If you are on your toes 
to get as much business as you can, 
you have to have a broad selection 
of styles. Perhaps in this way you 
can help customers to know what 
they want and consequently you 
will sell more shoes. If you don’t 
stock them, you can’t sell them. In 


the end, who are we to judge? The 


customer is always right.” 
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For the past several seasons there has been a 
strong trend toward simplicity in high grade 
men’s shoes. This has been particularly notice- 
able in slip-on dress casuals, 

Because these styles have been completely 
devoid of ornamentation, they have relied on the 
contour of their lasts to give them their char- 
distinction. Often such styles are 


acter and 


For further information write Boot ANp Suoe Recorper 





Concealed Gore Slip-On 


marked by a single custom detail which focuses 
attention dramatically on one area of the shoe. 

In this ingeniously devised style, this detail 
consists of six rows of discreet slashes on a 
square cut throat. As the goring expands, the 
slashes open slightly exposing the lighter inside 
surface of the leather and creating the illusion 


of fine white lines on a sleek Tan Calf surface. 





Leather fashion trends based on 





Ist AD of familiar beige-to-brown, “as usual,” it is 


now the range from dark brown to middle cool browns 


that are most discussed as new fashion leaders. Used in 
shoes on the new delicately tapered lasts, they give added 


elegance and drama to the new shape. 

In the dark browns there are Coffee, Town Brown, Wal- 
nut and Chestnut. Cool neutral browns often have a taupe 
tinge; light browns, a taupe or a golden cast. New lighter 
browns include the spice tones and yellowed curry and 
tobacco tones. Some browns still retain a little red in their 


( omposition so that they are described as the per fect shade. 


Dark Browns Become High Style 


brown for next fall and winter follow 


black. Dark 


basic status to a high style classification designed for ele- 


| ores asts of 


along with browns emerge suddenly from 
gant town shoes. A variety of finishes and textures gives 
the shoe manufacturer the opportunity to make many 
kinds of brown shoes. And, as in black, he will be able 


to combine contrasting surfaces. 


Dark Brown Accents Purple-y Tones and 
Pale Beiges 

With grape, plum and purple tones important in fall 

apparel, this is the new opportunity to sell dark brown 

shoes. Darker and lighter browns belong naturally with 

beige and pinky tones; cashmere coats for town wear: 

very wear and 


pale creamy oatmeal beige for dressy 


apricot, beige and vicuna tones. Camel color is restricted 
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DARK 
DROWN 
LEATHERS 


Newly 
Important 
lor 1957 


to campus coats. These are the ready-to-wear trends that 


will help the sale of brown shoes. 


Brown a Natural for Blue Costumes 

An entire family of blues for apparel fabrics, slated for 
volume business, offers the opportunity to promote brown 
shoes for coordination. These blues range from brilliant 
peacock and turquoise and teal in tweed mixtures to sap- 


phire, royal and grayed blue in coatings and mixtures. 


Dark Brown Smart with All Neutrals 

Besides the pale beige, soft vicuna, cashmere or “fur 
fleece” that take either a dark brown or a black shoe, 
there are other neutrals in apparel with which the well- 
dressed woman always will wear brown shoes. This is the 
group of woolens which include lodens, Shetlands, Harris 
tweeds, other beiges, grays and the curious mixture of 
gray, beige, blue and a slight touch of yellow-y green 
taken from Tyrolean loden fabrics. Some women match 
their shoes to the costume and some wear a sharp con- 
trast or a pretty harmony. This season will see many who 


prefer brown shoes in one of the new tones. 


Dark Brown Dramatizes New Lasts 

Whatever the shade of brown, however, and however it 
may be worn, never forget that it is the new shape of the 
that is the basic 


fall shoes—the elongated, elegant look 


fashion trend. These beautiful browns—the dark and mid- 
dle cool browns—serve to give them added drama and 
distinction. 

and Shoe 
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the new shape of women’s fall shoes 


BLACK LEATHERS 






Fashion Firsts 
lor 1957 


Tw ENTY or more different fashion finishes and textures 
in black leathers 
the basic black story to become the fashion black story! 
black 


leathers starts first with the classics, of first importance 


here is an unprecedented extension of 


This imposing selection of new fashion-right 
as they serve to dramatize the new shape of fall shoes with 
a new tapered delicacy. black suede: 
black calf, some of it very highly polished; black kid; 
black patent; black mat in calf, kid or kip. 


Second come the important new novelties which are 


The classics are: 


highly interesting as they lend themselves to the new 
tapered toe silhouettes on all heel heights, in the new 
closed shoes especially ties and closed front 
These 
leathers; black shrunken calf or goat; black pin grain and 
black black pebbled 


patent; black lustre; black embossed fur grain on calf, 


kid and kip. 


pumps, 


T-straps. novelties are: grained and embossed 


genuine pin seal; velours suede; 


Unprecedented Selection of Black 
Leathers 
These twenty or more different fashion finishes and 
black 


selection for new looking black shoes in every type and 


give a hitherto unparalleled 


textures in leathers 
style from little casual flats to high heel, high style dress 
shoes. Some are in just one leather; many in combina- 
tions——spat treatments, half and half contrasts, checkered 
or monotone harlequin combinations, contrasting collars, 


tongues and quarters. 


Black Smart Accent for Red and Blue 

Many new colors in apparel fabrics look smarter with 
black and this can mean a very big black shoe season. 
Leading this list are blues and reds. The blues include 


grayed and softened blues, aqua, ceramic blues, intense 
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blues and winter navy for apparel and millinery 
Reds in apparel fabrics start with brown Spanish reds 


and dark vintage tones. There is a bright flame, which 
And then 
darker 


pomegranate and cranberry tones. Siamese, bast Indian 


is a young color suited to sweaters and skirts 


there are ruby and clear reds and a group of 


cyclamen and fuchsia shades are shown in millinery. 


Black Shoes for Plum and Parple Range 


Grape, plum and purple tones are in the third fall 
apparel range. A red plum cast is expected to sell better 
than the darker prune and grape shades. Clear amethyst 


and parma violet shades continue in darker tones of the 
black will 


be the natural first choice with many women. 


summer mauves and lilacs. Here, loo, a shoe 


Black Interesting Contrast for Neutrals 

Many take black 
most effectively. Pale oatmeal kasha tone, taupe and gray 
take well to black. 


with light browns and beiges. 


neutral costume colors, too, shoes 


Black is also worn by smart women 
Black shoes with all mink 
high in fashion favor. Plushy 
black kidskins, black calf 


highly polished surface and new fine grains are 


Black as 


fur shades are suedes 


“two-way nap ——fine with a 


very 
too 


all receiving top level style rating. a trim, 


has great fashion importance. 













Leather fashion trends based on 


OFF-BEAT COLORS 


The 


CW 


Neutrals for 1957 


Tw Sk are new colors. Dramatic in themselves, they will 
serve to give even greater drama and fashion excitement 
to the delicately tapered lasts for the coming fall. They 


reds, dark 


grayed red clays, henna and oak leaf shades. Also new 


include brownish maroon, earth tones and 
are the olive and hickory browns, the Cordovan and vin- 


tage tones. Two preens Loden and Lovat—are among 
these new neutrals, 
beige tones of seaweed for casual and country leathers. 

kiveryone is talking about new dark, dark reds. They 
are the biggest news in leather colors, the new position of 
black excepted. All the leather lines include one or two 
of these new shades. In addition to Deep Cordovan and 
brownish reds, there are other deep, deep tones: olive 
browns, dark henna, dark red or dark vintage, and all of 


these can be classified as off-beat colors. 


New Style Interest in These New Neutrals 
Offering a subtlety that has been lacking, except for the 
greiges, taupes and no-color shades of the past year or 


two, they are not neutral in the sense that these true 
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And there are greenish grays and the 


neutrals are. But they are used as neutral colors in shoes 
to accent many costume colors. They will appeal first to 
the style-eminded customer who is looking for something 
new and different. Many of them are ideal for wear with 
blend 


color mixtures. The soft greens, especially in  plushy 


tweeds and Shetlands where they well with these 
suedes and soft grains, have just the right look for casual 


clothes and country tweeds. 


Adaptable to Many Leathers 


The brownish reds, dark rust and hennas, also the dark 
Cordovan and vintage shades adapt themselves equally 
well to smooth polished leather and many pebbled or 
grainy textures. They fit very well into the much talked- 
about suit shoes and low-heeled oxfords returning this 
fall. They will make some very high fashion town tailored 
styles. The same is true of the olive and hickory browns 
which also look smart in country suedes and textured 
grains. 

This entire color group requires a new individual treat- 
ment in shoes; in special leathers and types of shoes. 
Properly used and confidently promoted as the new neu- 
trals that go with everything, they can prove to be a vital 
style stimulus in fall lines. We need more neutral Avocado 
shades that require understanding and careful promotion. 
Avocado shoes were worn as a neutral costume accent 
with practically every costume color. 

All these off-beat colors started 12 months ago: they 
have been tested at top levels in high-priced shoes. They 
will add drama to the new shape in fall shoes. They are, 
in themselves, beautiful and interesting, full of stvle and 


promotion opportunities. 
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BRIGHT 


and NEUTRAL 


COLORS 


eW 
Basics for 19 


Reps and blues are the leading bright color ranges for 
fall leathers. There is good reason to anticipate the con- 
tinued popularity of red based on its revived interest in 
fall and winter 1956 and its expected continuance for 
spring and summer 1957. Clear and bright red are the 
accepted tones in youthful coats and suits and college 
separates. Cranberry and carnation reds appear in tweed 
mixtures. They will be worn, unquestionably, with black, 
with beige and gray and with no-color, a kind of very 
neutral shade now in fall woolens. Its blending of gray, 
beige, blue and a yellow-green, will make it a good back- 


ground for many colors. 


A Wide Range in Blues 

The blue leathers cover a wide range starting with 
winter navy and Flight blue. These darker winter blues 
actually go into the group of neutrals and can be sold for 
wear with some of the medium violet shades and, of 
course, with gray and, quite possibly, with a dark vintage 
shade in apparel. 

Brighter blue leathers include a sapphire shade, the 
clear Danish blues and a teal blue, especially good for 
the velours, plushy type of leathers and for new kidskins. 
For dinner shoes there are brilliant peacock and sapphire. 

Topaz and antique gold are bright country colors for 
nappy, plushy and grainy leathers; also for campus wear. 

Gray is slated to be a leading neutral. It will go into 
all types of leathers—suedes, kidskins, smooth and aniline 
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calfskins, textured shrunken and hammered treatments. 


It will be worn, of course, with gray. After that, it may 


be some women’s choice for wear with certain of the 
grayed blues in apparel or with some of the violet tones, 
dark red and, possibly, with black. 

The range of beiges will, of course, continue on into 
fall. These may be in the cool middle shades with taupe 
cast, as more suitable than the very light beige. This color 
family, like gray, will be in a variety of leathers. Like 
gray, too, it looks especially rich in suedes or in textured 
leathers. 

These colors, used in a variety of leathers, give fashion 
emphasis to the new shape in fall shoes—the long, elegant 
lines of the new lasts. Gray, beige and taupe-tone varia 
tions are the three big neutral ranges. In addition, there 
are other colors which women will wear as neutrals, be 
cause they go with a variety of colors. Red, some of us 
remember, was called a neutral color some years ago 
because it was adaptable to many colors in clothes. 

Colors have been switching roles this fall. Black and 
dark brown have suddenly become fashion colors and 
are no longer going to be sold as the go-with-everything 
in clothes. They can be so used, of course, but you are 
losing a golden opportunity if you neglect to promote 


them as fashion colors instead of dark basic neutrals 




















TANNERS’ COUNCIL OF AMERICA, INC. 
20th Semi-Annual 


Showing of American Leathers 


Waldorf-Astoria=February 26th and 27th, 1957 


LIST OF EXHIBITORS 


Company Booth 
Acme Leather Co., Inc 46 
Allied Kid Company 

New Castle Division 40 

McNeely Division 4\ 

Sterling Division 

Standard Division 42 

Brezner Division 43 
Amalgamated Leather Cos. Inc 35 
Amdur Leather Company, Inc 77 
William Amer Company 73 
American Belly Tanning Corp. 18 
American Kid Company, Inc 47 
Carl Antholz, Inc. 8-A 
Armour Leather Company 61 
Associated Tanners, Inc 31-A 
Peter Baran & Sons, Inc 22 
) S. Barnet & Sons, Inc. 5 
Barrett & Company, Inc 72 
Beadenkopf Leather Co 102 
Beggs & Cobb, Inc 85 
Besse Osborn & Odell, Inc 39 
W. D. Byron & Sons, Inc 71 
Carr Leather Company 7 
Chilewich Sons & Company 

(Leather's Best Division) 3 
Colonial Tanning Co., Inc. 100-101 
Crestbrand Leather Co 20 
Donnell & Mudge, Inc 87 
F. C. Donovan, Inc 24 
Dreher Leather Mfg Corp. 19 
Dungan, Hood & Co., Inc 17 
Eagle-Ottawa Leather Co 8 
Eastern Tanning Company 

(Division of Loewengart & Company) 53 
B. D. Eisendrath Tanning Co. 23 
John R. Evans & Co. 28 
Fiagg Tanning Corporation 2! 
Fleming-Jofe, Limited 106 
John Flynn & Sons, Inc 75 
S. B. Foot Tanning Co. 2 
A. F. Gallun & Sons Corp 66 
Garden State Tanning, Inc 45 
Garlin & Co., Inc 67 
Geilich Tanning Co 57 
General Split Corp 1 
Gordon-Gruenstein, Inc 50 
Granite State Tanning Co., Inc. 62 
Griess-Pfleqer Tanning Co. (The) 94 
Gutmann & Co., Inc. 58 
Haight & Company, Inc 37 
L. H. Hamel Leother Co., Inc. 6 
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OFFICERS 


PRESIDENT 
JOSEPH F. EBERLE 
Eberle Tanning Co. 


TREASURER 
PAUL LEGALLET, JR. 
Legallet Tanning Co. 


EXECUTIVE 
VICE-PRESIDENT 
IRVING R. GLASS 


SECRETARY 
LEIF C. KRONEN 


EXHIBIT COMMITTEE 


DAN HICKEY, Surpass Leather Company, Chairman 
FREDERICK J. BLATZ, Amalgamated Leather Cos. 

S. B. FOOT, S. B. Foot Tanning Company 

D. N. GUTMANN, Gutmann & Co., Inc. 

MILTON HUBSCHMAN, E. Hubschman & Sons, Inc. 
FRANK R. LEMP, Armour Leather Company 

JOSEPH W. MACPHERSON, John R. Evans & Co. 
STUART A. SPAULDING, A. C. Lawrence Leather Co. 





Company Booth 
Thomas B. Harvey Leather Co. 110 
Hebb Leather Co., Inc. 63 
Hecht American Corporation 59 
Hiteman Leather Co., Inc. 56 
Hoffmann-Stafford Tanning Co 48 
Horween Leather Company 10 


Howes Leather Company, Inc. 


(American Oak Chrome Retan Div.) 30 
E. Hubschman & Sons, Inc. 104 
Hunt-Rankin Leather Co. 82 
Irving Tanning Company 83 
Johnstown Tanning Corp. 107 


1. M. Kaplan, Inc. 96 


Kirstein Leather Co. 52 
Korn Leather Co., Inc. 65 
Kroy Tanning Company, Inc. 97 
A. C. Lawrence Leather Co. 12-14-15 
G. Levor & Co., Inc. 86 
J. Lichtman & Sons 29 
Loewengart & Company 54 
Hermann Loewenstein, Inc. i 
Marcus-Forscher & Co. 49 
R. Neumann & Co. 68 
Northwestern Leather Co 76 
Ohio Leather Company (The) 84 


Pfister & Vogel Tanning Co. 16 
Prime Tanning Co., Inc. 60 


Company Booth 
A. H. Ross & Sons Co 4 
Fred Rueping Leather Company 74 
Russell-Sim Tanning Co. 92 
Seal Tanning Co., Inc. 44 
Seton Leather Co. 64 
George A. Shepard & Sons Co. 33 
Shrut & Asch Leather Co. 81 
Sigma Leather, Inc. 31 
Slattery Bros. Tanning Co 103 
Mortimer Sokol, Inc 9 
South Leather Company 51 
Southern Leather Corporation 25 
Springford Corporation 

(Sheepskin Division) 27 
Steinberg Brothers 108 
Superior Tanning Co. 55 
Surpass Leather Co. 93 
Tan-Art Company, Inc. 86 
Albert Trostel & Sons Co. 34 
United States Raw Skins Tanners 36 
United Tanners, Inc. 109 
Verza Tanning Co. 95 
Winslow Bros. & Smith Co. 105 
Witch City Tanning Co., Inc. 38 


Ziegel, Eisman & Co. 
(Division of Goldsmith Leather Co., 
Inc.) , 
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LEATHER INDUSTRIES OF AMERICA! 


ACCENT...DE LISO DEBS...VALLEY 


THE SHOE SHEATH IN LEATHER 


MARCH 15 VOGUE MAGAZINE... 
IN AN UNPRECEDENTED 6-PAGE 
FULL-COLOR SECTION ! 
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The SHOE SHEATH had to happen! It is the perfect fashion 
expression of the trend toward elegance. Fashion 
authorities are unanimous — leather, alone, has the style, 
the suppleness, and the richness to create this 

elegance. Working with these foresighted manufacturers, 
the entire SHOE SHEATH came into being. 


Now it is to be promoted! And what more perfect 

vehicle for the SHOE SHEATH than in the powerful pages of 
VOGUE! And to what more perfect audience than 

the millions of women who have already accepted 
elegance in fashion and look to VOGUE for the inspiration, 
the news in shoe elegance. 


Here is the promotion that doesn’t render lip service 

to promises... but produces where it counts: in the store, 
with the sale! All progressive women’s shoe 
manufacturers can share in the SHOE SHEATH vogue. 

The market is preconditioned. The audience — waiting. 

If you are one of the dealers carrying the featured 

lines, write for your complete merchandising kit. 
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EATHER 


WOMEN’S FOOTWEAR 


SSS SS 


Fapric and leather colors are partners in a costume, in 
a way of living and dressing and can make or mar the 
success of the ensemble. Good Fashion recognizes nature’s 
seasons and demands a definite change in colors for the 
woman who is really well dressed. Summer shoes and 
handbags just look miserable with winter clothing and 
color is the main thing that pinpoints them, although 
summer designs do also often linger on, 

Of one thing we are certain, and that is there will be 
many new footwear designs to round out this lovely pan- 
orama of fashion. ... Every manufacturer is now as in- 
terested in new shapes or in the suitable colors for co- 
ordination as he is in new colors. His interest centers on 
reworking forms and in seeing new surface treatments. 
Neither one of these will be successful without the appli- 
cation of the right colors, 

Fashion firsts and fashion successes are made in the 
fall and winter seasons and the leather colors have never 
been of greater importance. . . . They do not have to be 
too many but they do have to be right and in tune with 


fabrics and accessories. 


WOMEN’S LEATHER COLORS 
THE WINTER BEIGES 

COTTONWOOD is the lightest of the new beige tones. 
It is a gentle Edwardian pastel for trim and combina- 
tions with each and every color in this fall and winter 
collection. It is for a “fair lady” in delicate pointed foot- 
wear designs in an over-all color, and it is for after five, 
trimmed with a bronze metallic or accented with a jeweled 
buckle. Footwear patterns in this color will have an added 
interest when they are lined with black. 

GREIGE is an oatmeal beige 


tones of Irish oatmeal are translated into a brushed sur- 


the delicious soft 


face for sports and leisure wear, and also show an inter- 
esting play of light and shadow in a rippling grain for 
both town and country wear. The color name is derived 
from the French “grege,”’ used to designate undyed ma- 
terials, and it was first used for raw silk. 

NOUGAT is a bronze-toned beige, enriched by the flow- 
ing grain pattern which is an increasing fashion surface. 
This color is good for town or country and equally top 
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fashion in a featherweight moccasin or a beautiful city 


pump. 


HAZELNUT is a soft light neutral brown tone, .en- 
riched by its textured surface where the ripple of light 
and shade adds the current fashion interest in tune with 
the textured fabrics. This is a perfect color for casual or 


dress footwear and for handbags and accessories. 


THE BRASSY TONES 

BRASS was first shown in Italy, where its soft, off-beat 
brassy tan is a favorite of top designers in leathers and 
fabrics alike, It is one of those “just so right” colors that 
are good in all types of leathers, in brushed or textured 
surfaces, in fine silky suedes or in beautiful gleaming, 
smooth finishes. It is both a top style and a volume color, 
according to its footwear presentation and designing. It 
is the light color to wear with olive and bronze greens 
and golden tones. It is a wonderful color for belts and 


handbags, and is a campus favorite. 


THE GOLDEN BROWNS 

VICUNA is a light rich brownish tan, as beautiful as 
the fabled fabric woven from the wool coats of the wild 
lama vicuna ranging the high Andes from Ecuador to 
Bolivia. In our present markets, the domesticated vicuna 
wools make a cloth as valuable as fine furs and the color 
is an enduring favorite. The leather is softly toned in a 
brushed surface and could be equally attractive in a ran- 
dom grain. It is primarily a casual color and coordinates 
with the sports and leisure color ranges. The leather can 
be interestingly used by combining the smooth and shaggy 
surfaces of the two sides. It makes an attractive, roomy, 


soft handbag. 


GOLDEN SABLE is the medium winter brown that is 
the best footwear and accessory color to complement the 
brown furs. It has a subtle olive-wood undertone that 
slants it with the new developments in tweeds and silk 
prints. It is the medium brown handbag color and will 
have its signal success in fine quality leathers with a soft 


polish. 


PERFECT BROWN is deep and rich and true brown 
with a wide fashion spread. It is, of course, for acces- 
sories and handbags, and it is a brown to use as trim on 
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[ssued by the Color Bureau, Tanners’ Council of America 


all the lighter browns, the tans and the beiges. It looks 

wonderful with furs, and its dark hue is the best of fashion 

for town wear. 
TOBACCO is just that: 


lend, 


the colors of a real cigarette 


_ 


that will walk many a mile on suburban streets 


and country roads. The brushed surface enriches and 
softens the tobacco tones and the color will be most suc- 
cessful in this finish. This is primarily a color and a 


surface for informal living, good at home, afield, or on 
the campus. It will look right in a large functional hand- 


bag where it should be combined with a smooth leather. 


THE WARM SPICY BROWNS 
MACAROON is a lively golden tan . 


color to use alone in a whisper weight pump, a casual flat 


. . a spice-box 


or a graceful town sandal for southern areas. It is a pun- 
gent accent color for black and looks its best in kidskin. 
PLANTER’S PUNCH is new and packs a wallop . 
it is the color of dark rum and is top fashion headed for 
volume. Its lovely, lively brownish tones glow dark on the 
long ridges and light in the valleys of this interesting new 
grained surface. Watch this color and this grained sur- 
face for a new look in footwear for town @ country and 
for handbags. Stacked leather heels go with this color. 
BRIARWOOD is a command performance color with 
the deep rich vintage brown that says fine leather for fine 
footwear and handbags. It is for casual or dress patterns 
and is one of those rare colors that look right with all of 
the winter outdoor fabrics. 


THE DARK BROWNS 

TOWN BROWN is the classic darkest brown and a basic 
color in conservative top price footwear and handbags. 
With the developing fashion trend for darker footwear, 
this color is cast for an increasing demand in medium 
price categories. 

WALNUT is the classic red toned brown, deep and dark 
and a conservative basic color. 


THE TAUPE BROWNS 
FUMED OAK is new . 


. deep dark brown, close to 
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black, for top style at top price. This will be an echo of 
Edwardian elegance in weightless soft designs with slender 
lines. It is the smartest brown to wear with taupe or beige, 
and should be worn with a matching handbag. 

TAUPE 


looking brushed shade with the color 


is a tonic for casual designs ... a very new 
and softness of a 
mole’s fur. This is a color for country and for campus, a 
plushy, smoky brown that gives a new interest to the new 
informal footwear. It looks best in an all over color, hug- 


ging the foot like a glove in a streamlined pattern, 


THE REDS 
gayest, liveliest color in the fall and 


SCARLET 


winter 


is the 


collection, and in fine suede it sings and glows 
with high brilliance, and is a spark of fun and frolic for 
every footwear wardrobe. 


Surprisingly, it can be worn 


with every color and it looks delicious. Fashion experts 
like it best for leisure wear at home or for delicate danc- 
ing patterns, 

BASQUE RED is the volume red and spreads its per- 
fect hue from babies to grandmothers. It is beautiful in 
all leathers and all finishes alike, but looks newest in a 
rippling grain. 


CHERRY RED is the darker red . 


richly hued, and always sure of a place in conservative 


.. true and deep and 


styling. 
A NEW GREEN 

LODEN GREEN was developed from the traditional 
Loden cloth that has for ages past been a classic fabric in 
green, gray and smoky-brown mixtures and blends, The 
Loden Green is a bronzed olive in a soft neutral shade 
that can be worn with so much of our sports and leisure 
the Loden Green fabrics are trimmed 


wear. Traditionally, 


with gold or scarlet, or black or white, alone or in com- 
binations. The ornaments or buttons are natural wood or 
brass or silver, This is a casual color and its neutrality 
makes it very useful as well as very smart in style. The 
brushed surface seems to belong with this color but it 
could be very interesting in a plumpy soft grain. It should 
have a matching handbag in a soft crushy type, perhaps 
[TURN TO PAGE 129, PLEASE] 
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Otto Maier runs a man-made rainbow 


... to make Barrett leathers glow with color! 


Old-fashioned pigments disguised the natural beauty 
of leather. Today at Barrett—Otto oversees the mixing 
and application of a rainbow of clear, man-made 
aniline colors. Bathed into the skins, aniline colors are 
literally transparent ... all the magnificent, 
characteristic grain of natural calfskin shows through. 
expert burnishing adds a final lustre. 


BEAUTIFUL EXAMPLE: Barrett's new Rusticalf*. 
Leather smooth and supple as the skin on Mr. Calf 






*Trademark 


himself... but much more colorful! 


Barrett &€ Company, Inc., Newark, New Jersey 
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Leather Show 


Dramatizes Industry Trends 





FoLLowinc two successive years of record-breaking 


activity, the key issue before the shoe and leather indus- 


tries is no longer unit volume. It is volume plus profit. 
It is the effective merchandising of shoes in a vigorous 
economy, 

Within recent months spokesmen for all segments of 
the industry have acknowledged the need for dynamic 
thinking and action to stimulate dollar volume in a 
period when record output alone has not been sufficient 
to achieve genuine and widespread prosperity for the 
industry. The Leather Show February 26 and 27 at 
The Waldorf-Astoria in New York will not provide all 
the answers. However, the forum of ideas at the 
Leather Show will dramatize trends within the indus- 
try that can point to merited prosperity for shoes. 

The issues of production and consumption, which 
always loom so large at the beginning of the year, are 
almost secondary in 1957. Forecasts of shoe output 
for the current year may vary by a few million pairs, 
but the significant fact in all the forecasts is the con- 
sensus that physical volume will not differ by any 
appreciable margin from the pace of the past two years 
and will remain close to 600 million pairs. 

As always, trade concern with the immediate rate of 
orders or the changes induced by a later Easter season 
Those facts are 
defined by the market potential of more than 168 mil- 
Last 
year, trade uncertainty notwithstanding, the needs and 
wants of consumers were reflected in favorable retail 


divert attention from basic facts. 


lion consumers and record purchasing power. 
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volume. Shoes were sold at a rate in line with the 
predictable level based upon the per capita consump 
tion pattern of the total population. That same pattern 
of consumption provides the base for minimum volume 
in 1956, a minimum volume of shoes in the area of 
600 million pairs. It is minimum volume because the 
shoe industry has not experienced the expansion of per 
capita demand witnessed in many other products as a 
result of the tremendous change in national income 
during the last decade. 

If it be true that shoe markets during the year ahead 
will inevitably reflect such substantial minimum needs, 
then there is acute reason for re-appraising shoe mer- 
chandising objectives. The drop in the ratio of shoes 
to national income, the diversion of consumer pur- 
chasing power to other products, all suggest that shoe 
dollar volume has not kept up with pairage. The facts 
are commonplaces in the industry. Hardly a discus- 
sion of the shoe business ever occurs without general 
agreement that consumer living standards have opened 
the way to greater dollar volume, toward the sale of 
more and better shoes, and that footwear by and large 
represents an exceedingly under-valued commodity. 
How else is it possible to account for the fact that the 
proportion of consumer income now expended for shoes 
is the lowest on record? 

The great contribution being made by the leather 


[TURN TO PAGE 134, PLEASE] 
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SUPERGRIP 


Sets the Pace 
for Good Bonding 


In hundreds of factories, Supergrip is setting the standard for a quality, 
reliable product. And the number of users is increasing steadily as more and 


more factories find out that Supergrip offers more. 


For example, top grade materials and blending methods provide bond 


strengths that take a big worry out of cement shoemaking. 


Add to this the extra mileage Supergrip gives, the cement know-how 
that stands behind every 
gallon of Supergrip 
and it’s easy to see 
why Supergrip is the 
shoe industry’s num- 
ber one name in sole at- 


taching cements. 


If you want to be sure you’re getting 

the best value for your cement dollar 
call your nearest United branch office. 
We'll help you select the right cement for 
your methods and materials and arrange 


a demonstration. 


SUPERGAIP cements 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS. 
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New Trends at Allied Products Show 






Grading Up Through Better Styling Will Be the Theme Featured at 
the Allied Trades Group Showing, February 24 Through 27 at the 


Can shoes be graded up through 
more and better styling? The answer 
to this prime question will be inten- 
sively sought as the shoe industry 
gathers in New York City at the end 
of this month. 

Perhaps never before has so much 
the 
ments of the industry, which are ex- 


been demanded of creative ele- 
pected to grasp from “out of the blue” 
a success pattern for more profitable 
and more salable shoes. Advance re- 


ports indicate a readiness by the allied 


Bernard Abrams, Inc. 306-307 
Allens Manufacturing Co., Inc. 729 
Allied Chemical Coatings, Inc. ... 1221-1222 
Allied-City Wide, Inc. 516 
Allied Tape Corp. 1221-1222 
American Biltrite Rubber Co | Blue Room-A 
American Credit Indemnity Co., 

Gs reese Blue Room-B 
American Shoemaking 44 
American Shoe Specialties 

Co., Inc. ns 639-640-641 
Amory Counter & Plastic Co. 638 
Ardor of Paris, Inc. 629 
Armstrong Cork Co. 304 
Atco-Flex Innersole Co. . 638 
Atlantic Heel Co., Inc. 638 
Auburn Wood Heel Co. 623 
Avon Sole Co Oak Room-B 
S. Axelrod Co. eon 
Azur Jewelry, Inc. 1252-1253 
Banks Brothers Corp. 333-334 
Bay State Fabrics, Inc. 350-351 
Bayco, Inc. phic Moderne 
The Bearfoot Sole Co., Inc. . Moderne 
Beebe Rubber Co. Moderne 
Beer-Stern Co., Inc. 550 
Beer-Stern Import Corp. 551 
Ben-Berk Fashion Creators 412-414 
Bensam Products 636 
Bijou Novelties 329 
Billard Manufacturing Corp. 348 
Henry S. Blackwood, Inc. 522 
B. Blumenthal & Co., Inc. 339 
Boot and Shoe Recorder 17-D 


Borg Fabric Div.-The George W. Borg 


Corp. Oak Room-B 
Bowcraft Trimming Co. Crystal Room 
Bows by Bernard 306 
Bristol Fabrics, Inc. 701 & 702 
Bristol Rubber Co. 701 & 702 
Brookside Manufacturing, Inc. 625 
A. S. Burg Co., Inc. Baroque 
Canada Last Co., Ltd. 1436 
Rosa Lee Carl—Stylist 724 
Castle Trimming Co., Inc. .. 520-521 
C. & C. Button & Trimming 

Co., Inc. ; 639-640-641 
Philip Clayman & Sons, Inc. 1527 
Clemtex Mfg. Co., Inc. 733-734 


440 
517-518 


Columbia Button & Nailhead Corp 
Columbia Combining Co., Inc. 
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Hotel Belmont Plaza, New York City. Heavy Attendance Is Expected. 


trades to meet this latest challenge 
with the greatest display ever brought 
together of new styles and products. 

Opening date for the Allied Show 
24. The 
showing will end on Wednesday, Feb- 
ruary 27. The exhibit committee has 


is Sunday morning, February 


again approved the usual two days’ 
start ahead of the Tanners’ Leather 
Show, which opens at the Waldorf 
Astoria on Tuesday, the twenty-sixth. 
There will thus be the twin attraction 


of both the Allied Show and_ the 


Consolidated Rubber & Plastics 


Co., Inc. 529 
Continental Textile Corp. 324 
Cooney-Weiss Fabric Corp. . 612-614 
Crest Industries, Inc. 652-653 
Crown Rubber Co. 407 
Daniels Mfg. Co., Inc. 712-714 
R. L. Davidoff Co., Inc. 705 
Davidson Rubber Co. 424 
Delco Rubber Corp. 523 
De-Luxe Velvet Co. 335 
J. Einstein, Inc. 433-434 
Elaine Novelty Co., Inc. 421 
Elfskin Corp. 438 
Essex Sole Supply Co., Inc. 626 
Far Eastern Fabrics 403 
Federal Industries Div. of Textron, 

Inc. : 1133-1134 
Felch-Anderson Co. 402 
Jack Feldstein 333-334 
Fells Mfg. Co. 302 
Flamin & Gladstone, Inc. 601 
Flexicote, Inc. 335 
Flex-Tex Combining Co., Inc. 738 
Folger Embroidery Co. 1420 
Fonda Glove Lining Co., Inc. 515 
Footcraft Novelty Works 501 
Fred Frankel & Sons 524 
Gilbert Freeman, Inc. 1617-1619 
French Beading & Novelty Co. 

ae 328 & III7-1118 
Fur Trimming Mfg. Corp. 1405 
Charles Gerber 604 
Gitterman & Co. 633-634 
Gold Crown Fabrics, Inc. 612-614 
Golden Leatherboard Co. 503 
B. F. Goodrich Co. — Shoe Products 

Sales Div. 545-546 
Gro-Cord Rubber Co. 1645-1646 
Halo Associates, Inc. 406 
Harvard Coated Products Co., Inc. 617-618 
Haverhill Shoe Novelty Co. 317-318 
H. & W. Shoe Supplies Co. 426 
G. Hirsch Sons, Inc. 1621-1622 
House of Trimmings, Ltd. 1416-1417 
Hub Stay & Shoe Trim Corp. 303 
Ideal Rubber Heel Mfg. Co. 738 
International Fabric Corp. 1144-1145-1146 
Kaiser Binding, Inc. 748 
Kaplan Products & Textiles, Inc 721 


Kendall Co.—ANDREWS-ALDERFER 








concurrently 
W ednesday ° 


Traflic and interest are expected to 


Leather Show running 


through Tuesday and 
180 


both 


be unusually heavy. More than 


lines will be on display. For 
convenience and time saving, exhibits 
will be concentrated under one roof 
in the Belmont Plaza on the display 
floors. There are also special booth 
exhibits on the second and third floors 
“Blue.” “Crystal,” 


and *( Jak” rooms, 


in the “Baroque,” 
“Moderne,” 


the firms exhibiting are: 


Among 





Div. 602 


Albert R. Lakow Co., Inc, 1425 
Leader Heel Co., Inc. 321 
Letharama, Inc. 717-718 
Al Lewis Shoe Styles 327 
Al Lewis Shoe Supplies 327 
Dan Lewis, Inc. 704 
Philip Lorman Shoe Creations 326 
Lowell Counter Co. 425 
Lynch Heel Co. 738 
Lynn Innersole Co. 325 
Lustrous Looms, Inc 406 
Majestic Fabrics, Inc. 345-346 
Metropolitan Button Works, Inc. 741 
Middletown Rubber Corp. 512-514 
Minna Novelty Co. 720 
Mitchell & Smith Div. — Sheller 

Mfg. Corp. 401 
Maynard H. Moore, Jr., Inc 445-446 
Moore Fabrics, Inc 506 
National Automotive Fibres, Inc. 706 
National Backing Corp. 723 
Newcastle Fabric Corp 315 
North & Judd Mfg. Co 525 
O. K. Shank & Counter Co 638 
Oriental Textiles 627 
Ouimet Stay and Leather Co. Blue Room-B 
Parva Buckle Co. Oak Room-A 
Pellon Corp. Moderne 
Pero & Daniels, Inc 727-728 
Phillips Premier Corp Moderne 
Philmar Fabrics 603 
Plever Backing Corp. 417-418 
Ply-Lar Corp 305 
H. Pomerantz, Inc 337 
Precision Buckles, Inc 504-505 


Princeton Knitting Mills, Inc 
Moderne FOYER 
722 
Oak Room-A 


Prospect Mills Corp 
Remington Products Co 


Respro Div. — The General Tire & 
Rubber Co. 752-753 
Rhinestone Creations, Inc. 423 & 749 
Rhinestone Distributors, Inc 423 & 749 
Chas. |. Rockmore, Inc 1245-1246 
The Rockmore Co., Inc 1552-1553 
Rogers Foam Rubber Co 736 
F. Ronci Co. Inc 527 
Rosemont Silk Co., Inc 703 
Royal Notion Co., Inc. 329 
[TURN TO PAGE 132, PLEASE] 
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“and they're sewn with nylon... 
the strongest thread used in shoes!” 


Remember, toc, that thread of Du Pont ‘‘Dacron’’* 
polyester fiber is used in many quality lines of work 


A customer can ask a heap of questions about a pair of 
shoes. He looks for assurance —even beyond an accepted 
brand name—that the shoes he buys will wear well. . . 
last long. ‘That’s why there’s a real sales advantage in 
being able to tell him the shoes you sell are sewn with 
nylon thread 

IK veryone knows that nylon stands for strength, qual- 
ity and durability. It’s proof of extra value that helps 
you make more sales. Best of all, nylon also keeps cus- 
tomers sold—helps you make more repeat sales. Find 
out if the shoes you sell are stitched with nylon thread, 
so you can take advantage of this extra sales feature. 


shoes because it gives extra resistance to abrasion and 
chemicals. 

Du Pont makes the nylon fiber used by other manu- 
facturers in producing thread. 


*“Dacron” is Du Pont’s registered trademark for its polyester fiber. 


BETTER THINGS FOR BETTER LIVING . THROUGH CHEMISTRY 


NYLON SEWING THREAD — Extra strong...keeps down returns 
...resistant to abrasion...gives shoes neater seams 


VISIT THE DU PONT EXHIBIT IN PARLOR J AT THE FACTORY MANAGEMENT CONFERENCE 
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PROGRAM 








«e S$ ome 2500 shoe industry technicians are make shoes better and faster and at less 
M. A. WATSON | meeting in Cincinnati for the 9th Factory cost. 

NSMA Exec. Vice-President Management Conference, February 16-19. Summed up from the shoe manufactur- 
This annual meeting has become of major er’s standpoint it means better operating 
significance to every segment of this in- efficiency, lower costs and an improved 
dustry, from the suppliers of raw mate- product. 
rials to the retailer and consumer. This Summed up from the shoe retailer's 
four-day meeting of the industry’s techni- standpoint it means better services from 
cal specialists will focus upon these points: manufacturers, an improved quality of 

(1) Examination and evaluation of the product, new merchandising features to 
more than 100 new products, materials and sell. 
machines that will be introduced at the Summed up from the consumer’s stand- 
Conference. point it means shoes that fit better, look 
(2) Exchange of technical ideas to [TURN TO PAGE 112, PLEASE | 
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JAMES H. NOLAN 
NSMA Technical Director 





SATURDAY, FEBRUARY 16 


10:00 A.M.-6:00 P.M.—Official Opening and Inspection of 
Exhibits 
2:00 P.M.-3:30 P.M.—General Session—Pavillon Caprice 


SUNDAY, FEBRUARY 17 





11:00 A.M.-1:00 P.M.—Women's Session—Parlors ABCD 
1:00 P.M.-3:00 P.M.—Children's General Session—Parlor H 
3:00 P.M.-5:00 P.M.—Men's Session—Parlors ABCD 
6:30 P.M. —Banquet—Pavillon Caprice J. L. MORAN 


NSMA President 





DR. WILLIAM CRISSY MONDAY, FEBRUARY 18 

.-Noon —Women's Session—Parlors ABCD 
.-Noon —Children's Cement Session—Parlor H 
700 P.M.—Children's Welt Session—Parlor | 

00 P.M.—Children's Stitchdown Session—Parlor H 
:00 P.M.—Men's Session—Parlors ABCD 


tn th be 


TUESDAY, FEBRUARY 19 

8:30 A.M.-11:30 A.M.—Women's Session—Parlors ABCD 
8:30 A.M.-11:30 A.M.—Men's Session—Parlor | 

8:30 A.M.-11:30 A.M.—Children's General Session—Parlor H 





G. B. ALLBRITTON 
B. E. REED NSM i Secretary 











NATHAN STIX EMMETT KING DAVID WARD 











General Shoe Corp., Nashville, Tenn. 


February 15 


CONFERENCE An IDEA SOURCE For 






Cost Reduction, More Efficiency, 


















ELI WHITE 


W i. come to the Cincinnati Factory Management Con- 
ference this year facing what appears to be our most 
competitive year. Most shoe people will agree that 
there has been a gradual increase in the competitive- 
ness of our industry since the war period, and the 
coming year has all the appearances of being our most 
competitive yet. 

It’s true that most people are predicting a good year 
in overall sales but it will take the best efforts of each 
individual company as well as the industry as a whole 


to do a really good job. 






Chairman 


ELI WHITE 


S. F. EAGAN 
The Florsheim Shoe Co., Chicago, Ill. 


PAUL ECKELBERGER 


Endicott-Johnson Corp., Endicott, N. Y. 


Better 


1957 CONFERENCE COMMITTEE 


HAROLD E. HAYWARD 


Knapp Brothers Shoe Mfg 
Brockton, Mass. 


SAUL KATZ 
Hubbard Shoe Company, Rochester, N. H 


WALLACE J. McGRATH 
John E. Lucey Co., Bridgewater, Mass. 


A. C. MUDGE 


The Hanover Shoe, Inc., Hanover, Pa 


Productivity 


by ELL WHITE 


General Shoe Corp. 








During the past several years we have seen costs 
continue to rise both in manufacturing as well as in 
retailing, while at the same time we have encountered 
the usual customer resistance to price increases, 

The shoe business, unlike most other businesses, is 
attached to specific price brackets. Because of this, 
the industry finds it exceedingly difficult to raise prices 
at retail in the same way as with such items as auto- 
mobiles, furniture, and other hard goods. Fer example, 
where a given type of shoe is recognized as a $5.00 
retailer, it is very difficult to go up a dollar at retail 


in the same way as other industries might. 


Risin costs have in many cases lowered profit mar- 
gins at both the wholesale and retail level. Most of us 
recognize that to be on a sound basis we must have 
olf set 


creased prices. Many of the price increases that have 


increased productivity to rising costs or in 
been put into effect by the various suppliers to our 
industry, as well as increases within the industry, have 
come from increased labor cost. Again the only sound 
way to increase the take home pay of people within the 


industry is to be able to get increased productivity. 


Now what does all this mean to a group of shoe 
this 
[TURN TO PAGE 


makers gathering in Cincinnati year? Simply 
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WARREN J. REARDON 
Daniel Green Co., Dolgeville, N. Y. 


CHARLES SLOSBERG 
Green Shoe Mfg. Co., 


NATHAN STIX 


United States Shoe Corp., 


RALPH WARNER 


Corp 


Boston, Mass 


Cincinnati 


Dixon-Bartlett Co., Baltimore, Md 


EDWARD OTT 


H. C. LEVY 


Inc., Pennsburg, Pa. 


Bartley, 
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Albert H. Weinbrenner Co 
Milwaukee, Wis 


FRED J. WEBER 


Weber Shoe Company, Tipton, Mo. 



























- INSIDE SHOE 


1. 


Everything is composed of molecules, invisible chemical 
components. The way these molecules are arranged by 
nature determines the structure and function of a ma- 
terial. We can often change this by re-arranging the 
molecules. That’s what’s going on here: testing a new 
molecular arrangement with these greatly over-sized and 
artificial “molecules.” Out of such tests can be born a 
new shoe material, or new adaptations of existing mate- 
rials, for tomorrow's soles and heels or counters or box 
toes or socklinings. 


































Be 
Chemistry plays a constantly expanding role in shoe industry research, Every- 
thing that goes into a shoe has a chemical structure—and a chemical “value” 
in relation to shoe performance. The fabrics, leathers, plastics, rubber, syn- 
thetics, threads, cements, fillers, etc., in a shoe are subject to intense chemical 
analysis to make certain that the end product stands up to all quality 
expectations. 

3. 

Here a variety of different tests on shoe parts is in process. At the left is a 
leather-splitting machine to test leather at different thicknesses. Next is a 
leather-shrinkage testing device to determine leather’s functions under various 
conditions. In the center (beneath the “clock”) is an apparatus to test upper 
leather for water absorption—important in “waterproofing” shoes. The girl is 
testing insole materials on another special machine. The cabinet in the right- 
hand corner is for temperature and humidity control in testing different shoe 
materials, 

4. 

How is a new or improved shoe machine brought into actual being? One of the 
earliest and most essential steps begins at the drafting board. Precision 
engineering involves putting together hundreds, sometimes thousands, of indi- 
vidual parts in a single machine—all parts to work in perfect coordination. 
This he Ips to assure fine shoemaking ran | lop speed 

5. 

At the left is a shoe machine, and at the right is an oscillograph—a special 
testing apparatus to ascertain the performance of each part of that machine 
under operating conditions. This apparatus records stress and strain, speed, 
pressures and other functional conditions of the machine’s individual parts. A 
machine is only as strong as its weakest part. So the oscillograph assures that 
all functioning parts are at maximum strength. This results in top efficiency for 
the machine so that the particular operation on the shoe is clean and fast. 


Photos this page courtesy United Shoe Machinery 
Corporation, Boston, Massachusetts. 









RESEARCH 





































Wi frequently hear about “research” and 
“product development” in the shoe indus- 
try. Often these terms create an impres- 
sion of something remote or ivory-towerish 
in the minds of many shoemen. Questions 
are asked: What is this research? How 
does it work? What does it mean to the 
shoe manufacturer, the retailer, the con- 
sumer ? 

So here we take you on a picture tour 


of shoe industry research in action. Here 


you see the laboratories, the technicians, currently in process in the shoe industry. 
the apparatus and testing devices, the What does the shoe industry spend an- 
methods, the objectives, of some of the nually in research and product develop 
kinds of research and product development [TURN TO PAGE 113, PLEASE | 


6. 

This is an electron microscope in use at one of our shoe industry research 
laboratories. It’s one of the most powerful types of microscopes known. Here 
this technician is testing the structure of one of the many shoe materials. This 
microscope will detect the tiniest internal flaws that can determine the faulty 
performance of the material under actual functional conditions in the shoe. 


7. 
What's the relation between shoes and gait between shoe performance and 
walking performance? Here’s a 50-foot gait-testing platform. The motor- 
driven cameras on a track are timed to travel at the same speed as the 
walker while taking pictures at the rate of 64 exposures per second, Note 
wires attached to shoes. These carry delicate electrical impulses to a special 
apparatus which records every foot motion onto graphs. The graphs tell a 
great deal about the gait and shoes. 


8. 
This is called a “Last Balograph.” It tests shoe lasts “in motion.” The ma 9. & 
chine simulates walking action. On the left is a conventional last “taking a 

step.’ Every movement of this step is recorded on the left side of the graph 

above. On the right is another type of last designed for better control in 

walking. Note that the corresponding graph lines above are different. The 
conventional last has more roll in motion. The other last, scientifically de 

signed, has more stability because it follows a more normal straight-line path. 

From such studies come better designed shoes. 


9 

This is an Electrobasograph, a special machine for recording “electrical foot 
prints” to learn the paths of weight through the foot, plus the duration of 
weightbearing on certain parts of the foot, during walking. Such information 
permits more accurate design of lasts and shoes to conform with the true 
structure and functions of the foot in action. 


10. 


This is called a “Last Contourgram”—a device and graph that give the con- 
tour or shape of the last at any given point. In the design of the last it 
permits every component part to be in accurate proportion to the other parts 10. 
to give perfect uniformity throughout. It’s all done with mathematical pre- 
cision. Note how the last shape or contours are recorded on the graph. This 


gets shoe design down to a scientific process. 


Photos this page courtesy Myodynamics Laboratory, 
University of Rochester, Rochester, New York. 
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THE RETAILER'S RO 
IN SHOE INDUSTRY 


Witen you mention shoe research to the average 
retailer the usual reply is something like, “Yes, that’s 
fine. But that’s something for the other end of the line 

back in the factories and laboratories. What’s it got 
to do with the retailer?” 

The answer is that it has plenty to do with the re- 
tailer—-and the retailer has plenty to do with research. 
In fact, it might almost be said that the retailer is 
boss man in shoe industry research. 

At the Factory Man- 


and re- 


Let's five a specific example. 


agement Conference, the industry technical 


search meeting being held in Cincinnati February 
16-19, an innovation of remarkable significance is being 
introduced, These Conferences deal almost wholly with 
matters--the machinery and products 


technical new 


involved in making shoes; new techniques in shoe- 
makine: new methods of factory operation, etc, 

But this year, at the Children’s Shoe Sessions, they're 
bringing in the distributor’s viewpoint. It’s based on 
the very togical idea that the final answers to shoe pet 
formance lie at the retailer-consumer end of the line. 


Thus, the distributors will give their views to the fa 
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RESEARCH . 


Consumer Demand and Retailer Experi- 
ence Are Back of Many of the New 
Types of Shoes for Which New Machines 
and New Materials Must Be Developed. 


tory or technical men regarding how a shoe should 
perform; that is, what the retailer and consumer expect 
and want in a shoe. This is expected to establish a 
fresh perspective from the factory standpoint—to place 
emphasis of shoemaking factors pin-pointed more to 
retailer and consumer wants. 

The significance is that the retailer is having a more 
powerful and influential voice in research and new 
product development in the shoe industry. But he must 
use this potential influence. Shoe manufacturers and 
allied trades—the sources of research and new prod- 
ucts development activities—welcome “outside” views, 
and the practical experience and judgment behind 
such views. They welcome them in the same way they 
are receptive to the retailer's views on style trends. 
With such cooperation, the manufacturer is better able 
to serve the consumer and retailer. 

Thus, shoe research and product development are by 
no means “at the other end of the line” from the re- 
tailer’s standpoint. They’re right up in the front lines 
where the retailer operates. 

[TURN TO PAGE 106, PLEASE] 
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HOW RETAILERS CAN 
EVALUATE SHOE PEFORMANGE 


Wien you say, “This is a good shoe,” how can you 
tell? 

When a customer returns to your store for another 
pair, and says of the pair on his feet, “This was a good 
shoe,” just what does he mean by “good”? 

These are deceptively simple questions or state- 
ments. The impulse is to answer quickly, “Why, any 
experienced shoeman can tell a good shoe. Or a poor 
What measure- 
Here the 


answers become less simple, less quick, less certain. 


or mediocre shoe.” But exactly how? 


ment standards of performance are used? 


Usual Standard Is Wear 


The most common performance “standard” used for 
that is. 


it’s a “good” shoe. But wear is actually a poo: 


shoes is wear value. If it wears well a lone 
time 
standard of measurement. An iron sole, bullhide upper. 
sewn together with steel thread will give a shoe of 
almost lifelong wear. Yet it’s hardly a good shoe in 
terms of over-all performance. Wear value is an unre 
liable standard of measurement. Yet it continues to 


be the most commonly used gauge of shoe value. 


February 15, 1957 


N. Single Factor Determines How Good a Shoe Is. Here 


Is a Table That Can Be Used for Shoe Performance Evaluation. 


If wear were the chief measurement of value, then a 


medium-priced shoe with a long-wearing sole might 


be considered a “better” shoe than a higher grade shoe 
whose sole didn’t wear any better and perhaps not even 


then ask, “Why am | 


paying $10 for a shoe when I can buy one for $6 to 


as well. The consumer might 
wear as well?” 

The ordinary answer is, “But the higher priced shoe 
“That's fine.” 
“but what extra does it do for me that makes it better? 


asks for 


is a better quality.” says the consumer 


In short, the consumer a performance eval 
uation, 

This presents a lot of challenges for the retailer 
but a lot of opportunities as well. To say that a shoe's 
the quality of the 


quality is determined largely by 


materials in the shoe is true. But not necessarily. The 
fine materials can lose much value if the last is wrons 
or if something goes off beam in the shoe making 
From the consumer’s standpoint the shoe doesn’t fit 
and feel right, and regardless of the fine quality mate 
rials the shoe’s performance rating is low in the cus 


tomer’s opinion 


[ TURN 
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HOW MODERN ELECTRONICS WORKS 


An important part of the “technological revolution” 


taking place in the shoe industry is the use of elec- 


tronic devices in factory operations, These are work 


ing small miracles not only in increasing factory 


efficiency, but in rendering valuable and improved 


services to retailers 
One outstanding example of this is the data process 
ing system in use at the Danvers Shoe Co., Inc., Man- 


chester, N. H 


footwear. Its 


makers of men’s slippers and casuals 


or specialty ‘system’ is primarily for 


administrative and clerical functions. However, these 


devices (all International Business 


tasks in 


modern accounting 


Mac hines 


sli h 


equipment) are doing ingenious 


operations as inventory control, sales, shipping 


and deliveries, and other phases of factory operation 


vitally related to efficient retailer services. 


Like 


Danvers 


many footwear manufacturing firms today, 


Shoe found some of its operations bogging 


down due to insuflicient trained help to keep pace with 


rising business. Also, costs in some departments were 


petting ine reasingly heavy. Yet, even with added help 


and costs, the company found itself still running further 


behind on its time-work schedules. and with steadily 


less control of its over-all operations, So something 
had to be done to speed up operations and get things 
basis 


on a more efficient 


Danvers personnel key punching detail 


About a year and a half ago the company decided 
to install a punch-card system. After investigation, an 
IM Data Processing System was installed in Decem- 
ber, 1955. So complex were these devices that it re 
quired a full six months of training by IBM specialists 
before the company was ready to take over the system 
on its own. That was in July, 1956. Placed in charge 
of this entire operation was young Walter Page, one 
of the Danvers principal officers and executives. 

(Juite aside from the many values the system has 
brought for the company, what have been some of the 
retail accounts? Here are 


advantages for Danvers’ 


some. The processing of retail orders has been cut 


eight days to three days—-from the time the 


from eig 


order is received until the shoes are shipped. This is 
in the rush season. In slower periods the entire order 
processing requires only one day. In short, the shoes 
can be shipped in most instances the same day the 
order is received, 

There has been a drastic reduction in mistakes made 
on orders (wrong sizes, colors, styles, etc.) 


The “back-order”’ 


inated. The retailer now, in almost every instance. can 


problem has virtually been elim- 


be certain of receiving in the same shipment the 


complete order which he has purchased-—instead of 


piecemeal, as so often happens in the peak season. 


cards for order writing and analysis. 





FOR THE SHOE RETAILER . . . 





The "Electronic Brain'’ Is Not Only Increasing Factory 
Efficiency But Is Also Giving Better Service to Retailers 
by Speeding Up Order Processing, Shipping and Analysis. 


Deliveries are now not only complete but on time. 
If on occasion there is a slow delivery, Danvers states 
that the fault is usually slow delivery from Danvers’ 
own suppliers who don’t have the advantage of the 
IBM accounting and regulating systems. In_ short, 
Danvers is far ahead of its suppliers. 

On all invoices, retailers will shortly get a tabulated 
breakdown on all shoes shipped to them—by sizes as 
well as by total number and prices. Previously, there 
was no size breakdown accounted for on the invoices. 

These are but some of the advantageous services to 
retailers. Each of the accounting machines is a sort 
of magical “brain” unto itself. Their speed and ac- 
curacy is fantastic. Work that ordinarily requires days 
to do is done in a matter of minutes, and with elimina- 
tion of common human error. 

sriefly, here’s how the system works. The retailer's 
The cus- 


Then the 


order comes in from the road salesman. 


order. 


goes on the 


tomer’s code number 





General view of IBM operating equipment. Tabulator in center is writing customer 
orders; cards are being sorted on machine to the left and card information is 
being reproduced onto other cards on summary punch in the right foreground. 


All the 


essential information on the order (stock number, pair 


customer’s address card is taken from the files. 


age quantity, sizes, widths, etc.) is punched into 


“detail” style cards. These cards give the company all 
the information necessary to apply to many things 
such as inventory records, production scheduling 
what’s-selling records, etc. 

After the shipment is made, the detail card informa 


This 


hundreds of 


tion is transferred to a master summary card, 


master card contains information from 
different and separate orders from all over the country 
The detail card is then discarded. 

Simple? Yes, in a way the basic procedure is simple 
But in a deceptive way. Let’s take an example. Tak« 
any four numbers. Now, by shuffling or rearranging 
their order you come up with hundreds of different 
combinations—each combination representing a differ 
ent figure. 


[TURN TO PAGE 12], PLEASE] 











N.S. M. A. 


9th Factory Management Conference 





- 


NEW SHOE PRODUCTS OF 1937, 
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New Toplifting 

Illus. No. 1—A new toplifting material for spike or stiletto 
heels seems to be the answer to a serious problem that has 
long plagued the manufacturers of women’s high style shoes. 
This new material resists abrasion, won’t spread or shift. It 
is said to be the only toplifting that stays firm and neat 
looking after long, hard wear. 

Source: THE GOODYEAR TIRE & RUBBER COMPANY, 
AKRON, OHIO. 


New Leather Treatment 


(Not illustrated) Shoes processed with “Quilon” chrome 
process complex have six major consumer benefits which are 
vitally important to the retailer it is claimed. These treated 
shoes: (1) resist water, keeping feet dry longer; (2) retain 
better finish; (3) dry out quickly; (4) stay soft and flexible 
even after repeated wetting and drying; (5) resist shrinking, 
cracking and hardening from mud, milk, manure, and are 
exceptionally resistant to perspiration, most strong acids, in- 
dustrial and farm chemicals; (6) stay in shape better, giving 
better fit. 

Source: E. 1. DU PONT DE NEMOURS & COMPANY. 
INC., GRASSELLIT CHEMICALS DEPARTMENT. 

New Goring Treatment 

Illus. No. 2—One of a wide variety of new goring treat- 
ments being introduced by this firm is shown here. Hand- 
somely styled, this men’s shoe has a Taylor-pleat front gore 
set off by pinked-edge leather over the instep and an ext’nded 
tongue. This unique instep treatment is balanced by a neat 


conservative toe pattern of the shoe. 


Source: THOMAS TAYLOR & SONS, HUDSON, MASS. 


e 
Veu Crepe Sole 


Illus. No. 3—This sole, called the Continental Cush-N-Crepe 
sole, was inspired by various Europen soles on men’s Conti- 
nental styles and lasts. It gives an interesting shank treat- 
ment as well as a style feature of the curved heel breast. This 
feature is obtained by the unique placement of the inside 
bevel of the attached Cush-N-Crepe heel. This sole comes in 
men’s sizes only, 15 irons in thickness with either a 3/8 or 
1/8 heel. It is available in several colors. The sole is de- 
signed for use on men’s street or dress and casual shoes. 

This company is also showing other new sole developments. 
It’s popular Jumbo Rib and Corduroy Cush-N-Crepe soles 
have been modified by the addition of non-slip features, aimed 
especially for use on hunting, work and sports boots and 
shoes. Also being displayed is a Rib Crepe sole with the 
appearance of natural English plantation crepe but with 
special long-wearing qualities. A new men’s Rib Gum sole 
is also being exhibited. 


Source AVON SOLE CO AVON, MASS. 


New Ripple Soles 

Illus. No. 4—Two interesting new developments have been 
introduced in the well-known Ripple Soles. First is a wedge 
with Ripple Soles attached. This extends this type of soling 
into the women’s shoe market. These wedges are available 
in several varieties of solid and multi-colored styles. They 
are made of cellular and cork material. The complete unit 
wedge and Ripple Sole—is balanced to the last and applied 
directly to the shoe. 









A SUMMARY... 


Here Are Some of the New Products That 
Have Been Developed Recently in the Shoe 
Industry, as Modern Technology Brings to 
Bear All the Developments of Science on 
Making Better Looking, More Comfortable, 
Longer Wearing and More Salable Shoes. 


Also being introduced is an oil-resistant Ripple Sole de- 
signed for use on safety and industrial footwear. This sole 
resists corrosion by oil. The inter-spaces between the ripples 
act as a “cooling system” against standing or walking on 
hot floors. 

Source: RIPPLE 
CO., NASHUA, N. H. 


Flat Leather Heel 


Illus. No. 5—An interesting new heel design known as the 
Gina heel has been created for flats. It is smoothly rounded 
at the top, has a gracefully curved extension that tapers 


SOLE DIVISION, BEEBE RUBBER 


downward to a pitched base. This heel, made of leatherboard 
and leather, comes already turned and finished to fit, ready 
for attaching. The heel thus presents a fresh idea from 
both a functional and styling standpoint. 


Source: LEADER HEEL CO., LYNN, MASS. 


Industrial Safety Soles 


Illus..No. 6—Two new soles have been designed for use on 
industrial footwear and have safety features. First is a 
safety sole and heel featuring a high quality neoprene com- 
pound plus Dupont nylon cord. The addition of the nylon 
cord results in great strength and toughness. The sole can 
take extremely hard wear and at the 
and The 


stitched-around heel seats. The sole is also slip-resistant. It 


same time resist oil, 


grease acids. sole is contoured to accommodat 
comes in sizes 7 to 16 with matching heels in sizes 9/10 
to 14/10. 

Also new is a neoprene cork sole which gives long wear 
yet is extremely lightweight. It is highly flexible, resists oil, 
grease and chemicals. It is designed especially for industrial 
footwear. 

CO., CHEL- 


Source: AMERICAN RUBBER 


SEA, MASS. 


BILTRITE 


Women’s Goring 
Illus. No. 7—Another new goring treatment is shown here 
for a This styled on the 
Florentine toe last, has three leather covered goring straps 
adjustable slide-bar 


woman's shoe. one, smartly new 


across the instep, highlighted by an 


ornament. 
Source: THOMAS TAYLOR 


& SONS, HUDSON, MASS. 


New Soling Material 


Illus. No. 8—This new devel- 


oped to make casual and semi-dress shoes for men and boys 


soling material was recently 


more attractive, more durable, and, consequently, more sal- 
able. It is 
exceptionally feature is the 


The sole is lightweight. springy and translucent. 
longwearing. A_ distinguishing 
pattern design. 


Source: THE GOODYEAR TIRE & RUBBER COMPANY, 
AKRON, OHIO. 


“chevron” 
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SHOES 


next summers 
best sellers 
from Fricdonam - Shelly 


Our salesmen now on the road can show you 
dozens of new Summer styles that have already 
proved their popularity in the fashionable Winter 
resorts of the South and West. For the newest 
and finest of all, insist on John C. Roberts, 
Grace Walker, and Red Goose! 


NATIONALLY ADVERTISED ON TELEVISION! 


Red Goose featured on Kids’ Spectaculars. 
Grace Walkers on ‘‘Queen for a Day.”’ 
John C. Roberts and Kingsway on Baseball 
“Game of the Week.” 


niedmnon 
- DIVISION OF 
INTERNATIONAL SHOE COMPANY ST LOUIS, MO 


WORLD'S LARGEST SHOEMAKERS 
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YOU MAKE MONEY 
GIVING AWAY... 


Here’s a “Crazy” Idea!!! 


You get traffic and extra business . . . the kids get 
FREE ice cream cones. Yet, there’s no ice cream in 
your store, no cones for you to handle! Your customers 
get cone certificates with purchase of “totes” and send 
them to factory with box end. Youngsters promptly 
get a shiny new dime to buy ice cream, from us. Join 
the fun... tie-in your store. It’s easy and profitable 
for you. 


NEW BAR SELLS FOR YOU 


FREE with your order for 48 pairs 

@ “Hands” Mothers FREE Cone 
Certificates 

® Stocks 48 pairs of “totes.” Gives 

you extra business from space 

now idle. 









WM worher 
- e 





February 15, 1957 





e Comes packed, ready to put on 
: your selling floor. Loaded with 
; sell! NOTE: Free Cone Displays O U T $ E L L S all others 
7 and Certificates included only with ’ 
- 1 orders received before March 15. Here Ss Why 
F . et EN ORDER TODAY. Write for name of 
: A your nearest IN STOCK “totes” © EASIER to put on because they 
ad Wholesaler S-T-R-E-T-C-H MORE! 
: A #80 OVERSHOE—''totes.”” 3 sizes fit 314 to @ ANKLE-HIGH protection. Not cut down 
a ao... ce oe at sides. Compare! 
ed ——— tore’s Cost eco c cee 17% pt © WORLD'S LIGHTEST — yet rugged as 
eee «fae? SIO 3 see 9 cowhide. Wear GUARANTEED! 
a Red, Brown. @ NO LEFTS or RIGHTS to confuse. 
er Suggested Retail P $1.79 pr 
i store’s Cost . 1.07% pr Toddlers put them on alone 
So-Lo MARX RUBBER Company e Dept. B-215 ° Loveland, Ohio 
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America's 
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new super-supple 
leathers which, 
elasticized with 
“LASTEX"™ 
and sculptured 

to sweet lines, 
make a shoe 


that’s absolutely 


Ce~ 
*“SOFFICE (s0' fee-tchay) 
the lovely ttalian 
word that so perfectly 


jescribes these new shoes 


ft, pliable, elastic 


Here's the vital part: linings woven with “Lastex” and backed to these delectable, supple leathers make them firmly resilient, 


perb! 


y comfortable, completely practicable opening to shoe designers a new world in lighter, softer leathers 


ok for the new leathers at your favorite tanner and for any help or information on elasticizing 


or on the new high- fashion shoe fabrics woven with “Lastex” write or phone LASTEX—immediately! 


LASTE®X is one of the great family of textiles manufactured exclusively by 


‘US United States Rubber 


aa 
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LIST OF EXHIBITORS 


COMPANY LOCATION 


Acme Staple Phases deans Booth 331 
Camden, N. 

M. B. Adrian ‘* Sons X-Ray Co. Parlor K 
Milwaukee, Wis 


Advance Silk weed Corp. Booth 304 
New York, N. 
Allied Marker Tce Room 616 


Haverhill, Mass 
American Biltrite Rubber Co. 

Booths 313 & 314 
Chelsea, Mass. 


American Finish & Chemical Co.. Room 723 
Chelsea, Mass. 
American Safety Table Co., Inc.. Booth 319 
New York, N. 


Amory Counter + Plastic Co. Booth 411 
Roxbury, Mass 
American Stay Co. Booth 431 


Malden, Mass 
The American Thread Company 
Booths 321 & 322 
New York, N. Y. 
Andrews-Alderfer Div., Kendall Company 


Room 607 
Akron, Ohio 
Armstrong Cork Company Booth 330 
Lancaster, Pa 
Atlantic Heel Co., Inc. Booth 411 
Roxbury, Moss 
Atco Flex Innersole Co. Booth 411 


Roxbury, Mass. 
Atlas Shoe & Sewing Machine Co Booth 418 
New York, N. Y. 
Avon Sole Company ... Booths 311 & 312 
Avon, Mass 
B. B. Chemical Company Room 618 
Cambridge, Mass 
Barbour Welting Company Booths 337 & 338 
Brockton, Mass 
Bata Engineering Div. Bata Shoe Co. of 


Canada Ltd. Booths 432 & 433 
Batawa, Ontario, Canada 

Bayco Inc. Booth 306 
Wakefield, Mass. 

The Bearfoot Sole Co., Inc. Room 709 
Wadsworth, Ohio 

Beebe Rubber Co. Room 706 
Nashua, N. H. 

Beckwith-Arden, Inc Room 608 
Watertown, Mass 

W. S. Bessett Inc. Booth 308 
Lynn, Mass 

Bixby Box Toe Co., Inc. Room 621 
Haverhill, Mass 

Henry S. Blackwood, Inc. Booth 346 
Forest Hills, N. Y 

Bonded Fibers, Inc. Room 620 
Buena Vista, Va. 

Boston Machine Works Co. Booth 318 
Lynn, Mass. 

Brockton Cut Sole Corp. Room 720 
Brockton, Mass 

Brown Company Booth 416 


Boston, Mass 
Central States Thread Corp. 


Booth 461 — Parlor O 
Cincinnati, O 
C. |. C. Engineering Ltd. Booth 327 
Stréet, Somerset, England 
P. Ciaymen & Sons, Inc. Room 721 
Lynn, Mass 
Colonial Board Company Room 622 


Manchester, Conn 
Compo Shoe Machinery Corp. Parlors E-F 
Waltham, Mass 
Crown Rubber Co. Room 824 
Fremont, Ohio 
Cushman & Marden Room 718 


Stoneham, Mass 
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Davis Box Toe Co., 
New York, N. Y. & Beacon, 
Dewey and Almy Chemical Company 
Div. of W. R. Grace & Co. 
|. du Pont de Nemours & Co. 
J and Room 722 
Wilmington 98, Del. 
Elastomers Department 
E. |. du Pont de Nemours & Co. 
Wilmington 98, Del 


Cherry Valley, Worcester, 
Factory Supplies Inc. 


i L. Farber Weiting Co. 


Booth 460-Parlor O 


Foam Products Div. 


Goodyear Tire & Rubber Co. 
Fortuna Machine Co. 

The Louis G. Freeman Co. Booths 316 & 317 
Gaywood Manufacturing Co. 
Tire & Rubber Company Respro 


B. F. Goodrich Industrial Products Co. 


Grasselli Chemical Department 
1. du Pont de Nemours & Co. 
Wilmington 98, Del 
H & W Shoe Supplies Co. 
J. 
Fred Hawkes Ltd. 


The Heminway & Bartlett Mfg. Co. 


Hi-Goal Products Corp. 

pinnutariindios Corporation 
Holland Thread Co., 
Independent Shoe Machinery Assoc. 


New York 3, N. Y 
International Advisory Service 


Shoe Machine Corp. 
International Vulcanizing Corporation 


George O. Jenkins Co 
Kaiser Binding Co. 

Kay Machine Co 

Kid Leather Guild 
Lamac Process Company 
Latex Fiber Industries, Inc. 


Lawrence Process Co. 


COMPANY 
The Linen Thread Co., 


Paterson, N 


Lowell Counter Company 


Lowell, Mass 


Ludlow Manufacturing & Sales Co. 


Needham Heights 94, Mass 
Lynn Innersole 
Allston, Mass 


Manufacturers Supplies Co. 


St. Louis, Mo 
Markem Machine 


Keene, N 


Frank C. Meyer Co., 


Lawrence, Mass 


Milmont Fibreboards Limited 


Montreal 12, 


Minnesota Mining & Manufacturing Co. 


St. Paul, Minn 
Mitchell & Smith 


Norfolk, Va 


Multiflex Last Link Inc. 
Saugus, Mass 


National Shoe Products Corp. Parlors K&L 


Boston, Mass 


Neolite Division 


Goodyear Tire & Rubber Co. 


Akron 15, Ohio 
North American Chemical Co 


Cambridge, 


Nosnip Binding Corp 
Lowell, Mass 

O K Shank & Counter Co. 
Roxbury, Mass 

Pacific Mills Domesite Corp 


New York, 


Paule alia Corp 


Charlestown, 


Pawling Rubber 


Pawling, N 


Pellon Inc. 
New York, 


Pepperell Mfg. 
Boston, Mass 
Pfaff Industrial Sewing Machine Corp. 

Div. Willcox & Gibbs Sewing 

i . Booths 335 & 336 
New York, N 

Phillips-Premier Corp. 
Boston, Mass 

C. S. Pierce Company 
Brockton, Mass 
Potdevin Machine Co 


Teterboro 


Premier Thread Co., 


Pawtucket 


Prime Manufacturing Company 


Lynn, Mass 


Proctor Counter Co 


St. Louis 


Puritan Mfg Company 
Boston, Mass 

K. J. Quinn & Co 
Malden, Mass 
Regano Box Toe Co. 


Haverhill 


Respro Division of General Tire & 


Cranston 
A. H. Rice 
Pittsfield 
Robinson Thread Co 


Worcester, 
















Omi JF. Wit... Nig aléays 


with BORG lining and trim 


Lite-N-Ezy 
Snow Boot by 
Hiawatha 


More and more manufacturers in the footwear fashion 
parade feature Borg deep-pile lining and trim. Small 
wonder, Borg lining is so durable, lightweight, warm . 


Borg trim so silky-soft, so luxurious. Investigate and 


you'll see why finer footwear sells faster with Borg. 


See Borg at the Allied Products Show... 
Oak Room B, Belmont Plaza, New York 


fabrics of the fydune ane youns todau 
BORG FABRIC DIVISION 


The George W. Borg Corporation © Delavan, Wisconsin 
In Canada... Borg Fabrics Limited ¢ Elmira, Ontario 


Conference an Idea Source 
for More Efficiency 


[CONTINUED FROM PAGE 91] 


thi except as we can compete on a 
basis of supplying what the customer 
wants and at a price he wants to pay, 
with a reasonable profit to the manu- 
facturer as well as to the retailer, we 
are ll eriou trouble. 

Getting down to specifics what can 
we do as shoemakers? It seems to me 
that we are going to have to carefully 
analyze every area of our operations 
for cost reduction, increased efficiency 
and higher productivity. 

Some of the questions we need to ask 
ourselves in specific areas are: 

1. Do we have old machines that are 
costing us more to maintain than they 
are worth and further hamper the in 
dividual] operator’s efficiency? 

2. Are our first line supervisors ca 
rying any extra load of personnel not 
needed that make for hidden costs such 
as fringe benefits, extra machinery tied 
up, floo) pace, ete.? 

3. Are our pay systems for piece 
work employes set up to provide proper 
incentives to produce the maximum in- 
dividual effort? 

14. Are our production planning sys 
tems up to date enough to maintain ef- 
ficient work flow, proper deliveries to 
customers, etc.? 

5. Due to the many fashion changes 
the industry has undergone in the past 
few years, is our plant lay-out correct 
for present patterns and constructions 
or are there backlashes in production 
flow? 

6. Are our training costs of new em- 
ployes as low as they could or should 
be and are our training procedures the 
least expensive and the most effective? 

7. Is our material handling equip- 
ment up to date enough to give the 
most efficient operation? 

All of these and many other ques- 
tions are the kind that need to be 
looked into by every shoe manufacturer 
within his own operation this year. Our 
hope is that the Cincinnati Conference 
this year, while not confined to these 
areas, at the same time will include 
areas of this type for consideration by 
all of the delegates attending. A care- 
ful study of these areas may help to 
reduce the actual cost per pair of our 
shoes even though we have had in- 
creased labor costs all along the line. 

Again, our only hope in off-setting 
increased labor cost is to increase our 
individual and collective productivity. 
In doing this we not only will help our- 
selves but at the same time will put 
ourselves in a position to better service 
our retailers who also need help from 
the standpoint of costs. I am sure the 
Conference this year will provide many 
ideas for delegates attending that will 
help them in their very worthwhile pro- 
gram of cost reduction and increased 
operator efficiency and productivity. 
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Marshall Field Gives 


Women's Shoes Top Spot 


\ omen’s Shoes Get Central Location, Large Selling Area, and 


Extensive Stock in New Department Store Branch. 


SHoEs are important in branch department. store 
operation. Marshall Field & Company, Chicago, is 
proving this in its newest store, Old Orchard, 

Field’s has a long-established leadership in fashion 
and volume in shoes. It is following through by giving 
women’s shoes a top location, large selling area, and 
extensive stock in the new store, which is located in a 
completely new shopping center in the north shore 
suburb of Skokie. 

The shoe department was planned well ahead of time 
to be one of the most important departments in the 
store. It was stocked at the time of opening with 
25,000 pairs, which is a quarter of the stock carried 
in the main store downtown and is considered a large 
percentage for a branch operation. 

Clean fresh stock was bought especially for the store. 
There are ten lines of shoes, as compared to 18 down- 
town. The store is built around the type of shoes sold 
on the North Shore, a fashionable and dressy area 
that calls for shoes for extreme dress occasions and for 
very casual suburban living. 

Largest runs are in dress shoes. All the casual lines 


carried downtown are also represented here. Complete 


Mr. Heep, mer 


chandise manager of all women’s shoes, emphasizes 


size runs are carried in each line. 
that this is most important. “It is much better service 
to customers to have sizes available in the best selling 
styles. This is more essential than having all the 
styles. In a branch store it is not possible to satisfy the 
style preferences of absolutely every customer but it is 
important to be able to fit customers with the styles 
that are offered.” 

As might be expected, the department is beautiful in 
soft 


background and wall treatments. 


muted 
Ample 


floor space has been provided. Thus, customers need 


decoration. It is marked by woods and 


colors for 
never feel crowded. A slipper bar is situated across 
the main entrance to the department. Slippers are sold 
over the counter but customers may also try them on 
if they 
adjacent to the department. 

The first floor of the Old Orchard store is a 


of separate shops, each with its separate entrance, Each 


wish. A complete stock room is immediately 


SeTies 


has its own decorative scheme and individuality. Areas 


are emphasized by types and colors of carpeting. 


[TURN TO PAGE 132, 
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The Marshall Field Old Orchard shoe department provides 
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ample floor space. Approximately 25,000 pairs are stocked. 








The Retailer’s Role in 
Shoe Industry Research 
[CONTINUED FROM PAGE 94] 


How does much of our shoe industry 
research start? Well, let’s take a ma- 
Many new shoe types come into 
of de- 


some things about 


chine 
the 
mand. There may be 
these new of which the 
regular machines can’t do with top 
efficiency. What’s needed is either a new 
machine or an improvement of the reg- 
ular machine to do this specialized job. 
Ihe manufacturers quickly make this 
known to the machinery 


picture because consumer 


types shoes 


companies, 


and the latter put research men on the 
job. Shortly comes a new development 
to effectively handle the project. The 
problem is solved. 

Who originally motivated this 
search? The consumer—by demand for 
a shoe which required new machinery 
to make it. The retailer also has an 
indirect hand in it. If the shoe doesn’t 
fit right, wear right, perform right, 
look right—all due to some fault within 
the making of the shoe—the retailer 
soon hears from his customers. The re- 
tailer passes this back quickly to the 
manufacturer. And at once “research” 
goes to work to solve the problem. 

Let’s say on a given shoe the insole 


re- 


MILLION 


YARDS SOLD IN '56 


REASON ENOUGH WHY YOU, TOO, SHOULD 
USE THE VINYL BIAS BINDING WITH MORE 


BOND STRENGTH THAN ANY OTHER KIND. 


BPB 


ry. 
There's no substitute for experience and experience has shown 


that to use BPB is to continue using it. The reason is simple. BPB is 


constantly being improved. BPB’s stronger base fabric and ever increasing 


bond strength due to added adhesion makes it the most popular binding 


on the market today. More than doubling its bond strength in five 


years BPB’s TRUE bias coating utilizes the entire stretch of the base 


fabric and allows it to be easily worked and stretched as required in 


today’s smartest styles 


NOW BPB COMES 
IN 53 COLORS 
INCLUDING BLACK PATENT 


If you are manufacturing Vulcanized shoes 


you'll find our LPB is made specifically for | 


your needs. Ask us about LPB, too. 


stay company 


PB THE STRONGEST BINDING ON THE MARKET 


off crime CIAL ST., MALDEN, MASS. 
Ye be) Roor 509 Marbridge Building, 47 West 34th St., 


N. Y. 


cracks and curls and discolors badly 
with wear. This causes foot discomfort, 
and the retailer soon hears about it. 
Multiply this by many retailers. Soon 
the manufacturer (or manufacturers) 
are getting plenty of complaints 
through the mail. They at once present 
the problem to the sources of supply, 
the innersole makers. And the latter 
go to work in an effort to solve the 
problem. Soon up come not one but 
several new types of innersoles de- 
signed to overcome these problems. The 
manufacturer now has a choice, and 
healthy competition comes into the pic- 
ture. Those innersoles with good fea- 
tures get the business. The end result 
is more satisfied consumers. And for 
the retailer—more satisfied customers, 
fewer customer complaints, better 
store-customer relations, and _ better 
business. 

Now, where does much of this start? 
Trace it back. The base source is the 
front-line testing ground—at the con- 
sumer and retail level. It’s here where 
the shoe is put to the real test in terms 
of performance and wearer satisfac- 
tion. It’s here where defects show up. 

Thus the retailer becomes the pivot 
man in shoe industry research. He is 
the buffer between the wearer and the 
maker—between the tester of the prod- 
uct and those responsible for making 
the shoe perform well. The retailer, 
therefore, carries much influence and 
responsibility in determining the course 
of research and product development 
in the shoe industry. 


Using the Power 
Z 


Now, it’s obvious that the retailer 
generally has more influence in re- 
search and product development than 
he realizes. But he could and should 
use this influence much more effec- 
tively. He can do this in different 
ways. 

His active role is usually in the way 
we’ve described above. That is, he 
voices consumer complaints or views 
back to the manufacturer, who in turn 
proceeds to correct the situation by 
getting to the root of the matter. Out 
of this come new or improved products. 

However, in this respect the retailer 
serves chiefly as a “consumer sounding 
board.” Just as important are his own 
ideas, independent or semi-independent 
of the consumer. 

As an experienced shoeman he has 
his own ideas about, for example, lasts, 
fit, foot health as related to shoes, 
wear, heels, materials, linings, stitch- 
ing, sock-linings, size markings, shape 
retention of the shoe, etc. True, he 
tends to buy the shoes that comply with 
his ideas of what a shoe should be, and 
in this way he indicates his wants to 
the manufacturer—or helps stimulate 
research or product development to 
meet those wants of his. But again, 
this is an indirect approach. He could 
do more in a direct way. 

Recently, one prominent shoe retailer 
up with a constructive sugges- 

[TURN TO PAGE 110, PLEASE] 
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Top Miami Retailers 
Unveil New Offerings 


THE peak of Miami’s winter season 
has been reached. The new resort fash- 
ions have been brought out and the 
shops along Lincoln Road are offering 
trial tests of the newest in next sum- 
mer’s resort wear. What will actually 
be accepted by the section of 
America’s best dressed women who 
visit the area at some time during the 
season will not be determined for some 
weeks. But at any rate the new mer- 
chandise is spread out for their accep- 
tance or rejection at this time. 

All the shoe shops along Lincoln 
Road are offering their newest numbers 
and for the most part there is a dis- 
tinct change in the styling from what 
was shown a year ago. There is a new 
look in shoes; they seem to be softer, 
more becoming and typical of the pre- 
vailing trend towards femininity-plus. 
The increased importance of silk in all 
attire is shown in shoes; silk, linen and 
hand loomed raw silk are being seen in 
slippers. Some prints are seen, but not 
too many as yet. 

Color is playing a dominant part at 
the beginning of the season, and to just 
what shades public fancy will run will 
be determined later. However, empha- 
sis at the moment is on blue and impor- 
tant is the new Miami blue, a clear, 
rather deep tone picked from the 
waters of Biscayne Bay. There is some 
showing of mauve tints, rather new, 
and soft lilacs are also in the picture. 
Clear yellow, of the citrus fruit tones, 
is another color to watch. Shoe dealers 
are rather quiet about the all-white 
shoe, but the number seen at the race 
tracks and other fashionable gathering 
places might indicate that it will be 
quite important as the season advances. 
Black and white continues to be out- 
standing. 

At the Hertz-Ross salon where each 
bit of footwear shown is a “jewel fash- 
ioned in leather” they show an exqui- 
sitely detailed pump, closed toe and 
heel, with a smart, tailored buckle on 
the vamp. The buckle carries out the 
long, slender line of the shoe and gives 
a charming line to the whole shoe; a 
$50 number. 

At Jack Schaefer Salon they are em- 
phasizing the closed toe models, as are 
most of the Lincoln Road shops. Closed 
toes and plainer heels seem to be the 
most prevalent. And because with the 
closed toe there is no competition of- 
fered by decorated or painted toenails, 
more decoration is being placed on the 
toe of the shoe. Barri’s continues to 
show the extremely high thin heels for 
which they were famous last season, 
and their regular customers, which rep- 
resents a cross section of Who’s Who 
in the social, sports and movie world, 
keep coming in and buying. 


cross 


One of the interesting new numbers 
in the Palter De Liso Shoe Salon is 
both a closed and open toe model of im- 
ported hand-loomed silk with a 
carved wood gold encircled heel. Both 


raw 
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high and mid-way heels are offered. ions is emphasized at the I. Miller shop 


One very smart shoe is a twist in plati 
num pearl gray with white pearl and 
black patent heel. This is just one of 
the unusual combinations to be seen in 
many of the stores. It would appear to 
be a season that will run strong to com 
binations of two or even 
Delman’s has gone strong to color com- 
binations. Garden colors on white 
pumps is one of their offerings, the col- 
ors running all around the shoe in fan- 
ciful pattern. White pump with black 
heel and narrow black bands crossing 
the instep is another. 

Lincoln Road can show you 
very stately styles, like the court slip- 
per at Rothman’s. This is a new thin 
line pointed toe and high slender heel 
pump. In white calfskin or black pat 
ent its outstanding feature is a big tri 
color butterfly bow on the instep. At 
this salon they are pushing buckles 
Victorian buckles that ornament the in 
step of a classic pump. One of the new 
est numbers here is a silver stroked 
black calfskin, an import from Italy, 
that has the closed toe and mid heel of 
a beautiful shoe. 

The long, lean line of ’57 shoe fash 


more colors. 


some 








Protection in all weather 


LOTUS 


“Wat? ERPROOF” 





Gueranteed waterproof in all weather end 
» » good for years and years 
of wear. Made in England of Martin's finest 
Zug grein leather with double uppers and 


ony climate . 


double soles . . . $23.95 


All Hess dores open tonight 


HESS SHOES .. 0. soiimore 1. © teiveders ot York 








Rarely used wood-cut technique here 
stresses masculinity. Lotus, England. By 
Hess Shoes, Baltimore (two cols.). 


One delightful number in the afternoon 
selection of lovely shoes is a black pat 
ent with jewel-cut crystal beads and 
ornaments reflecting the polished bril 
liance of the Again we find 
importance being placed on the closed 
although 


patent, 


toe models, there are some 
open backs and toe 

Hasco Shoes, formerly Laird Schober, 
is offering for the first time Foot Saver 
Their introduction of this 


unique 


Shoes. new 


line was done in a rather way 
invitations “‘the honor of 
is requested at the wedding of FOOT 
SAVER SHOES and HASCO SHOES.” 

At Kays Newport unusually 
mules for evening wear are offered, all 
There is a 


your presence 


mart 


trimmed in flashing jewels. 
black suede with 
de with rhinestone 
high heel 


choice of pearls of 
black peau 
They also have a new 
in many color combinations that ought 
Black patent 


pump 


to suit any dress or suit. 
with white calf or blue, turquoise, yel 
low, tan or pink with white. The colo1 
band runs the from the 
toe tip clear around the top and fasten 


around shoe 
with a small buckle on the side. 

At the Franklin Simon salon 
several outstanding number 


there 
are (one 
is a sling mode] of textured “broadtail.” 


Very smart and unusual. Quite in con 


trast is the Denim Dandy, a sturdy 
denim, plaid lined, in a line of gorgeou 
colors, for home lounging o1 port 
wear. 

At the Ansonia shops there is an un 
usual low cut pump with a chandelier 
heel—tier after tier of crystal drop 
that shake and glisten with every 
movement of the wearer. Another of 
their “exclusives” is an exotic “lace ny 
lon under glass’ mule. This they pre 
dict will be a hit of the ’57 resort 
season 

What visitors will “fall for’ and 
carry back home to be worn next sum 
mer, will be determined within a few 
weeks, 


Chicago Spring Selling 
Begins Despite Snow 


old ta h 


ine in 


PROLONGED sieges of good 


ioned winter slowed retail bu 


Chicago for the latter part of January 
The several] heavy snow falls and neat 
| 


zero cold snaps helped the boot busine 
to a degree. In fact, stocks in protec 
tive footwear are in the best condition 


did 


reasonably well at the start, but traffic 


in several years. Clearance sale 


fell off considerably. This was true 
downtown as well as in the shopping 
centers and outlying sections. However: 
[TURN TO FOLLOWING PAGE, PLEASE] 
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30 there will be 


had fini 
with cles tocks, 
carry-over. 

Despite the extended cold and snow, 


most revtaiier 
hey 


not too much 


elling is gradually edging into 
Patent continues to gain 
categories. 
types 


pring 
the picture, 
momentum in all price 
other and 
being promoted and getting response. 
have been impressed with the 
trength of calf particu 
This trend showed itself 
last fall and there were some shortages. 
Stores and departments are now cov 
ered and expect to sell blue in quantity 
It is definitely a year-round 
seller here despite a temporary lapse in 
popularity a year or so ago. A few reds 
light selling. The 
are expected to gain strength, 
and related shades in 
have been active in this 


However, colors are 
Retailer 
early shoes 


larly blue 


ayain 


and browns are 
brown 


a the 


re ady to-wear 


beige 


market. 

Nearly all retailers are hopeful that 
the pre-Easter selling 
will give them a for 
ales, These will probably be calf shoes 
in dark before they go into 
and lighter colors. If 
carries over into a second 
will be 
tops 


longer season 


chance second 
color 5 
lighter weight 
patent pair 
opened-up types 
but there have 
halters sold in 


for 
now, 


eason, it 
Pumps are 


been mules and 
the fa 
style type chains. 

Thi 


sort s¢ 


ome 
hion salons and also in the fast 
has been a good cruise and re- 
ason, It run a little longer 
Results prove early predic 
is headed for a 
Except for spec 


has 
than usual 
that 
record white season. 


tion the business 
and a few scattered pastels, it 
almost 90 cent whites. 
included silk, suede and doe 
pumps, halters and 
There has been good activity in whites 


tator 
ha been 
Thi 


skin in 


per 
has 
mules 


with vinyl halters and other combina 
tions and in white with incidental trim 


oatmeal, red, or blue. 
i ere 


of beipe, 


Snow, Slush Slow 
St. Louis Shoe Sales 


SALES of shoes in St. Louis are at the 
unexciting stage. Clearances continue, 
with fair success reported. Spring shoes 
bloom everywhere, with limited pat- 
terns moving. Advertising, promotion, 
and window displays have been at near- 
minimum level. 

Many pairs of fall 
winter shoes remain to be cleared. They 


women’s and 
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are still being picked up at reductions 
averaging 20 per cent and greater, but 
inventories in general are at present 
sizeable. In spite of bad weather, run- 
ning the gamut of snow, ice and intense 
cold, traffic in men’s shoe shops was 
brisk. Customers appeared to be giving 
the nod to small shops rather than shoe 
departments. Basic men’s styles sold 
steadily. 

The owner of one family type subur- 
ban outlet stated that he ran clearances 
in January, sold a lot of shoes, then put 
the remainder back on his shelf at 
regular prices. When asked why he had 
held the clearance at all, since his stocks 
were not out of line, he replied, “Oh, 
everybody else was running a clearance, 
so I did too. I didn’t need to do it—but 
felt | ought to keep in step.” 

In the midst of the slush, suburban 
tores began displaying peg boards of 
brightly colored rubber soled canvas 
play shoes for all ages. These displays 
to date are limited to the suburbs, 
where play shoes seem to sell earliest, 
easiest and oftenest. 

Saks Fifth Avenue in midtown 
Louis reports excellent response to a 
narrow lasted closed dressmaker pump 
with white stitching accentuating the 
narrowness. The pump is set on a 23/8 
heel, and carries a dainty string bow 
ornamentation. The leather is a soft 
textured “peachskin” calf in four colors, 
bright green, yellow, orange and tur- 
quoise, with matching handbags avail- 
able. 

The Shoe Fashion 
selected an ‘ 
laugh 


St. 


sjoard of St. Louis 
‘opened-up shoe that 
at winter and flirts with spring” 
February Shoe of the Month. 
Fancy by Valley is of licorice 
patent with an black 
“diamond” ornament the 


has 


as its 
Black 
black oversized 
decorating 
vamp. 


* 
San Francisco Shows 
January Sales Increase 

SALES in San Francisco continued on 
an upward trend in January. Assisted 
by good weather, business was unex 


pectedly good during the first part of 
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the month. Department stores and 
specialty shops both report increases 
of from five to ten per cent. The 
average was a little over seven. 

Most of the shoe retailers held semi- 
annual clearance sales and report good 
customer response. Merchants seemed 
determined to clear their shelves and 
make room for new merchandise, giving 
price reductions of from one-third to 
one-half or more. For example Frank 
More advertised “average savings of 
over 50 per cent.” Others cut prices 
on some numbers even more than that. 

Advertising of new spring models 
started in earnest about the middle of 
the month. Graceful lines and attrac- 
tive two-tone effects were emphasized 
in the early showings. H. Liebes had 
an attractive white broadtail calf with 
contrasting black trim on toe and black 
heel and sole. Others were in red, gray 
or black, all priced at $24.95. Each 
color had matching bags. 

A graceful black patent with gray 
suede spat combination is being fea- 
tured by Frank More at $24.95. A 
similar ash blonde suede and black 
patent combination with a brass taper 
heel is on display at the White House. 

In the medium priced bracket the 
City of Paris and Joseph Magnin have 
black patents in more practical medium 
heel models at $13.95. These models 
also come in calf and suede. 

Merchants here feel that the spring 
business is going to continue on a level 
with, or better than, last year. 


a 


Spring Shoe Sales 
Bloom in Denver 


SPRING shoes, and that forerunner of 
spring shoes—resort wear—were being 
purchased in quantity by Denver wo- 
men. Sunshine almost every day 
through January, only a trace of snow 
and mostly mild temperatures brought 
large crowds on shopping sprees down- 
town or to suburban centers all through 
the month. January clearance sales 
moved well. Most shoe retailers re- 

[TURN TO PAGE 111, PLEASE] 


In this very handsome ad (poorly reproduced) a few strokes to suggest a 
resort area bring focus on these two shoes in Textured white calf. Note the fine 
heel presentation. Styled by Julianelli. J. P. Allen, Atlanta (eight cols.). 
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A PEACH 
OF A PAIR 


King Bee 


AND 


SANDALS 


YOU JUST CAN'T IGNORE THEM 

THIS TEAM IS A PROFIT MAKER 

KING BEE MEN'S SLIPPERS AND 
SANDALS HAVE STYLE PLUS COMFORT 
AND THAT'S WHAT YOUR CUSTOMERS 
PUT CASH ON THE LINE FOR 

KING BEE SLIPPERS FEATURE BILTRITE 
NUR-O-CEL WHISPER LIGHT 

SOLES AND BILTRITE NURON 


CREPE SOLES 


WRITE FOR THE NEW 1957 FREE CALENDAR FEATURING THE LUSCIOUS KING BEE GIRL! 


KING BEE * 47 WEST 34TH STREET * NEW YORK 1, NEW YORK 
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The Retailer’s Role in 
Shoe Industry Research 
[CONTINUED FROM PAGE 106] 


tion. He said that the shoe retail or- 
yanizations, national or regional or lo- 
hould year survey their 
to find out what they think 
is most needed or wanted in new prod 
uct development—that is, to bring 
about a better end product in terms of 
the fit, feel, looks and over-all 
performance. This could be a simple 
The results of these polls could 
sed on to the 


would in 


Cal, once a 


member 


shoe’s 


poll, 
shoe manufactur- 
turn “farm 


be pa 


ers, who out” 


A\Coon® . al and 


conomies 
5 ol shoes: 


are © 


ol pair 


these problems to the respective supply 
for solution. Or, if the prob- 
lem centered on some aspect of shoe- 
making, it would be tackled directly by 
the manufacturer. 


sources 


This could be of much service to the 
manufacturers, as well as being to the 
benefit of the retailer and consumer. In 
short, the retailer who suggests 
this idea, research and product devel- 
opment shouldn’t be motivated solely 
by “negative” forces—that is, correct- 
ing faults based on consumer com- 
plaints. It should be positive as well. 
That is, the plan should be designed to 

consumer complaints, to in 
consumer satisfaction, to what 


says 


prevent 


CT CARE 


yor 
supe! 


{or 


a 
— $, ° . 
Gocklinin&” .\ pase 
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COONEY-WEISS 


FABRIC CORPORATION 
115 BEACH STREET « BOSTON 11, MASSACHUSETTS 


degree possible. The “poll” idea is pro- 
posed as one means of accomplishing 
this. 

We know of one medium-sized but 
well-known shoe manufacturer who is 
planning to bring in one of his leading 
retail accounts—a different one each 
time—once a month to talk to a group 
meeting of the factory foremen, the su- 
perintendent and other factory man- 
agement and technical men. The idea: 
To present the retail and consumer 
viewpoints to the factory men. This 
plan is similar to the one being actu- 
ally launched in the Children’s Shoe 
Sessions at the Factory Management 
Conference—except that now it brings 
the idea close to home, right within the 
factory. Also, on a monthly basis it 
maintains a fresh turnover of “out- 
side” ideas or views from qualified re- 
tail shoemen. 

Says the manufacturer behind this 
contemplated plan, “It’s inevitable that 
we in the factory, and even further 
back in the supply fields, are often so 
close to the forests we can’t the 
trees. But that also applies to the re- 
tailers, who are able to see the prob 
lems directly ‘in the field’ but 
times fail to realize the technical prob- 
lems involved in the solutions. By 
bringing these two viewpoints or situ- 
ations face to face it can’t help but 
stimulate new ideas leading to a better 
product. The retailer must recognize 
that he is not only the sales power be- 
hind the throne, but also is a technical 
power as well—if only he’ll put this 
power to active use. We think our pro- 
posed plan is a step in that direction.” 


see 


some- 


Research and product development, 
whether in shoes or electrical equip- 
ment or chemicals or any other field, 
have a primary objective: to make a 
better product at lower cost. This ob- 
jective is very close to the heart and 
interests of every shoe reailer. But he, 
like every other segment of the indus- 
try, has a responsible role in moving 
toward this objective. and 
product development are cooperative 
ventures. And, as we’ve seen, they start 
to a large extent, with the “field man” 

the retailer who gets a first hand 
view of the shoe in actual performance, 
and is a pivot in summing up consumer 
reactions. This is a very influential po 
sition from which to help direct and 
stimulate research in projects needed 
or wanted most. In upholding the re- 
sponsibilities and opportunities of this 
position the retailer can render a major 
contribution to the shoe industry and 
the public, as well as bring greater 
benefits to himself. 


Research 


National Hide Association 
Plans Regional Meeting 

CHICcCAGO—National Hide Association 
is to hold a six-state regional meeting, 
Monday, March 11, at the Hotel Skiv- 
rin, Oklahoma City, Okla. Co-chairmen 
of the area meeting are Don Allison 
and Bob Allison of the Allison Hide & 
Metal Co., Clinton, Oklahoma. 
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[CONTINUED FROM PAGE 108] 
ported business above that of a year 
ago, some listing increases of six to ten 
per cent. Shoe retail business went 
along with department store sales 
early in January with a ten per cent 
increase for four weeks ending Janu- 
ary 5 and a four per cent gain for the 
year 1956. Colorado Springs showed 
the same gain as Denver in dollar vol- 
ume sales. 

Only a few conservative shoe retail- 
ers in the Denver area predicted only 
“fair” business prospects for the next 
three months. But one leading women’s 
shoe retailer said, “It has to be good 
this coming spring and summer. Never 
have we had fabrics, style, colors, leath- 
ers so wonderful as this year.” He pre- 
dicted a tremendous business in fabric 
shoes, both in dress and casuals for 
women, and said that red will be a 
sneak color. 

The crying objection heard among 
about 15 men’s, women’s and children’s 
shoe retailers is: “Too many sales. Two 
clearance sales a year are sufficient.” 
Next biggest subject discussed is the 
pointed toes in women’s shoes and heels 
that “get thinner and thinner.” Retail- 
ers are pushing the thin heels more in 
advertising now that many are made of 
aluminum and are unbreakable. The 
public in these mountain states still are 
not educated to the pointed toe, several 
retailers said, adding that the Spanish 
toe is outselling the Italian toe two to 
one. Patent has been bought as never 
before—plain patent, textured patent, 
red patent in quantity and patent in 
combination broadtail and smooth 
leathers. Beige and flax shades are ex- 
pected to be as big as gray in the less 
expensive brackets. 

Cruise and resort wear ranged from 
crocheted silk and silk print backless 
shoes, closed pumps in flax and blue 
smooth leathers and patent, fancy 
straws, white leather pumps with white 
satin trim and some vinyl! to the soft, 


tailored casuals in natural shades and 
colorful be-furred and be-jeweled wedge 
heel platforms built into halters to give 
better fit. A big seller for vacation 
wear has been unlined sueded pig 
pumps in pale gray and vanilla tones. 
For older women, lightweight shoes 
with narrow but lower heels, new strap 
treatment and open toes have been 
selling well in textured patent and 
black, amber, blue and red calf. 
Zs + . 

Black Is Key Color 

In New York Shops 

T Hos’ shoe retailers in New York who 
spark their stocks and window displays 
with some special promotions—a new 
selling slant or exciting new color or 
stvle—will find that the month of Feb- 
ruary is a satisfactory selling month. 

Merchants report that traffic in their 
stores has been good, Of course, part of 
the consumer interest and activity was 
due ‘to the inducement of clearance 
sales but these have pretty much 
petered out by this time. Actually, it is 
the new shoes that are ringing up the 
sales. 

Some retailers will tell you that the 
reason they are doing so well is because 
of the location of their stores. They get 
many out-of-town customers who buy 
several pairs of shoes at one time. 
Others will say it is because their cus- 
tomers look to them for specific styles at 
a price and in a quality that they have 
come to identify with that store that 
their business is consistently good, The 
very fact that retailers have the new 
shoes that are receiving consumer ac- 
ceptance, helps to keep shoe retailing 
in New York at a satisfactory level. 

In women’s shoes, black—in suede, 
patent leather (textured or smooth), 
calfskin or kid—is in first selling posi- 
tion. Coordinated promotions of shoes 
and matching handbags are frequently 
featured. Dark shoes, neutral off-shades 
and some light colors are the basic 
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Not done with mirrors, this ad features four shoes shaped to a diamond on a 
simple white background, Designed by David Evins, they are angled to show new 
heel and toe styling and textures. Neiman-Marcus, Dallas (eight cols.). 
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sellers. 

Although cruise and southern wear 
shoes do not radically affect the retail 
picture, they do lend themselves to 
colorful promotions and they do add 
up to some good business. For the cus- 
tomers going south and to the resort 
areas, the preference seems to be for 
soft-grain calf, smooth kid, straws and 
linens ... mostly in white, white with 
bright color accents, black, natural, 
light blues and yellows. 

In the men’s shoe field, clearance sales 
have accounted for some good selling 
periods and often, too, weather ha 
been an important prod, jogging the 
male customers into going out and buy 
ing the heavier weight shoes. 

Shoe retailing in New York generally 
seems to be going along at a satisfac 
tory pace, with no drastic change 
from the usual pattern for this time 
of the year. 


+ * 
Worst Winter Fails 
To Freeze Boston Sales 


NEW ENGLAND’sS worst winter of the 
decade has failed to freeze shoe sales 
as solidly ag feared but it has served 
to keep customer attention on cold 
weather shoes rather than the early 
spring styles many retailers are anxiou 
to test. 

Dress and resort shoes in the higher 
price brackets have sold fairly briskly 
But the briskness has failed thus far 
to extend into the medium and espe 
cially the lower-priced lines. Despite 
this, there is good evidence of interest 
in the new spring shoes and dealers, 
depending upon location, are moving 
enough of them to consider placing 
second and bigger orders for their 
spring stocks. 

Patent has begun to move in fair 
volume for women and there has heen 
wide interest in textured and diamond 
slashed Jeathers in both the dark and 
pastel colors. Fabrics and brocades in 
gold, silver and white either all over o1 
with trim and decorations in gold and 
silver are especially wanted, 

Suburban stores have managed wel! 
during the cold weather, partly because 
of their easier accessibility and partly 
because they have been pushing winter 
clearances while uncovering early 
spring promotions. At Franklin Simon 
in Chestnut Hill, black patent pumps 

[TURN TO PAGE 122, PLEASE] 





Program of the Factory 
Management Conference 


[CONTINUED FROM PAGE 90] 


better, give better all-round perform- 
ance and it leads to more satisfied cus- 
tomers 
These are not idealistic goals but ac- 
ial results that have stemmed from 
Conferences. Research, prod 
ict development, testing—and the ex 
change of information resulting from 
these investigations—find a stimulating 
the Factory Manage 
Much of what the 
and consumer see in the final 
had its birth or origin right 
Cincinnati meetings. 
the technical sessions, the 
educational exhibits and the social ac 
tivities, the 2,500 visitors, including sev- 
dozen foreign technicians 
15 different countries, will 
pend a very busy and profitable four 
day period. Chairman of the Conference 
is Eli White of General Shoe Corp. 
Chairman of the women’s shoe session 
in Nathan Stix of U. S. Shoe Corp.; 
heading the sessions is S. ’ 
Kagan of Florsheim; and chairman of 
the children’s sessions is H. C. 
J. Edwards & Co. 
One of the most popular features will 
be the Sunday night banquet. Chief 
speaker is Dr. William J. E. Crissy, 
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product 
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Between 
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irom some 
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Levy of 


president of Personal Development, 
Inc., noted industrial 
cons 
has 
ales and 
over the country, 
“Who Is Efficient?” 

Saturday afternoon, February 16, 
will officially open the Conference with 
& general meeting that will focus on a 
discussion, “Reduction of In-Process 
Time By Better Pre-Planning.” Several 
topnotch specialists will discuss various 
phases or methods of reducing 
making time. This will be followed by 
an open forum in which all delegates 
will be invited to participate. 

The Conference has grown so rapidly 
and extensively that the daily techni- 
cal sessions can no longer accommodate 
the large attendances. This year, for 
the first the sessions on men’s 
and women’s shoes will be sub-divided 
into smaller groups on a more special- 
ized basis, so there’ll be more oppor- 
tunity for discussion on factory prob- 
lems of primary interest to each group. 
The children’s have already 
established this policy, with three sepa- 
rate ses groups: for welt shoes, 
cement shoes, and stitchdown shoes. 

The Conference, sponsored annually 
by the National Shoe Manufacturers 
Association, has created intensified in- 
terest among all shoe 
because of 


psychologist and 
ultant. Well-known 
addressed 
industrial 
his 


management 
peaker who 


ment, 


manage- 
groups all 


topic will be, 


shoe- 


time, 


sessions 


ion 


manufacturers 
the increasing need to find 
ways to combat steadily rising produc- 
tion costs. The major hope, most pro 


the Conference, to setp up 
the machinery, methods and products 
involved in shoemaking and factory op 
erations. Only by increasing productiv- 
ity can there be an out-pacing of costs 
and a practical way of holding costs 
down, while at the same time improv- 
ing the quality of the product. 

Another factor 
manufacturers’ attention to the Con- 
ference is the increasing pressure of 
competition. Successful operation, even 
survival, is becoming more dependent 
upon the ability of the producer to 
make his shoes well, efficiently and at 
competitive cost levels. Marginal opera- 
tors, due to inefficiencies which jeop- 
ardize their competitive position, are 
being forced to liquidate. A significant 
indication, as pointed out recently by 
NSMA, is the reduction in the number 
of shoe manufacturing firms, from over 
900 in 1950 to about 800 now. 

Thus the 
tands out as 
other 
“must 


duced at 


important drawing 


Conference increasingly 
far more than just an- 
show.” It has 
attendance function 


manufacturers and their technical man- 


| 


noe become a 


for shoe 
agement men. All are seeking new de- 
velopments, scores of which are intro- 
the Conference, to step up 
factory efficiency and product appeals. 
All 
injections of fresh thinking about the 
increasingly complex business of mak- 
ing and selling shoes in an increasingly 
competitive market. 


duced at 


are seeking more know-how and 


to be 
sured 
by ordinary 
standards... 


me 














otk 







.the 


Exhibitors at the Factory 
Management Conference 
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COMPANY 


Rogers Corporation 
Rogers, Conn. 

Rotary Machine Co. Inc. 
Lynn, Mass. 

Schaefer Machine Co., Inc. 
Bridgeport, Conn. 

Lawrence Schiff Silk Mills 
New York, N. Y. 

Herman Schwabe, Inc. 
Brooklyn, N. Y. 
Shoe Process Inc. 
Brooklyn 38, N. Y. 


LOCATION 


Room 
Booth 
Booth 
Booth 


Parlor " 


Room 


Singer Sewing Machine Co. Booths 324 & 


New York, N. Y. 

Skomab Die Steel Corp. 
Jackson Heights, N. Y. 
Stedfast Rubber Co., Inc. 
Mattapan, Boston, Mass. 

Stephenson & Osborne 

Boston, Mass 
Sterling Last Corp. 

Long Island City, N. Y. 
Thomas Taylor & Sons 

Hudson, Mass. 

Texon, Inc. 

South Hadley Falls, Mass. 
Textileather Division of 
General Tire & Rubber Co. 

Toledo, Ohio 
Textile Thread Co. 

Watertown, Mass. 
Textiles Fibers Department 


E. |. du Pont de Nemours & Co. 


Wilmington, Del. 
Threads-Incorporated 
Chicago §, Ill. 
The Torrington Company 


Torrington, Conn. 
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Booth 
Room 
Room 
Booth 
Booth 


Booth 
Booth 


Parlor ' 


Room 


Booth 





a) 


COMPANY LO 

U B S Chemical Corporation 
Cambridge, Mass 

Union Special Machine Co. 
Chicago, Ill 

United Last Co. - division of 

United Shoe Machinery Corp. 
Boston, Mass 

United Shoe Machinery Corp. 

Booths 

Boston, Mass 

United States gubber Co. 
New York, N. Y. 

Vulcan » 
Cincinnati, O 

Western Supplies Co. 
St. Louis, Mo 

Western Textile Products Co. 
St. Louis, Mo 

Willcox & Gibbs Sewing Machine 

Booth 

New York, NY. 

Wilner Wood Products Co. 
Norway, Maine 

Wind Innersole & Counter Co. 
Brockton, Mass. 

Wind Specialty Company 
Brockton, Mass 

Wright-Batchelder Corp. 
Boston, Mass 

W. J. Young Machinery Co., Inc. 
Lynn, Mass 
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instances, it’s diffic 
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ment? estimates run 
from 


in a few 


termine exactly how much money 


30 million dollars. 


A 


CATION 
Room 614 
Booth 417 


Room 716 


401-2-3-4-5 
Room 7:4 
Booth 334 
Booth 419 
708 


Room 


Co. 
335 & 


Booth 410 


336 


Room 
Room 
Booth 
Booth 
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anywhere 


Except 
ilt to de- 


goes 





*’ on today’s 
a market! 


Practi 
smallest 


into this investigative work. 
cally every company, from the 
upply firm to the largest 


spends 


one-shop 8 shoe 
manufacturer, 
of time and money on rese¢ 
uct development 

It may consist of experimental brew 


a certain portion 
“arch or prod 


ing of shoe chemicals on a little kitchen 
a large staff and elaborate fa 
assigned to some 
every 
market been “re 
some extent to assure that 
all “bugs” have been removed. Most of 
this kind of work is not “formal” ir 
that special budgets and staffs and fa 
cilities aside for it. But in 
time and manpower and ex 
perimenting costs and materials add up 
of dollars de 


nion 


tove or 
special project 
that 


cilitie 
Sut virtually 
shoe 


product 
comes to has 


earched”’ to 


are set 
every case, 
to money million 
voted to product 


many 
probing in one fa 
or another. 

This should leave a 
ing with the 
umer, It 
in the end product and those responsible 
that every 
been pre 

And it 


and apparatu 


reasurring fee! 


shoe retailer and con 


serves to create confidence 


for delivering it. It means 
component in the shoe has 
tested for performance 
means that the devices 
for the assembling of these 
into the finished shoe have 
igned and tes 
a maximum efficiency. As a_ result 
when the shoe is delivered to the re 


umer, it } 


value 


product 
likewise been 


carefully des ted to deliver 


tailer and cor already a 
“proven” product. 





At first glance one pair of boots may look “just as good” as another. 


But before you buy, take a good look. Compare the workmanship and 


materials in NOCONAS. Note the many features that are produced only 


by hand finishing and top quality materials. Your own horse sense will tell 


you NOCONAS are your best boot buy—better feeling, better looking, 


longer lasting, priced right. 


“Litthe Joe” (1056) 
l-lookin’ 12-inch 
California top of choc 
olate kidskin stitch 
mp 3 red green and 
yello Light tan calf 
ump adds to eye ap 


“Montana” (221A)—A 


long-lasting 12-inch top 


work boot made of nat 
ural retan leather with 
green titching 

vamp turned so rough 
ide of leather is out 


side. Full leather lined 


Illustrated are several 
styles of NOCONA BOOTS 
which are exceptionally 
good values. 

There are many handsome, prac- 


tical, economical NOCONAS for 
men, women, children. 
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“Black Hills” (1069) 
12-inch gray kid top 
with California scallop 

. has red and yellow 
stitching. Black soonac 
vamp distinguishes this 
fine boot. 


“Pine Knot” (1041) 
Handsome 12-inch Cali 
fornia top of light tan 
kid. Stitching is yellow 
and green: inlays are 
chocolate colored 
vamp is chocolate dres- 


side, 


“Denver” (1033) —Rich 
styled 11-inch chocolate 
dresside, California style 
top with four rows of 
stitching. Vamp is a 
perfect blend of match- 
ing ¢ hocolate calfskin, 


“Choctaw” (1037) 

Made with chocolate 
kip leather in the vamp 
and top... 12-inch 
California style top has 
two rows of stitching. 
Also available in saddle 
tan (1038), russet 
(1039), black (1040). 


PROMPT SHIPMENT FROM STOCK 
ON THESE AND OTHER STYLES 


NOCONA BOOT CO., Inc. 


“Promenade” (10-X-0X) 

Oxford of russet kid 
skin leather with leath- 
er-covered elastic gor- 
ing on each side. 


ENID JUSTIN, President 
Pek ere), FV & > ©. 4 
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CURRENT CONDITIONS 
IN 
SHOEMAKING CENTERS 


af 








Ye 
Chicago 
Mani FACTURERS and wholesale houses are letting retailers 
catch up with themselves. Retailers have just completed 
clearance sales and momentum on spring business is just 
Meanwhile factories are still in production on 
Many retailers were extremely late in 
Some delayed as much as three 


under way. 
late spring orders. 
completing commitments. 
weeks past their normal date. 
and there may be late deliveries. The late 
considered an advantage because it will extend the selling 
season. However, it may prove somewhat of a handicap 
because of the lag all along the line in placing orders. 

on the road, chiefly to write white 


This slowed "? production 


some Easter is 


Salesmen are now 


orders. It is obvious that this will be an excellent white 
season. Orders for white are almost 90 per cent of the 
total in many cases. This includes a number of spec 


tators which are also in heavy demand. A few fill-ins 
are also coming in. They are chiefly for patents, blue, and 
beiges. Most of these second orders are for open types, 
sandals, halters, and mules. Spring-o-lators gain strength 
in all second orders. Improvements in construction and 
variety of styles in medium heels have provided a new and 
additional market. Pumps are still a heavy percentage of 
all orders, both new and fill-ins. there 
patterned pumps ordered in the blues, reds, and beiges for 


However, are more 


late spring selling. Sweater and elasticized pumps are 


now regarded basic and appear as fill-ins. 
been a marked step-up in orders of blue shoes, 


There has 

Retailers 
were early orders, because last spring was a 
poor season for this color. brisk de 
mand this past fall and there were many shortages. The 
demand has accelerated and should be more than normal 


cautious in 
However, it was in 


this year. 

Most of the pre-Easter children’s business has been writ 
ten. Black was the 
sprinkling of colors than usual. 


although there was a wider 


White 


in regular summer dress types 


leader. 
orders for con 


firmation. graduation, and 
There is good activity in white on 


White 
both 


are now being placed. 
patent and also white and pastel combinations 
buck with red 


boys and girls. 


New York State 


Snos manufacturers in New York are 


lain steady production and indications are 


rubber soles is proving strong for 


managing to main 
that 
next two months and more. In 
little 
has definitely picked up 


this con 
dition will prevail for the 
field, 


for a while but reports are that it 


the children’s shoe business had been a slow 
now and the momentum will carry through. 

A Rochester of children’s finds business 
to be than a This firm thinks quite a 


few retailers are holding up orders until they can get a 


maker shoes 


slower vear ago. 


clearer indication of business trends. 

However. the head of this company says most customers 
have been buying cautiously for many months and he does 
not expect an immediate change in buying policies. This 
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rapid growth of shoe 


executive also points out that the 
chains is cutting into the business of independent stores 
to an alarming extent. 

Most of the 


best spot for children’s shoe business 
chains know 


stores opening in shopping centers-—the 
are the big chains, 
this man commented. The where and how 
to make observed Asa 
facturing riskv operation 
while they concentrate on retailing at a good markup. 

healthy 


companies 


money, he rule, they leave manu 


a low profit and to specialists, 

Shoe manufacturing upstate appears to be 
condition, A check of a few 
divergent trends, 


representative 


shows some however. In general, pro 


duction at factories making women’s shoes is running 


slightly or well ahead of a year ago 


In women’s lines, the late Easter is causing retailers in 
g 


to delay 
reports But 


some sections considerably in placing orders, 


according to some other women’s manufac 


turers are experiencing little trouble in this respect 
Manufacturers of women’s shoes also disagree on the 
state of retail stocks. A 
dealers’ stocks are too high. 
Sut the latter 
departments. 
Style 
ties and instep straps in that order, 


followed by 


Color preference is 


popular-price style firm says 


A staple producer thinks not 


says stores are relying too much on instock 


houses say retailers are buying pumps, slings, 


with patent in most 
leathers 


flax, 


leathers, textured 


blac k 


demand smooth 


and suede navy, beige 


brown, red and pastels 
Tapered toes are becoming more popular than ever, and 


slim heels favored 


verv 

Women’s staple factories report ties le iding followed 
by pumps and instep straps. Smooth leathers are best, then 
patent, suede. and some textured leather. Staple buyers 


black or 
with lesser call for other colors 
800 fewer 
manufacturing in 1956 than the pre 
to the State Department of Labor 
The report notes that production was at a good rate and 
that 


ployees may he the main reason for lower employment 


New England 


Acrvity in New England. particularly i 
took 


and has continued to 


want mostly navy. but primavera calf is reported 
in demand 
In the 


employed in shoe 


Binghamton area, some persons were 


vious vear. according 


expresses the opinion inability to recruit new em 


’ 
women s volume 


novelty footwear, a heartening turn in late January 


every dav Although some 


hulk 


delivery 


increase 
majority 


April 


orde rs, the 
hefore late 


factories continue to wait for 


are already refusing to promise 
May 

quarter production will probably equal last year’ 
ahead Much depends 
pens in late February and March 
below 1956 and the deficit must be made up in the ensu 


ot early 
First 


and possibly go upon what hap 


January output was 


ing weeks. Delays in retail orders will continue to make 


the spring picture uncertain and much business may be 
lost due to late deliveries. 
Factories in the Lynn, Haverhill, Auburn, Me., and 


[TURN TO PAGE 117, PLEASE] 
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| CONTINUED FROM PAGE 115] 
similar areas which concentrate on women’s novelty shoes 
retailing at $6 and below are entering on what appears to 
be their busiest and 
s| he only 
meet deadlines. 
this year 
beyond Easter and well into May. 


most frantic spring run in many a 


year. question remaining is whether they can 


One thing appears more and more immi 
nent continued selling of pre-Easter shoes 
The late Easter coupled 
with the delay in retailer ordering has practically insured 
this. 

Men’s shoe 


been working 


factories in Brockton and other areas have 
since the end of last 
little to date. 


for their best season yet and may push men’s 


steadily year and the 


has changed very These are un 
doubtedly 
1957 per capita sales over the two pair mark. 

Children’s 


eral weeks and there are 


pace 


shoe factories have been humming for sey 


few problems here. 
noticeably, there is 


Although prices have not changed 


an unmistakable emphasis on retailer upgrading with 
better 
Retailers are 
with the increases by better allowances and 
better likelihood is that 
will have higher prices on the majority of their numbe: 
hut there will be little if any fanfare 


creases, 


manufacturers offering markup come-ons as the 


persuader. being encouraged lo go along 
promises of 
many lines 


profits. The spring 


about these in 


Regular store customers will still have the opportunity 
brackets 


next higher grade 


but they 
This 


1957 way of raising prices and it portends well for 


buy shoes in their last year’s price 
will find a better selection in the 


Is the 


both dollar volume and profits although it may cut down 
on pairage sales. But both manufacturers and retailers 
have found that pairage alone isn’t the answer to a rea 


sonable profit 


St. Louis 


Mos: manufacturers in the St. Louis area are operating 
at a satisfactory level. 
Some 


Production is at capacity for make 
One 


footwear has 


up houses, overtime is reported, manufacturer 


of medium-priced, high style women’s been 
working every Saturday at its several plants for more than 
two months. 

that 


reflecting continued hesitancy on the 


For general line firms, indications are production 


pace is slowing, part 


of some dealers to make volume commitments. Interna 


tional Shoe Company’s factories making men’s shoes 


planned a week’s shutdown in early February. 
Specialty houses are finding production in the opening 
months of 1957 traditionally slowing down also. One firm 


making basic casual types is using this slack period to 


volume order period 
that 
pairs than in 


build up a reserve stock against the 


expected later in the year. This same firm 


1956 it turned out 


reports 


during 50 per cent more 


1955. Although inability to meet delivery schedules last 
year lost a few customers for the firm, a spokesman says 
that buyers generally sympathized with the producer's 


problems. In many cases, working out delivery schedule 


solutions together has strengthened producer-buyer rela 
tionships 
manufac 


The bulk of spring production is behind many 


turers, and concentration is increasing on whites and sum 
mer patterns. The difficulty of getting pointed toe last 
continues to rear its ugly head. As one executive from 
a women’s make-up house stated, “We're over the hurdle 


on lasts, finally. We could use but we'll get along 
fine for the 


span on a last 


more, 
He observed that the usual delivery 


weeks. T he 


present.’ 


order formerly was six span 
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Manulac turinged Markets 


° ie a 








has been upped now to three month promi ed delivery, 
even then running late 
A number of representatives from manutacturing com 


panies have been quite out poken in praise of the pictorial 


feature on pointed toe shoes, used in the January 21 issue 
of Life Magazine. One sales manager said that retailes 
all over the nation would do well to clip the article and 
post it prominently in their store The X-ray view of 
exactly where the foot sits in a pointed toe pattern imme 
diately calms customers’ doubts about fit The article 


stated very emphatically that women find the pointed tor 


footwear comfortable 


Best quote from a producer of shoes was this one 
“Every day, customers are getting more selective Phi 
trend is affecting the retailers, whose buying is getting 
more selective. Thus manufacturers are forced to be more 
selective. Which is good.’ 


Los Angeles 


Mas: FACTURERS’ time is being divided between filling win 


ier style re-orders and getting the pring merchandise 
under way. Orders on the latter are omewhat shorter 
this year than in the past, due largely to sampling and 
wait and see” attitude on the part of buyers 

Currently, clearances are on in the retail tores and 


Men's shoes particu 
mostly fair mark 
Pop Christ 


openings are beginning to develop 


larly are being thinned out, They are 


downs with no panic or give-aways in sight 


buy ili position 


mas business kept the retailers in a good 


md left them with very litthe deadwood in stock 

Business in general, both at the manufacturer level and 
for the retailes definitely above last year at this time 
Lowest figure quoted is five per cent; some firms claim a 
much as a 15 per cent advance. It isn’t hard to under 


stand; California Department of Employment reports two 
ind one-half million people working on regular jobs’ in 
Los Angeles. Biggest tourist influx in history also added 


activity: the city hosted over five million visitors 
half a billion dollars. Of the total 


spent in clothing establishments, with 


to business 
who left 
107 million was 


behind over 


ove! 
the shoe departments gelling more than a proportionate 
hare 

Another factor that would put manufacturers’ busines 
up at least 10 per cent this year is the sustained growth 


in permanent population 


In women’s lines, plain black patent pumps continued 
to be a style leader be ive is strong while some line 
report an awake ning of interest in gray In the non-basices 


of red are along well with some 


the darker shades 


re orders re ported 


Coming 


In men’s shoes, the high school boys are off on a 
wedgies kick. They're buying heavily built shoes with 
thick leather sole strictly wedge with no undercut to the 
heel, having the same degree of comfort and flexibility 
to be found in a wooden sabot The kids then cover the 
soles with steel cleats or caulks It i nerve-rending 
clatter when half a hundred kids race down the school 
corridor toward the lunch room. But the boys seem to 


and the cleats which 


What they do to 


think these clodhoppers are the most 


| 


they install themselves are the greatest 


hardwood floors is a caution 
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WOLVERINE 
@ Lines to Helip You 


1. WORK and FARM SHOES 


Famous triple tanned 
Shell Horsehides; new 
Longhorns, retailing from 


$5.95. 








. OUTDOOR BOOTS 


Fine leathers and he 
man design to win 
the hearts of sports 


men 








2. DRESS SHOES 


Modern style plus Wol- 
verine comfort in the 
$8.95 to $10.95 range. 


3. PIGSKIN CASUALS 


Smert and snappy, ex- 
citing colors. Retailing at 
$9.95 
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man -ctyled echoes 
Build m23n-cized protite 


To make money today every shoe dealer must combine his 
efforts, concentrate his energies, stretch his dollars. Modern 
merchandising demands that you make two blades of grass 
grow where one grew before. Here’s what we are doing to 
help you save time, save money and speed up your sales .. . 
First, all four Wolverine lines work, dress, field and 
leisure shoes—-will be presented to you by one Wolverine 
salesman on one call, thus saving your interview time. 


Second, acting as our ‘‘complete’’ Wolverine dealer and 
selling all four lines will broaden your sales opportuni- 


ties, help you sell more shoes to more men. 

Third, combination orders of shoes in the four Wolverine 
lines will earn you maximum discounts. 

Fourth, combined orders will cut your transportation 
costs per pair saving money and handling. 


new 4-way styling 


Today people are style minded in all footwear, even work 
shoes. All shoes need eye pleasing style to increase their 
sales appeal and speed turn-over. Master stylist Gordon Ferrie 
has turned his designer’s skill on all four Wolverine lines 
work, dress, field and leisure — giving them new sales appeal, 
making them easier to sell. 


Backed by 546 Million Consumer Contacts through 
LIFE Magazine plus contacts through 
leading farm and outdoor publications. 


Leoenoaaannneenmad 


INDEPENDENT RETAILERS: Write today for franchise informa- 
tion and literature. 


WOLWVE RPE INSEE ssi05 and TANNING corPporATION 


ROCKFORD, MICHIGAN 
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Pro-tek -tiy 
the hee or gap at the sides 


Pro-tek-tiv’s skilled shoe-making 
and expert material selection give 
your customers smart styling and 


longer wear 


3) Pro-tek-tiv’s built-in heel wedge 


helps keep young ankles straight 













© Pro-tek-tiv’s fine quality upper 


leathers will hold their shape and 








polish to a beautiful lustre 

5) Pro-tek-tiv's rugged scuff-proof 
ti is stitched over a full vamp 
not pieced together as in ordi 
nary shoe 


6) Pro-tek-tiv leather soles are the 


very finest because only top qual 


ity leather is used 










ero TEK:TIV has SELLING FEATURES that make 


sense to parents and more sales for dealers ! 


How hard does your present children’s 
shoe line work for you? Are you getting 
the extra business that the children’s 
market offers today? Don’t be satisfied 
with a shoe that just “holds its own” in 
an expanding market. Bring those new 
customers in, and pile up those impor- 


Price WELTS 
BRB. $3.59 1—$4.90 ¢ $4.80 M—$5.40 


lo Retail 
B—%$6.00 1-—$7.00 ¢ $8.00 M-—$9.00 


Write us today for our new Spring Catalog our Repre- 


sentative will be glad to call with the complete Prostck oti Yoent * ALLOWANCE To 


line—both welt and cement construction 


fine Quality children’s shoes since 1882 












tant repeat sales with Pro-tek-tiv, the 
shoe with the built-in features that give 


you more sales ammunition. Not just 


“talk” but important features that mean | Pro-tek-tiv has a pretty 
; yes all vice shoe with more sales profit picture for you i 
YULIC Ing pos IOUS 
| MARK-UP eeee 40% 
DISCOUNT....5% 


(30 Days f.o.b. Reading) 


GG—$10.00 y i. i : ADVERTISING,, 


GG—$ 6.00 WEMBE 


3% 


Curtis Stephens Embry Co. 


Reading, Pennsylvania 





How Electronics Works 


for the Shoe Retailer 
[CONTINUED FROM PAGE 97] 


The information of the detail and 
master cards works in a similar way. 
By combining or “cross-breeding”’ cer- 
tain statistical information on these 
cards, the company can almost instantly 
come up with the answer desired. By 
feeding this information into a tabulat- 
ing machine, for example, it can in a 
matter of minutes know its inventory 
position on supplies or finished shoes. 
It can almost instantly know if its pro- 
duction schedule is running on time 
and if not, exactly where it’s bogged 
down, and why. It can quickly ascertain 
which of its shoes are selling best—the 
patterns, ete. and in which 
parts of the country. 

The system permits what can be aptly 
termed “fingertip control.” All desired 
information is immediately available. 
No waiting or running behind or losing 
control of the situation. 

Speed and efficiency? Here are some 
examples: 

On orders, it used to require four 
girls typing all day long at top speed. 
And even then they were running one 
or two weeks behind schedule. Today 
the work of those four girls can be 
done in one hour—that is, what it took 
four girls to do in a day. No longer is 
there any jam-up in the company. 


colors, 


In the matter of order analysis and 
inventory, it formerly required six girls 
to do the job. And in a rush period it 
was Virtually impossible for the com- 
pany to know its order analysis or in- 
ventory position. So they couldn’t tell 
a customer for sure if the shoes would 
be shipped on time. Today, the com- 
pany’s order analysis figures and in- 
ventory position can be known in a 
matter of minutes. Not only is all the 
information highly accurate, but much 
more information than before is now 
available. The six girls have been re- 
leased to other departments. 


Inventory Control 


On inventory, previously very little 
data was on hand except what was most 
basic, and even this information wasn’t 
right up to the minute. Inventory was, 
as in many plants, a matter of taking 
physical count with manpower each 
month. Today at any given hour of any 
given day an inventory position is al- 
most immediately available simply by 
feeding certain data into a tabulating 
machine. 

Furthermore, a great deal more va- 
riety of information can be made avail- 
able. For example, stock number, width 
end size; the previous week’s inventory 
plus receipts from factory production 
that is going into in-stock, shipments. 
That information gives the total inven- 
tory position of the company as of any 
given hour. This information can now 
be “cross-bred” to provide additional 
information. 

The system can tell the company ex- 
actly how pairs of shoes are in 
process on izes, or shoes sched- 


many 
pecific 
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uled for production by sizes. It knows 
exactly how many shoes are scheduled 
to be shipped. The company knows its 
“theoretical inventory” position at any 
time (orders on hand and scheduled for 
production, shoes in process, shoes 
ready for shipment). The retail cus 
tomer can be told instantly if any shoe 
or size is available, or when it will be 
available without having to run 
through the stock bins for a physical 
checkup. Rarely is there an absence of 
needed sizes, because the in- 
ventory “reading” permits efficient con- 
trol. 

On billing, it used to take eight girls 
a full day to do what a tabulating ma 
chine can now do in one hour. This not 
only gives the retailer much faster 


shoes or 


billing service, but assures far greater 


accuracy. The latter cuts down corre- 
spondence to correct erors, maintains 
better customer relations. 

Further advantage on inventory con 
trol is the elimination of unbalanced 
stocks (too many of some shoes or 
sizes, too few in others). Also the size 
cf the inventory needed to do business 
efficiently is reduced. All stock on hand 
is “live,” without unnecessary surpluses 
or excessive carry-overs. Lastly, the 
company is able to maintain “fingertip 
control” of its raw materials inventory 

the leathers and component parts re 
quired to make the shoes. It knows the 
quantity, prices and types of these doz 
ens of different items it has on hand at 
any desired moment. This prevents pro 
duction and delivery slowdowns result 
ing from shortages of needed parts or 
materials. 

Sales analysis is another invaluable 
service provided by this accounting 
system. The sales progress of any given 
shoe in the line, from any position in 
the country, can be known instantly. 
Slow-moving styles can be reduced in 
inventory (this prevents pile-up of 
stock that must later be cleared out at 
a loss.) Fast-moving styles are stepped 
up for in-stock supply, permitting fast 
re-order service to retailers. 

Even salesmen’s commissions are 
worked out and delivered much faster. 
It used to take one girl working con 
stantly to do this job—and usually run 
ning as much as a month behind. Today 
the work is done in a couple of hours, 
and commissions are always paid right 
on time. 

Direct mail is another application for 
the computing machines. It formerly 
required a girl a full week to put 
through one of the company’s direct 
mailings. 

This the 
though of relatively modest size, obvi 
ously accomplishes a great deal. It con 
sists of only six machines at present. 
The Keypunch does all the detail work, 
transferring information on 
to cards. The Sorter sorts 
any way you want the 
coming information to appear. The 
Tabulator adds, subtracts and prints 
information on the cards. This machine 
is fed selected cards or information to 
produce whatever information is de 


ystem in Danvers setup, 


such a 
order 
cards in 


these 


out 


sired. The Computor does all the mul 
tiplication—is for billing, pay 
rolls, accounts payable, etc. The Sum 
mary Punch summarizes information 
from many cards. For example, 1,000 
different transactions can be quickly 
summarized on a single card. Lastly, 
the Collator automatically selects all 
the address cards and collates them 
with the detail cards for billing and 
other purposes. 

States Walter “The 
savings or economies achieved so far 
have been very substantial. We have 
already accomplished our original ob 
jectives—to get caught up with and 
stay ahead of We've 
the speed and efficiency we were after 
Now we plan to apply these machines 
to additional uses where there will be 
many further advantages and saving: 
beyond our original plan.” 


used 


Page: actual 


orders. achieved 


Personnel Costs 


While all personnel “replaced” by the 
machines have been moved to other de 
partments of the company, the system 
will permit reduction on additional per 
sonnel that would have 
quired to do the work without the ma 
chines. Further, practically all over- 
work—common before, especially 
at peak seasons—has been eliminated 

The machines, of course, do not al 
together eliminate personnel. The hu 
man or intelligence factor will always 
be vital. Though the machines have 
perfect accuracy and can function 24 
hours daily without fatigue—they can 
do their work only on the basis of what 
is fed to them by personnel, 


costs been re 


time 


Danvers in 


many ways may be 
sidered a 


“typical” firm in size and 
general operations. However, its data 
processing system has put it a pro 
gressive step ahead in modern efficiency 
techniques. It’s likely that over the 
next few years many other “average” 
shoe manufacturing firms, if not most, 
will install similar 
prove their operation 


con 


equipment to im 
and service 
Danvers says that a number of shoe 

manufacturers have come to see this 

integrated data processing system and, 

according to Page, “have heen im 

pressed by what they’ve seen.” It looks 

like it’s here to stay and spread 
throughout the industry. This will mean 
not only more efficient factory opera 
tions, but 
retailers 


many improved services for 
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New Shoe Products of 1957 


[CONTINUED FROM PAGE 99] 


New Weltings 


Iilus. No. 9—Several new welting 
styles are being introduced by this firm. 
First is called Wedge Beadwelt, a new 
welt with a triangular-shaped bead 
which fits tightly the upper 
‘and presents a sloping outer surface, 
tapered to a delicate all-grain top edge. 
Next is a Wheeled Welt, a decorative 
beadwelt which been 
present a bead surface with one of sev- 
designs including 
indentations or a 
Fine Beadwelt 
Jeadwelt 


against 


has embossed to 


eral attractive 
coarse 
and 
modifications 


notches, 
“grained” texture. 
Fine 
of the parent welt, and are light, flex 
ible and more delicate in appearance 
than the standard items. A number of 
welt stylings intro 


Split are 


other are being 
duced 

The company is also showing its spe- 
cially treated insoles which minimize 
the destructive effects of sweat and 
moisture which ordinarily cause crack- 
ing, shrinking and curling. 
L. FARBER CO., WORCES- 
MASS. 


Nource 


TER, 


Cushioned Comfort 


new developments in this 
company’s FABRIcushon foam-fabric 
shoe materials have created a number 
of fresh shoe styling ideas while at the 


Several] 
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6780 armchair 
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same time providing built-in comfort 
features in the shoe. Recently, the 
company launched an expansion pro- 
gram based on the style-comfort theme 
and has developed facilities to give 
“personalized” styling shoe 
manufacturers desiring to feature the 
unique qualities and eye-appeal values 
of this material. The material is used 
not only for functional purposes (cush- 
ioned insoles or socklinings, quarter lin- 
ings, heel pads, etc.), but also provides 
a “quilted” styling look on shoe vamps. 

Source: ANDREWS - ALDERFER 
DIVISION, THE KENDALL CO., 
AKRON, OHIO. 


ideas to 


New Innersole 


A new innersole with a number of 
important features is being introduced 
for the first time. Known as Lexide, it 
is extremely light and flexible yet pos- 
sesses great strength to help the shoe 
retain its original shape and last under 
the constant stresses and pressure of 
wear. Lexide will not crack or curl, 
remains smooth under the foot through- 
out the life of the shoe. It 
high “breathability,” does not absorb 
moisture or discolor with The 
insole has excellent thermal] or insulat- 
ing qualities, helps keep the shoe cool 


possesses 


wear. 


in summer, warm in winter. The Lex- 
ide material has excellent workability 
from the factory standpoint. A unique 
feature of this new innersole is that it 
comes in several attractive pastel 
shades: blue, pink, green and yellow. 
Source: LATEX FIBER INDUS- 
TRIES, INC., BEAVER FALLS, N. Y. 


Heel Base 


A new heeling board material, called 
Suntan, has been developed to give in- 
creased functional values. This heel 
base material, which comes in a natu- 
ral leather color, is very light in weight, 
gives extremely long wear, and has 
high workability in the factory such as 
being easy on knives, trim and sand- 
papering operations. It was developed 
after two years of research, in which 
the company was seeking a material 
with the tough wearing qualities of its 
Leatherok product and the easy work- 
ability of its Spectro product. The Sun- 
tan product has produced the answer. 

Source: GEO. O. JENKINS CO., E. 
BRIDGEWATER, MASS. 


Swivel Strap 


Illus. No. 10—This is a fresh version 
or application of the popular swivel 
straps. This one combines a delicate 
flower ornament with an eyelet on the 
strap. The result is an attractive, effi- 
cient swivel action. The flower orna- 
ment has an extra long rivet imbedded 
in it to prevent too tight an action. The 


emphasis on 
structural strength 
and contemporary design 


126 years the leading makers of 


chairs and tables for public use 


Write us your seating requirements. 
We will send appropriate 
illustrated material. 
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come in different colors, 


ornaments 
and some with shorter rivets imbedded. 
The latter are very suitable for use on 
the vamps as offsets to the swivel strap 
attachment. 

Source: HENRY S. BLACKWOOD, 
INC., FOREST HILLS, N. Y. 


Insole Development 

This is a new, semi-automatic, rib 
cement attaching machine with an au- 
tomatic cut-off rib feature. Thermo- 
static controls permit the cement bond- 
ing and rib attaching to take place in 
a single operation It eliminates guess- 
work, speeds production and cuts costs. 
The automatic rib cut-off provides the 
exact length of rib needed on the insole. 

Tied in with this new machine are the 
company’s seven new process ribs for 
innersoles, each to fit a different price 
range of footwear. 

Source; PRIME MANUFACTUR- 
ING CO., LYNN, MASS. 


Innersole and Socklining 
8g 


A new innersole of great strength is 
made of Pellon, a fiber construction 
said to be physically similar to leather. 
It possesses such important qualities as 
easy rounding and cutting with a clean 
edge, and will not shrink; it is very 
flexible, has good porosity, and insu- 
lates the food against heat or cold, thus 
resulting in a comfortable shoe. This 
material may be purchased as sheet 
stock, or in rolls, or as processed fitted 
insole strips. 

This company has also introduced 
socklining inserts known under the 
name of Macumfit. These are produced 
in one pattern of three sizes, and in 
colors (green, gray, beige, black, white, 
etc.). 

Source: LYNN INNERSOLE 
ALLSTON, MASS. 

White Finish 

This company’s new Duralene White 
Finish provides savings up to one cent 
a pair because its built-in luster elimi- 
nates the need for ragging, brushing 
or spraying. It is highly water-resis- 
tant and durable. 

This company is also introducing a 
special Static Conductive Cement for 
shoes used in hospitals, explosive prod- 
uct plants, mines and other occupations 
where static is a hazard. 

Sources B. B. CHEMICAL 
CAMBRIDGE, MASS. 


CO 


CO., 


Slipper Sole 

Nitrolite is a new lightweight cellu- 
lar slipper soiling designed for use on 
house slippers and resort shoes. It 
holds up well throughout the life of the 
slipper or shoe. It provides a soft, 
comfortable shoe base and gives good 
wear. 

Source: THE BEARFOOT SOLE 
CO., INC., WADSWORTH, OHIO. 


Upper Material and Linings 
Three new developments in shoe up- 


per materials are being introduced by 
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this source. One is a vinyl suede; an- 
other is a vinyl patent finish; and the 
third is a new upper material that is 
embossed and finished with this firm’s 
exclusive Hi-Fidelity process which 
permits authenticity of detail in cap- 
turing the appearance of such genuine 
originals as Broadtail, Woven Leather, 
Straws, soft fabrics and many other 
surface patterns. These supported or 
backed vinyl materials are brand- 
named Tolex. 

The company is also introducing a 
new vamp, strap and quarterlining 
material called Nygen Tolex. 


Source: TEXTILEATHER DIVI- 
SION, THE GENERAL TIRE AND 


RUBBER CO., TOLEDO, OHIO. 


Box Toes 


This company is introducing a new, 
resilient box toe which is soft to the 
feel, yet retains its “snap-back” prop- 
erties after months of wear. 

Another development is an improved 
solvent-activated box toe for use in un- 
lined footwear. There is a_ polyethy- 
lene barrier which permits removal of 
the shoe from the last easily, and as- 
sures a clean under surface in the toe 
portion of the shoe. 

Source: BECKWITH-ARDEN, INC., 
WATERTOWN, MASS. 


Cork Shoe Products 


An improved shoe cushioning mate- 
rial has been developed with a plastic 
binder that gives the material, a cork 
cushion. It is extremely 
not support mold 


base, 
lightweight, 
growth, is not affected by moisture. 
Another new product by this com- 
pany is Flexicork, used as a cold proc- 
ess bottom filler. It is more flexible, 
has more cushion, yet won’t creep or 
flow. It is fast-drying and non-stain 
ing, can be used on any welt-processed 


more 


does 


shoe. 

A third new product is Fibercork, an 
insole material with a built-in cushion. 
It mixes finely ground cork with flex 
ible fibers, gives an extra springiness 
and flexibility, thus reducing the shoe 
break-in period. It has excellent breath 
ability and is very lightweight. 

Source: ARMSTRONG CORK CO., 
LANCASTER, PA. 


Combination Counter 


Known Contura, this is a new 
combination counter and non-slip. This 
patented product is designed to provide 
semi-soft, lightweight and flexible 
counters with a built-in non-slip. The 
counter will conform to the exact shape 
of the last and provides a perfect top- 
line. The makers say that use of the 
product requires only simplified shoe- 
making procedures, and that the prod- 
uct represents a cost saving over con 
ventional counter and non-slip. This 
company developed the product jointly 
with B. B. Chemical Co. 

This firm will also introduce several 
other new products at the Conference. 
These include Moutana, a new mouton 


as 


replacement for use in volume-priced 
footwear. Also, Oporto, a genuine cork 
applied to a cloth base to produce a 
flexible material for heelcovers, 
wrappers and general upper use. 

Source: PHILLIPS-PREMIER 
CORP., BOSTON, MASS. 


cork 


Shoe Display Forms 


A new line of shoe forms to be used 
for salesmen’s samples, showroom dis- 
plays and retail window displays has 
been introduced. Made of a material 
known as Duralite, these forepart 
forms combine strength and lightness 
of weight, will not crack and are un- 
affected by climatic conditions. They 
smartly hold the shape of the last and 
have eye-appeal value. 

Source: C. S. PIERCE CO., BROCK- 
TON, MASS. 


New Insole and Welting 

New Darex resilient insoles, made 
from highly purified cellulose fibers, 
offer the necessary strength and flexi- 
bility for comfort, long wear and fit. 
Also, a Darex solid vinyl welting for 
Goodyear and stitchdown shoes firmly 
resists scuffing, cracking and abrasion. 
Waterproof, it cleans easily and re- 
mains flexible for the life of the shoes. 

Source: DEWEY AND ALMY 
CHEMICAL COMPANY, CAM- 
BRIDGE, MASS. 


Store Employes Contribute 
Hosiery Slogans 

COLORADO SPRINGS, CoLo.—Encourag- 
ing store personnel to develop catchy, 
interesting slogans to promote hosiery 
ales is an idea which has paid divi- 
dends in increased hosiery turnover at 
Vorheis Shoe Company, here, according 
to Roy Allan, manager. 

The Vorheis family shoe store, 
which often has 14 salesmen on duty 
with half a dozen women cash- 
iers, wrappers and office employes, dis- 
plays a new hosiery slogan almost every 
week in the year. All of the slogans are 
written by employes who submit them 
to Mr. Allan for use the following week. 
In most instances, slogans average from 
7 to 10 words, and many are closely tied 
the at hand or civic 
events. Others have a touch of humor. 

Each hosiery promotion slogan, as it 
is selected for the week, is reproduced 

trip sign which may be as much 
The sign is mounted 
along the front of the shadow box at 
the service counter where hosiery is dis- 
played. Here, the slogan naturally 
catches attention from every visiting 
customer, since every purchaser makes 
a stop at the cashier’s stand. 

Slogans vary sharply. A typical slo- 
gan, for example, reads “Lovelier Legs 
rhis the Sheerest Sheers.” 
At Christmas time, a winning slogan 
them receive them 
you'll them nylons.” At another 
time, the slogan suggestion was, “Give 
rylons remembrance—they are a 
gift which keeps on giving.” 
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sealed wood finish unsealed wood finish 
won’t absorb moisture absorbs moisture 
after 60 minutes in 15 minutes 
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HAVE AN UNSEALED FINISH 
ABSORB MOISTURE FROM 
SHOE’S INNER SURFACES 


ROCHESTER SHOE TREE COMPANY 
60 CUMBERLAND ST., ROCHESTER, N.Y. 








Caribe Shoe Expanding 
in Puerto Rico 


SomME time in 1957, Caribe Shoe, an affiliate of Shoe 
Corporation of America, plans to open a new 15,000 square 
foot plant geared to turn out a new line of children’s 
shoes By the end of the year volume is expected to be 
$2.500.000. Most of these shoes will be sold in the Conti- 
nental United States. The present annual volume of chil- 
dren's and misses’ shoes sold in the United States is 
$1,600,000. 


4\ 


e % 


Quality shoes are being turned out by native Puerto Ricans 
who six months before had never worked in a factory. 


Some day Puerto Rico may be as famous for its shoes 
as it is now for its rum. The Caribe Shoe Corporation 
has broken away from the standard “Made in USA” stamp 
used on Puerto Rican products and is labeling its shoes 
“Made in Manati, Puerto Rico.” The company, which is 
very promotion minded, considers this stamp good business. 

Under its tax free industrialization program, Puerto 
Rico is developing rapidly. More than $100 million worth 
of brand name products are shipped to the Continental 
United States each year, including such well known prod- 
ucts as Paper Mate pens, Sunbeam shavers, Proctor irons 
and Maidenform brassieres. 

In Manati, where Caribe’s factory is located, quality 
brand name shoes are being turned out by workers who 
six months ago had never worked in a factory. Plant 
manager Luis Benitez Carle believes that his newly trained 
operators can actually make many kinds of shoe better 
than veteran workers. 

It's Mr. Benitez’s theory that his workers haven’t had 
time to pick up bad habits. Having nothing to unlearn, 
they are easily taught the latest and most efficient shoe 
production methods. New operators are trained for six 
months to follow detailed instruction sheets which indicate 
which operation must be performed to create the par- 
ticular style on the production line at the moment. These 
operations include cutting, stitching, finishing, etc. 

In Caribe Shoe’s case, Puerto Rico’s Economic Develop- 
ment Administration contributed to the training program 
[TURN TO PAGE 126, PLEASE] 
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We arrive at an interesting conclu- 
sion. No single factor, no matter how 
important by itself, determines whether 
a is good, mediocre or poor in 
terms of performance values. Not ma- 
terials alone, or workmanship alone, or 
long wear alone, ete. What does deter- 
mine performance value is a group of 
factors individually, and how they are 
integrated as a team to function as a 
completed unit. 

First, there’s the quality and per- 
formance rating of the individual shoe 
components: the outsole, insole, coun- 
ter, box toe, lining, thread, filler or ce- 
ment, upper material. Just as a chain 
is only as strong as its weakest link, so 
it can be said that a shoe’s perform- 
ance is only as good as its weakest 
component part. 

When these parts are fused into the 
finished shoe they require another set 
of performance values such as fit of the 
shoe (determined largely by the shape 
and measurement the 
last), flexibility, weight, comfort, the 
ability of the shoe to hold its original 
shape, ete. 

So it’s not only a matter of what 
goes into the shoe (component parts), 
but also of the devices and skills and 
methods used to put these parts to- 
gether into a working unit to give a 
satisfactory performance value. 


shoe 


accuracies of 


Testing Or Evaluation 
About three years ago an interest- 
ing “shoe standards” program was 
launched for certain types of footwear 
(children’s shoes in particular) by the 
British Boot and Shoe Manufacturers 
Association, in cooperation with retail- 


ers and consumers. The program re- 


ceived strong support by the British 
Standards 


Institution, the equivalent 


How Retailers Can Evaluate Shoe Performance 


[CONTINUED FROM PAGE 95] 


of our own U. S. Bureau of Standards 
Standards were set up for variou 
shoe components in these shoes, such 


as for threads, linings, insoles, outsoles, 
ete., as well as for last sizes and size 
markings inside the shoe. Any non 
branded shoe is given a number 


through which the manufacturer can be 
traced. 

There no law 
compulsion behind this. 
up a group of “performance” or 
ity” for these shoes which 
manufacturers follow if they 
desire. But have 
surance that “approved” shoes are com 
plying with standard specifications de 
signed to give best performance. 

Whether such a system would work 
well in the U. S. is a matter of opinion. 
What is important, however, is 
form of practical application for stand 
ards by which to measure or evaluate 
performance. 

Every retailer fitter must 
serve as a “shoe diagnostician.” For 
example, a woman comes into the store, 
complains that the shoes she bought a 
few weeks ago cause her feet to burn. 
She wants a new pair of shoes—free 
The retailer must decide whether the 
claim and demand are justified. And 
to do this he must “diagnose” the situ 
ation. Does the fault lie with the cus 
tomer? For example, does she stand or 
walk a lot so that her feet swell, re- 
sulting in a tight shoe that burns the 
foot? Does have foot trouble 
that the burning sensation is actually 
caused by the foot ailment rather than 
the shoe? Or is it that there’s some 
fault within the shoe? And if , to 
what specific part or source in the shoe 
can the trouble be traced? Perhaps the 
shoe was a wrong size, carelessly fitted 
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However, that’s the negative side 
determining what’s wrong with the 
hoe. There’s also the positive side 
determining what's right about the 
hoe. That is, ascertaining all the spe 
cific performance values within the 
shoe. Once he has determined this, he 
now has a powerful array of selling 


sent to the customers 
the customer the 
will perform well in 
dozen 


features to pre 
When he tells 
“quality” 
he can 
reason 
ect the 


hoe 
has ol 
now a 
why 


shoe, 


present 
He can 
part by 


wearing, 
different 
cally di 


practi 
part 


and show why it will perform well. And 
while he’s doing a good selling job he’ 
at the same time doing a good cu 
tomer-education job that builds cu 
tomer confidence in the product and 
good will for the store 

In the table accompanying this ar 
ticle is a list of major component 


which largely determine a shoe’s over 
all They are applicable 


chiefly 


performance. 
to 
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Covering 
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BOX TOE 
COUNTER 
SOLE 


Shape Retention 
Shape Retention 


Wear 

Shape Retention 
Separation 
INNERSOLE Cracking 
Curling 

Shape Retention 
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2 BACK SEAM 
2} 5 
1, BOTTOM FILLER 
2 ) 2 UPPER MATERIAL 
3 ) 3 
5 
3 10 
2) 
FLEXIBILITY 
6 
6 20 FIT OF SHOE 
: COMFORT 
SHAPE RETENTION 
: \ 4 (over-all 
| WEIGHT 
1 3 











CUMULA- 
ITEMIZED TIVE 
TEST FOR SCORING SCORING 
Stitch Tear 4 4 
Creep 3 3 
Wear 8 
Crocking 2 
Peeling 2 
Scuff Resistance 2 20 
Cracking 4 
Discoloration 2. 
5 5 
6 ) 6 
6 6 
6 6 
3 ) 3 
100 100 
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Caribe Shoe Expanding 
[CONTINUED FROM PAGE 124] 


for the first six months of operation. EDA’s main function 
is to promote plants under the tax free industrialization 
program but its other activities include selecting and 
training workers, securing financial and technical aid for 
new manufacturers, and making available plant buildings 
at reasonable rates. 

EDA offers local tax exemption for ten years. Caribe 
Shoe, for example, is exempt from all Puerto Rican taxes 
for a decade, in addition to being free from federal cor- 
porate taxes because Puerto Rico has no vote in the U. S. 
Congress. 

Caribe Shoe sells only $500,000 annually in the local 
Puerto Rican market. But ocean freight is so much 
cheaper than United States inland overland freight that it 
costs less to send a pair of shoes 1600 miles from San 
Juan to New York than 200 miles between two cities in 
the United States. Profits are also higher in Puerto Rico 
than in the States—11 per cent of net sales. 

Unusually high profits and rising productivity explain 
why shoe making in Puerto Rico has grown since 1950 
from two firms with a $1 million annual volume to 13 
firms whose annual sales to the United States top $6 
million a year. 


Letters to Boys’ Clubs 
Help Contest Promotions 


Arvava, CoLto.—Taking the time to sit down and write 
a letter to all youth organizations in the area whenever 
the shoe store develops any sort of sales contest, has made 
give-away drawings and similar promotions pay much bet- 
ter dividends at the Family Shoe Center here, according 
to Otto Wickmann, owner. 

Mr. Wickmann, who does a heavy children’s and grow- 
ing boys’ shoe volume regularly, offers manufacturer spon- 
sored seasonal contests, usually via the registration route, 
where each sale of a pair of sneakers, boy’s shoes or boots 
entitles the purchaser to one ticket to a future drawing. 
Prizes are usually bicycles, baseball equipment, hobby 
horses, ete. 

Despite the fact that complete window displays of the 
prizes were used and usually newspaper ads were also 
run, Mr. Wickmann was frequently surprised to find that 
many local youngsters knew nothing about his contests. 
When this had happened several times, the Arvada shoe 
retailer decided to take corrective action. 

Realizing that most boys and girls belonged to one club 
or another, Mr. Wickmann simply listed all such groups 
in the city, including Boy Scouts, Highlanders, Girl Scouts, 
boys’ social clubs, Little League baseball organizations, the 
YMCA and the young Izaac Walton League. The address 
of each of these clubs was permanently listed in a note 
book which Mr. Wickmann keeps handy. 

Now, whenever the store has a sales drive which involves 
a prize drawing, an essay contest or the like, the Colorado 
shoe retailer writes the manager, head, secretary, or presi- 
dent of each group with the request that the letter be 
posted on the club’s bulletin board. There is always a 
spot on the wall of these organizations with plenty of dis- 
play space for the letter, and Mr. Wickmann receives 100 
per cent cooperation from them. 

Since this plan has been used, the Family Shoe Center 
has had tremendous turnouts actually amounting to at 
least a 200 per cent increase, according to Mr. Wickmann. 
In return for the cooperation of the clubs in posting his 
letters, Mr. Wickmann regularly donates window display 
space for special projects of the youth groups, such as 
cookie sales, charity collections and handiwork exhibits. 


Boot and Shoe Recorder 











The Retailer Speaks... 





Because of his thorough un- 
derstanding of the tastes of 
fashion-minded matrons, CARL 
MISCHLISPY, president of Pea- 
cock Shoe Shop in downtown 
St. Louis, has earned a niche in 


midwestern retailing. He is 
widely known as “Mr. Carl.” 
“This shoe, the Vivian, fits 


right into that one certain spot 


in a mature womans wardrobe. 


That’s why it is a consistently 
good seller for us here at Peacock. 
“An instep sandal on a 23/8 
heel with a quarter-inch platform, 
this shoe can be dressed up or 
down to fit any occasion. So many 
women who come in have flexible 
feet, aches and pains here and 
there in the toes. These women 
are not happy in a pump. But at 
the same time, these same women 
demand a shoe that has a good 
style and appearance rating. 
“The instep strap holds the foot 
back in the shoe without being 
old-ladyish about it. The platform 
is low, yet houses the cushioning 
of cork and rubber which makes 
walking ‘a dream,’ women tell me. 
Many women executives and ca- 
the 
more ways. It takes them to work, 


reerists have Vivian two or 
then takes them partying late in 


the day.” 








How Retailers Can 
Evaluate Shoes 
[CONTINUED FROM PAGE 125] 


rather than to style or special foot- 
wear. However, in almost every in- 
stance a qualified shoeman can use this 
table to evaluate the shoe part by part 
and come up with what can in general 
terms be called a performance rating. 
Some of these appraisals, based on his 
experience and judgment, can be done 
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by visual examination. Others 
actual wear tests by customers. 
The “ideal” shoe would get a 100 rat- 
ing on this table. The scores would be 
scaled down for other shoes, based on 
their ratings by individual parts. Inci 
dentally, the rating “values” given each 
of the components are arbitrary; that 
is, if the shoeman wishes to change 
these around a bit, based on his own 
appraisals, he can of course do so, 


require 


Briefly, let’s explain a few of the 
instance, the 


items on the list. For 


measurement of “shape retention” un- 
der A sole may wear very well 
but may lose its shape quickly, such as 
by curling or spreading. Thus it might 
get a 4 rating for wear (instead of a 
perfect 5) and only a 1 rating for 
shape retention (instead of the top 3). 

Another item is “separation,” which 
appears in the and tongue cate- 
gories. This simply means a breaking 
away due to broken threads or poor ce 
ment adhesion. If the sole separates, 
though the rest of the shoe is intact, 
“defective.” A 


soles. 


sole 


the shoe is nevertheless 
mother becomes exasperated if the 
tongue of the child’s shoe loosens or 
pulls away because of broken stitches. 

Shape another factor 
mentioned times in the table 
This means simply the ability to retain 
the original shape of the part, or rea- 


retention is 
several 


For 
example, a toe box that collapses with 
wear will have the same end 
a short 


sonable closeness to it, with wear. 


result as 
Though the rest of the 
may be in excellent condition, a 
troy the cus 
value or 
value of the shoe. 

of the bottom filler beneath 
the insole can create a lumpy, uncon 


shoe. 
shoe 
collapsed toe box can de 
tomer-satisfaction perform 
ance 


“Cl eep” 


This can lead 
uncomfortable 


fortable base to walk on. 

to foot distre 

shoe 
The 


of the trend toward lightness, becomes 


and an 


factor of shoe weight, because 


increasingly important. Because we 
have no specific standards on what shoe 
weights should be, the shoeman will 
have to use his own judgment in evalu 
ating this. In doing this, he must of 
course consider the type of shoe and 
its particular use 

Other factors on the list are pretty 
much self-explanatory. The list as a 
whole, however, can serve as a fair 
guide to evaluate the “performance 
value” of any conventional or basic 
hoe. It also provides the retailer with 
important merchandising point 


Shopping Center Being Built 


Forr WAYNE, IND.—Construction is 
progressing on the Skyline Plaza 
Shopping Center at the northwest edge 
of Fort Wayne on Route 30 West. It 
will be completed in the spring. Among 
tenants in the center, being built by 
Donald Shanedling and Associates of 
Minneapoli are Miller-Jones Shoe 
Wilkerson Shoes, Grand Leader Dept 


Store, and J. C The center 
will have approximately 38 


pace for 2,000 car 


Penney Co 
tores and 
parking 


Becomes Store’s Sole Owner 


Derroir—Sam Green, who founded 
the west side Detroit store of David 
Green Shoes at 3500 West Warren 


Avenue 36 years ago, has taken title as 
owner of the for the first 
time, following the death of his mother, 
Mrs. Naomi Green, who was a partner 
His father, David Green, who died a 
number of years ago, had also been a 
partner 


sole store 
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With 
CHAINS © INDEPENDENTS 


Interior of attractive new 
(. Wi. Baker Shoe Store, Van Nuys, Calif 
(Subsidiary of A. S. Beck Shoe Co.) 


FIRST 
RESOURCE 


for 
Quality 
Chairs 


They're in complete agreement 





Style #£3265A , . 
on this important merchandis- 


ing principle: attractively dec- 
orated stores and well-designed, space saving, comfortable 
chairs sell more shoes and sell them faster! 
That's why both have made Chairmasters their number one 
resource for luxurious chairs at surprisingly low prices. 
Whether you have one or a hundred stores, need a dozen 
or a thousand chairs, you'll find it best to do business with 


a shoe store furniture specialist—Chairmasters. 





INC. 
200 East 146th Street * New York 51, N. Y. * CYpress 2-0600 


SPECIALISTS IN SHOE STORE FURNITURE 
ee ee en ee re ree 


Please send New Chairmasters 
Catalog to 


i 

l 

NAME _ i 
\ STREET . 
i 

P) 








a eee 





Self Serve Gives Service 


Denver—The fact that he operates the largest self- 
service shoe store in the Denver area hasn’t prevented Joe 
Zinn, owner of Economy Self-Serve Shoe Company here, 
from selling a profitable volume of name-brand shoes. 

Last February, Mr. Zinn, who operates two family shoe 
stores in the Denver suburbs, took over a new building, 
to create far and away the largest self-service shoe store 
ever to be built in Colorado. This, located on South Broad- 
way, directly across the street from a Montgomery Ward 
retail department store, is a 40 foot by 90 foot store build- 
ing which has been developed into a “footwear super mar- 
ket.” Six aisle rows are lined with open, self-service gon- 
dolas, in standard super market style, to display more 
than 3000 pairs of shoes, entirely on a self-service basis. 
Customers simply follow printed signs to locate sizes and 
prices, fit themselves in any of 36 fitting chairs provided 
between the gondolas, and pay for their purchases at a 
convenient check stand at the front of the store. 

Although Zinn originally planned to sell on an economy 
basis altogether, he found that “people still want service.” 
From the beginning, the store began offering “name 
brands,” better priced shoes, along with its economy lines, 
and found that these sold surprisingly well. “However, 
we found that it isn’t possible to sell customers on better 
price shoes, at $8.00 to $10.00, without giving them some 
personal attention,” Zinn said. “Consequently, we had to 
make some changes.” 

The “changes” consisted primarily of buildmmg up the 
store staff from three to nine, with six salespeople on hand 
to help customers find merchandise, to fit them, and to 
apply the element of salesmanship, which, of course, 
doesn’t exist in self-service operations. After this change 
was made, sales skyrocketed and the Economy Self-Serve 
shoe store discovered, agreeably, that better-price “name 
brands” women’s and men’s shoes alike sold just as 
rapidly as low ends, cancellations, and job lots. 





Shoes in the News 


The Australian Bush 
Boot, by Nathan Clark. 
Developed for bush 
country down under, 
it is exceptionally soft 
and flexible yet very 
rugged. Of soft glovey 
calf, it has twin elas- 
ticized gores for fit 
and ease of pulling on. 
Of welt construction. 

















Introduced as a 
casual, this trimfit- 
ting Bush Boot is 
a candidate for 
eampus honors this 
spring season. 
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Leather Color Guide 


[| CONTINUED FROM PAGE 83] 


just a roomy case with a toggle fastening or a feed bag 


with a leather tie string 


CLASSIC BLUES 
FLIGHT BLUE jis the volume blue that is warm toned 
to the blue fabrics and that looks truly blue in all lighting. 
It is an all-time 
suedes. Of course, it is a belt and handbag color. 
ADMIRAL BLUE is the darkest blue with a consistent 


performance in top price and top fashion for fine footwear 


favorite in smooth leathers and in fine 


and handbags. 
NAVY 


that places it in an increasing fashion development. It is 


is specially interesting in this grained surface 


the dark blue for promotion, new styling and new fly- 
weight, foot-caressing patterns. It makes a lovely handbag 
with new interest in the textured appearance. 


A RANGE OF GOOD GRAYS 

PEWTER GRAY really looks like circa 1700, a soft 
dull alloy of tin and copper that was one of our early 
It belongs in the American scene and fits well 
with the increasing gray tones in so many of our fabrics 
and in the mixtures, blends, tweeds and silk prints. It is 
nicest in soft pliable suede. 

LONDON GRAY is a medium-smoky-gray shade, slant- 
ing toward the taupe tones and reminding the returned 
traveller of the mystery of fog drenched London days and 
nights. The gentle textured surface gives an added play 
of light and shadow to this beautiful somber shade. It is 
the top fashion gray for both casual and town wear for 


treasures, 


shoes and handbags. It looks extra special with a black 
stacked leather heel. 

GRAPHITE is a classic dark gray shade, just off black. 
In this fine smooth leather, it has a silvery glow that adds 
to its appeal for footwear and handbags. It is a good town 
color for the woman of esthetic taste who wants a very 
dark shoe that looks smarter than “everywhere black.” 

CAVIAR is the subtle dark gray color of the finest 
Perugia caviar, served only to the lucky few and classed 
in appraisment with diamonds and sables, champagne and 
Here in our wonderful world it is ready for the 
and 


orchids. 
lucky many who will wear this soft brushed leather 
appreciate its fashion importance and its dark wearability. 
It makes a perfect softly tailored handbag one that 
will fold and crush flat for travel or storage. 


CHILDREN’S COLORS 


Small fry become more style conscious every minute... . 
They are miniature fashion plates reflecting not only the 
colors and designs, but even many of the apparel fabrics 
of the teen agers and even of the adults. This styling for 
the little ones is a growing category and even in volume 
merchandise their wearing apparel has had the largest 
increase of any age group. 

In this fast developing field there is definitely a new 
frontier to be explored in footwear which is long overdue. 
Children’s boots and shoes and slippers and sandals have 
been smugly coasting along on a static base, safe and dull 
and uninteresting. The need is here, the potential is large, 
and the challenge is now. 

Even the smallest walker in this fashion-conscious world 
needs a variety of colors and leathers to coordinate with 
apparel. Many of the colors in the current women’s and 
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will be 


books 


Cottonwood 


used, and especially recom 
mended are Hazelnut, Maple, 
Vicuna, Brown Berry, Briarwood, Vintage, Basque Red, 
Cherry Red, Flight Blue, and Black. 


MEN'S FOOTWEAR 
Men’s footwear styling is fast catching up to the wide 
Men are 


footwear—a 


men’s swatch 


Benedictine, 


diversification in women’s fashions. showing a 


ward- 
their 


interest in a. variety of shoe 
that fits 


clothing and their new patterns of living. 


lively 
categories in 
rhe Italian and 
American 


robe into the increasing 
Continental designs are being modified to our 
lasts, best of their 
construction and their flexibility. 

In footwear, as in the all-over styling picture, the natural 


and we are retaining the weightless 


look will be the most successful. The expanding shoe lines 
and the new designs and patterns are naturals for new 
looking leathers and leather colors. Colors, texture, top- 
lines and sole treatments show a new coordination in design 
that is specifically applied in each style bracket. This pin 
pointing of usages and suitability is excellent for adver- 
tising and promotion and display and invites the customer 
to the extra purchase. last 
vear’s huge volume, and leathers colored and finished for 


Casual styles will top even 


this category will have the largest sales in history 


For town wear, for the man most correctly outfitted, the 


footwear is fine smooth leathers in a staple British design 


with five eyelets and wing tip. Two and three eyelet 


bluchers are volume with the three eyelet in the lead 
Slipons will increase steadily. 

The textured grains will increase, and will be combined 
with smooth leathers and with napped leathers. Brushed 
leathers will increase and suedes will show in luxury foot- 
wear for leisure living. New colors will sell in this group 


In business shoes, flexibility will be as important as in 
casuals 


Black will look new in 


The browns look new in the darker shades 


a fine grained and in a glove 
tanned version. 
in smooth leathers and in soft rippling grains. The con 


ventional tans and browns continue in volume and look 


best with a soft polish. 


MEN’S LEATHER COLORS 
VAPLE retains its popularity in leisure wear and for 
general uses, and it will show an in increase in the South 
and Southwestern areas. The color has the psychological 
appeal of beautiful, well-waxed maple wood and old time 
The 


rugged masculine appearance to this traditional color that 


maple sugar. undulating textured surface gives a 
shows up so well in this grain. 

SUNTAN is a bugle call to “boots and saddles” a 
classic leather color for cowboy and riding boots, and for 
the light tan footwear that looks seasonal in our warmer 
states, 

LONDON TAN has a 
medium color look correct with the 
in grays, It is 
makers that shows up especially well in fine handerafting. 

BRITISH TAN is 


footwear as persistently 


brassy undertone that makes its 


new men’s wear fabrics 
a quality color for bhoot- 


blues or browns 


a color that has belonged in men’s 


as the march of time. Customers 


like it from long association and happy experience, and it 


adapts to all daytime categories. It is very slightly redder 


than London Tan 
CORONA is a 


basic true brown whose orbit is as pre 


[TURN TO FOLLOWING PAGE, PLEASE] 
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- by Swan 


COOL IDEAS 
for Small Customers— 


Catch mother's eye with junior version of gay, 
casual, well made and long wearing fashion 
right footwear. 
(reading top to bottom;)— 
All styles—M width 8—3 
(childs and misses) 


#812—Sailcloth ankle strap, with peasant em 
broidery trim. Featherwate rubber sole, non-slip 
IN STOCK—white, red, navy 

Retail $2.95 


counter pocket 


- 
* 813—Sailcloth, with pleated white elastic strap 
across throatline for snug fit. Featherwate rubber 
sole. Non-slip counter pocket. IN STOCK 
Retail $2.95 


white, navy, red 


# 814— Unlined, brushed leather one-eyelet tie 
Longwearing Featherwate sole cushions every 
step. IN STOCK —-white, tan, gray. Retail $3.95 


Write, wire or phone 


SWAN SHOE COMPANY 
3001 £. MADISON STREET 
BALTIMORE 5, MARYLAND 


dictable as the course of the sun. It is a medium, unob- 
trusive brown that appeals to men of good taste who 
appreciate a quiet, correct shoe in fine leather. It serves 
equally well in a loafer or in a town shoe. 

TEAK is an excellent medium brown, a little darker than 
Corona, and at its best in fine lustrous calfskin. It looks 
specially well with gray and navy wearing apparel, as 
well as the neutral browns. 

HAWTHORNE is slightly deeper than Teak and has 
at) added Fashion interest in its textured surface, where 
the roving grain works into a masculine pattern that looks 
specially well in casual styling. 

CLUB BROWN is a new dark flat brown that is somber 
and elegant for footwear crafted in new featherweight 
patterns, specially for the best dressed men who have been 
looking for a dark brown shoe that can be correctly worn 
from early morning on into night time events. 

BUCKEYE BROWN is a new dark brown, even darker 
than Club Brown. It has a plump irregular grain that has 
a most masculine appearance. These last two colors are 
very essential for coordination with the fashion trends 
toward somber muted fabric colors in the best Ivy League 
styling. 

CEDAR BROWN is a light brown with a dull copper 
undertone that gives it an especially attractive informal 
appearance. It is a color that belongs in a type of soft 
glove tannage where its mat surface and low brilliance is 
a feature. It is for casual and sports wear. 

IMBER is a warm, glowing tan, well named for the 
valuable red amber mineral. It is a lively, active color 
that fits well into the informal American life. It is a 
special favorite in the South and Southwest. 

MALACCA has the same type of warm vibrant coloring 
as Amber, with a slightly deeper tonality enriched by its 
textured surface. The smaller graining of Malacca gives 
a fine mottled reference to the beautiful Asiatic rattan 
palm wood that inspired its color and surface. 

VINTAGE is volume . it just has something that all 
men like and is as safe as the gold in Fort Knox. The 
warm reddish brown speaks to all men in a language they 
understand and its top success is in side leather. It has 
a wide Fashion spread over casual and dressy fields. 

JUNIPER levels into a little deeper tone than Vintage 
and is equally popular. The leather has a locked-in glow 
that is an added appeal. 

AMERICAN BURGUNDY is both a basic and a classic 
color that never seems to go out of style. Its beautiful 
dark wine brown buffs and shines to an increasing rich- 
ness with use. It looks perfect with gray or blue fabrics 
and is a top fashion note worn with the many tweeds and 
mixtures that show notes of maroon. It looks wonderful 
with Loden Greens and the green and brown tweeds. 

GUNSTOCK is a new, textured, dark-vintage brown 
with a rippling grain. It is a color and a finish that will 
appeal to most men and they will wear it with deep 
satisfaction. It is well named for a gunstock whose color 
is deep and smooth from handling on happy hunting trips. 

BLACK is news in a beautiful small grained texture. 
The restrained beauty of this patterning adds a top fash- 
ion significance to this volume color. This is for dress and 
town wear for the men who really take an interest in 
Fashion: for a lightweight city shoe; for a dancing pump; 
and very specially for the new dressed up footwear for 
after five at home or abroad. 

FIVE NEW BRUSHED LEATHERS 

WILD OATS is an oatmeal beige .. . 
in color but rugged in its brushed finish. 


TOBACCO is golden brown a man’s color as ap- 
[TURN TO NEXT PAGE, PLEASE] 


light and neutral 
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Special Orders 
Mean Extra Sales 
by EDWARD ROSE 


No matter how large and complete an inventory you carry, 
the time will come when you must say to your customer, 
“I’m sorry, we don’t have that style in your size.” Unless 
you can divert the customer to something else that you 
have in stock, this means a lost sale. Or unless you say 
promptly, “But I can have that shoe for you in a few days.” 

As a rule, customers prefer to buy shoes that they can 
try on. They are leery of buying something sight unseen 
or size untried, so the extra sale often demands a good 
deal of salesmanship. However, it is worth the trouble. 

As any shoeman with a full-grown ulcer will assure you, 
the main burden of a shoe store is inventory. It is im- 
possible to have everything for everybody all the time. 
But if you can make a sale direct from your supplier’s in- 
ventory, your money is not tied up in more stock. 

Many of the special order customers are hard to fit but 
if you can fit them satisfactorily, you have a good chance 
of having a regular customer. You also have a good sales 
point in showing the customer that she has a much larger 
variety to choose from if she orders the shoes instead of 
buying directly from a store. 

And you have an extra profit that could just as easily 
have walked out of your door. An extra ten or twenty sales 
a week without carrying additional inventory will surely 
add up to a happier bank balance at the end of the year. 

Many a customer needs urging to place a special order 
because she is afraid the shoes may not fit and she will 
feel obligated to take them even if she is dissatisfied with 
them. It is important to assure her that there is no obliga- 
tion on her part to take the shoes if they are not exactly 
what she wants. We have followed this policy for years 
and have rarely Jost out because of it. 

True, a woman recently took home a twelve dollar pair 
to try out and returned them with the soles well scratched 
to say that they were too large. We took the shoes back 
and got her a half size smaller and she was happy. We 
saved a customer who will continue buying special orders 
from us. The pair of shoes she returned will have to go 
out on sale because the size and style do not fit into our 
stock, but if we do run into this difficulty once in a while, 
the profits on our other special orders have more than 
made up for it. 


A System Is Needed 


A definite system is needed in ordering special shoes. 
We keep a notebook for this purpose. Each order is re- 
corded with customer’s name, address, and phone number, 
date of order, stock number and size of shoe, and manufac- 
turer's name. We also record the selling price of the shoe, 
the amount of the deposit, and the balance due. 

When the shoe comes in, we notify the customer and 
make a note of that fact in the notebook so that the cus- 
tomer will not be called a second time. When the shoes 
have been sold, the name is crossed out. 

At regular intervals we go back over the list of special 
orders to make sure that none have been “lost.” It may 
happen that we order a pair of shoes, the manufacturer 
does not send them and does not notify us that the shoes 
are out of stock, and we forget to check. If the customer 
waits beyond the time the shoes were promised and does 
not hear from us, she may stew, and as any retailer knows 
a stewing customer can do him no good. It is important 
to keep the customers informed on their orders. 

We take a deposit on each order. Otherwise the cus- 
tomer may order a shoe that is useless to our stock, then 
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buy a pair elsewhere and not bother to tell us about it. 
Most customers are happy to give the deposit. On rare 
occasions they ask why the need for the deposit. We assure 
them that the deposit will be refunded if they are not 
happy with the shoes. 

We did have one young man who, on being asked for 
a deposit, stepped back with a horrified expression. “What's 
the matter? Don’t you trust me!” Despite our assurances 
that the deposit was standard procedure, he would have 
nothing more to do with us because we didn’t “trust” him. 
Well, as they say, it takes all kinds to make a world. 


It is important to measure the customer and to try on 
shoes from stock to be sure of the size. Quite often the 
customer will assure us that she wears a certain size. We 
will check and find that she needs another size. If your 
special order does not fit, not only are you stuck with a 
shoe that you have no use for but you also have an un- 
happy customer who puts the blame on you, and rightly 
so. Take the time to be sure that you are right. 

When the special order arrives, we place a slip on the 
box giving the name of the customer and the balance due 
We notify the customer immediately of the arrival of het 
shoes. 

We Give Extra Service 

We go out of our way to give extra service on special 
orders. One of our suppliers sent us a card explaining that 
a shoe we had ordered special was not available at the 
time. We phoned the customer and asked if she could wait 
She said she needed that pair within a few days. We 
phoned another supplier who carried a similar style; this 
Add to this the 
factory’s single pair charge and the parcel post and there 
However, we did keep a 


meant a phone bill of almost two dollars 


wasn’t much left over for profit. 
customer happy, and today that can be very important. 
Special orders have helped us round out our stock. We 
had quite a few women ask us for a certain brand of arch 
shoe. They had to go to a distant city to get these shoes 
We took special orders on this line and eventually felt that 
The line 


has been growing and should prove very profitable in the 


there was enough demand to carry it in stock 


long run. 

We also placed a large number of special orders for a 
new line of women’s novelties, found that the shoes were 
happily accepted, and eventually added that line to our 
stock. We still place a good many special orders for this 
line, as it is impossible to carry all the yellows, greens, 
baby blues, etc., that women ask for. 


Leather Color Guide 
[ CONTINUED FROM PAGE 130] 


warm and vibrant 
and hued like top price Virginia leaf. This 
wear with the pheasant-brown tweeds and cheviots and 


pealing as his favorite tobacco blend 
is a color to 


Scotch moorland colors. 


MAGNET GRAY is dark, just off black, and perfect to 
blacks 


wear with leisure and sportswear grays and and 


somber browns. 
STONE is an acorn brown, neutral and naturally inte- 
grating with a very wide range of Fashion colors 
LODEN GREEN 


has far outrun the supply and the trend remains steady. 


Loden’s leap in men’s wear fabrics 


The color has influenced mixtures and tweed and patterns 
The leather 
Green of the 


and is a refreshing new note in static colors. 
is a good match to the traditional Loden 
rugged Austrian cloth that has been a favored color for 


lung years past in all of Northern Europe. 
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Marshall Field Gives 
Women’s Shoes Top Spot 
[CONTINUED FROM PAGE 105] 


The 


cation in 


hoe department has a prime lo- 
this first floor. 
from a 


Fourteen 
many entrances lead to 


practically in the center of the 


aisle 
it It ij 
main floor, immediately adjacent to wo 
millinery, 
It also face: 
but 
hoe department is 
shop A 


shoes 18 


men’ ACCECESOr iE lingerie 
the 
complete 
part of 
representative 
the 
men’s department. Both are also on the 
first floor. 

The department was prepared under 
the Frank Heep. 
Teetors, formerly in charge of the de 


the Oak Park 


and lounging apparel, 
escalator A compact 
children’ 
the 


tock of 


children’s 


also carried in 


direction of George 


partment at store, 15s 
manayer 

The store itself is physically planned 
for the 
automobile shopper. All operating func- 
out of the way and sight. 
become the first retailer in 
Motorola’s Handi- 
Talki electronic pager for key person- 
nel. The store is experimenting with 
a helicopter shuttle service for key per 
outlying 
and the main store downtown. 

The Old Orchard business district is 
buiit on 80 acres in suburban Skokie, 
some north and west of Chi- 
built at a cost of 


to provide every convenience 


tion 
Field’ 
the 


are 
ha 


country to use 


sonnel between major units 


16 miles 


cago’s Loop. It was 


about Parking space for 
6000 cars is provided. 

The shopping center, upon comple- 
tion, will have more than 1,000,000 
quare feet under roof. This includes a 
second major department store oper- 
ated by The Fair Store, a seven-story 
professional service building, and 100 
service establish- 
ments and restaurants. The center has 
been laid out in an informal pattern, 
with the two major stores and profes- 
building linked by landscaped 
and canopied walks. 


$20,000,000. 


other retai] stores, 


sional 


walls 


New Trends at 
Allied Show 
[CONTINUED FROM PAGE 87] 


320 

341 

933-934 

833-834 

422 

1233-1234 

428 

1421-1422 

739 

1522 

528 

502 

625 

606 

Baroque 

522 

745-746 
General Tire & 

621 

727-728 


Rubin Trimming Works, Inc. 
Schiff Jewelry Mfg. Co., Inc. 
Lawrence Schiff Silk Mills, Inc. 
Shain & Co., Inc. 
Shoe Factory Supply Corp. 
Shoe-Maker Fabrics, Inc. 
Shoe Trends-Styles 
Silver Fabrics Corp. 
Murray Simon Associates, Inc 
Sinco Novelties Corp. 
Harry R. Snyder Shoe Styles 
Spano Shoe Products, Inc. 
Stedfast Rubber Co., Inc. 
Sterling Button Co., Inc. 
Sterling Last Corp. 
Stocko Metal Products 
Thomas Taylor & Sons 
Textileleather Div. — The 
Rubber Co. 


Thermo-Plastic Products, Inc. 


C hb @ | ' rs e Built for Comfort 


orm Engineered for Durability 
e Designed for Shoe Stores 


e Priced to Sell! 


Write today to 





“ 


RAVENNA, “""" = OHIO 


Uni-Mark, Inc. 526 
Unisole, Incorporated 628 
United Last Co. — Division of United Shoe 

Machinery Corp. 845-846 
United Shoe Ornament Co. 327 
Universal Creations, Inc. 750-751 
Universal Stay Co., Inc. 750-751 
Alfred Vamos, Inc 533-534 
Vanetta Mills, Inc. 1406 
Venus Art Embroidery Co., in 323 
Vulplex, Inc. 301 
Wavershoe Trimming Co., Inc. 1552-1553 
E. E. Weller Co. 427 
Williamsburg Stay Co., Inc. 405 
Wilner Wood Products Co. Moderne 
Windram Mfg. Co. 404 
Sam Yellin Shoe Styles 1521 


Four Shoe Chains Lease 
Space in Shopping Center 

INDIANAPOLIS, IND.—The $10 million 
Glendale Shopping Center, expected to 
be the largest in Indiana, is under con- 
struction at 62nd and Keystone, on the 
Indianapolis north side. When com- 
pleted in the summer of 1958, it will 
have among its 47 tenants several shoe 
stores. 

Leases have been signed by Thom 
McAn Shoes, Baker’s, G. R. Kinney Co. 
and Chandler’s. In addition, both L. 8S. 
Ayres and Co. and the Wm. H. Block 
Co., major downtown department 
stores, will have branches in the center. 
It will have parking for 3500 cars. 

Howard Landau _ is 
Glendale Center, Inc. 


president of 


for your catalog 
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Review of the 
Retail Trade 
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have been selling well since mid-Janu- 
ary and momentum is picking up in the 
lighter-colored smooth and _ textured 
calf leathers. 

Men’s lines have been barely holding 
even with last year although there has 
been a noticeable spurt during the past 
week. Casual wear stays at a steady 
pace with black and brown and some 
cordovan color far out in front. The 
Continental look of last season has al- 
most disappeared from store windows 
but it has been replaced by a modified 
Americanized version with the single 
and double eyelet giving way gradually 
to three and four eyelets. 


* ” ” 


Cold Continues Slump 
In Milwaukee Sales 


JANUARY’S traditional “dog days” 
haven’t shown any strong inclinations 
towards improvement, according to 
most retailers. The loca] shoe scene 
was marked with a rash of January 
clearance promotions as merchants 
tried to lure much needed cash into 
their registers and work off their hold 
over stock. Results were spotty. Cold 
weather, according to reports, cut store 
traffic, and cut deeply into volume in 

any instances. 

Department store shoe departments 
noted a modest climb in sales of women’s 
patents over last year, along with a 
gratifying interest in light beige tones 
for spring. The closed front toe, plus 
good acceptance of extremely pointed 
toe numbers in navy blue were style 
highlights. 

Department stores have launched 
strong patent promotions this month. 

“We wound up a good boot year,” 
said the buyer at T. A. Chapman. Par- 
ticularly strong volume was also racked 
up with shower boots during January. 
Little, shaped heels, featured in shoes 
ranging from $10.95 to $15.95 hit grati- 
fying totals. Big things are expected 
from this type of shoe in the months 
ahead at T. A. Chapman. 

Cruisewear sales were a potent fac- 
tor at Packard-Rellin where business 
was reported slightly over last year’s 
totals for January. Whites and blacks 
predominated, particularly the patents 


with white trims. Backless wedgies 
also sold strong. 
Clearance sales of children’s shoes 


during January were reported highly 
successful. Most stores reported that 
they are going into the spring season 
with clean stocks, and looking ahead to 
the rest of the year with considerable 
optimism. 

Trend in young girl’s shoe sales 
definitely favored the open models, even 
down to the small sizes. Predicted Jean 
Fontaine: “Patent will be the biggest 
thing for children’s shoes. They may 


take the place of suedes to a large ex- 
tent.” 
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Sales 
tinued to favor the conservative models, 


pattern for boys’ shoes con- 
although there was an increased de- 
mand noted for loafers. Black shoes for 
boys were still much in demand. 

Men’s shoe buyers found the soft type 
leathers with three tie eyelets fast sell 
ing items. A number of stores reported 
that black men’s shoes continued to 
gain a healthy share of the total volume. 


* * * 
Twin Cities Feel 
Seasonal Sales Lull 


MINNEAPOLIS Business has 
slow since Christmas although clear- 
ance sales have taken up the slack. 
Merchants report stock clearances pro 
ceeding satisfactorily. Very good values 
have been offered. Napier’s semi-annual 
clearance of finer footwear included 
famous names. Values to $14.95, $16.95. 
$18.95 and $24.95 were offered at $8.90, 
$10.90, $12.90 and $14.90. Other stores 
offered similar sales with a number 
selling groups of special shoes at one 
half price. Children’s shoes were in- 
cluded in clearance sales. Juvenile Shoe 
Stores, with four units, offered savings 
in famous brands, winter footwear, 
slippers and regular quality stock up 
to 50 per cent. 

Spring and summer styles are being 
shown. There is little buying but much 
interest evidenced by potential 
customers in styles, colors and leathers. 

’atent is given a big play and promises 

to be very high in favor. This is news 
in this section for patent has not had 
high acceptance in this area previously. 
Beige tones are also very prominent 
in other leathers and fabrics. 

High fashion stores report good 
movement in resort footwear. Window 
display and newspaper advertising fea- 
ture the travel theme and tie-in foot- 
wear with fashion garments and lug- 
gage. White is important in color. 
Straws and meshes are leaders in resort 
wear sales. For travel, dark calfskin 
pumps lead. 

Merchants are optimistic for good 
spring and summer sales. Employment 
is high and while customers wish to get 
good value for money spent, they do 
not question prices. Proper presenta- 
tion and good effort should result in a 
good season, according to alert shoe 
men, 


been 


is 


* * + 


SAINT PAUL — Spring and summer 
shoes are appearing in good quantity 
in all leading stores. They are being 
followed up with moderate newspaper 
advertising, usually concentrating on 
one or two styles. The Golden Rule 
featured patent pumps with new high 
tapered hee! with elasticized throat and 
a patent pump with slashed effect, sel] 
ing for $13.95 and $14.95. Field-Schlick 
offered punched pig-skin in tie-wedgies, 


especially good with tailored wear, 


selling for $11.95 Matching bags sold 
for $9.95. 

Textured leather with tapered toe 
promises to have good interest. While 


dark shades are most strongly featured 






at present, beige, gray and white are 
expected to sell, 
Semi-annual clearance sales are in 


bringing good traffic. Values 
The Emporium offered 
name brands formerly selling from 
$15.95 to $20.95 at $10.85 in suedes and 
polished leathers. Hubert W. White 
offered its regular stock of men’s fine 
shoes at 15 per cent off. This pattern 


progress, 


are excellent. 


of reduction has been followed in 
several stores. 

A renewed effort on the part of 
downtown stores to bring additional 


traffic to that area has been launched 
A down-town organization 18 surveying 
not only the good points of shopping 
in the downtown area but also what 
can be done to improve present condi 
tions to make it more attractive. Shoe 
joining in this effort. 


stores are 


Business at present is quiet during 
the in-between season but it is expected 
to be good when spring and summe 
buying gets started. Merchants realize 
that adequate stocks, good presentation 
and selling techniques are more im 
portant than ever. 


* * * 

Philadelphia Extends 

Winter Clearance Sales 
CLEARANCE sales have been well ad 
vertised in newspaper and store ads. 
The majority of these ex 
pected to be completely removed hy the 
middle of February. Though much of 
the stock has dwindled considerably, the 
removal makes it 
the time limit of 


sales are 


for complete 
to extend 
these sales. 

The number of shoes 
southern and cruise wear has increased. 
Downtown windows with scenic back 
grounds of southern and liner 
scenes have been resplendent with the 
tyle, 


need 
necesary 


purchased fo 


ocean 


newest warm weather fashions in 
line, and fabric. The pointed toe con 
favor with, in some cases, a 
variation. The latter is a last that gives 
enough width at the ball of the foot 
to allow the sharp point to extend past 
the toes of the foot. Among these new 
shoes featured by The Blum Store wa 
one combining five blended leather 
These attractive displays 
forerunners of spring styles to be worn 
are in 


tinues In 


serve as 


here and many stay-at-homer 
terested. Brilliant color was never more 
pronounced, New shades are larkspur, 
peony pink, delphinium blue, and can 


dlelight beige. Silk, nubby textured 
fabrics are favorites in pumps and 
sandals. Nylon mesh for both dre 

and casual wear, all straws, and straw 
and nylon are making a good showing 
in wedges, flats, pumps, and sandal 

Clear vinyls and cotton prints are 


looked forward to as popular number 


City Vetoes Parking Lot 
Concorpd, N. H,—Plans for a 
municipal parking lot on Low avenue, 
half of the cost of which to have 
been borne by business men in the area, 
have been killed by the City Council. 


new 


was 
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Leather Show 
Dramatizes Trends 
[CONTINUED FROM PAGE 85] 


industry is a new and constant stimulus 
to profitable merchandising of foot- 
In the competition of products 
for consumer attention, the 
leather industry has done far more 
than offer value and utility. It has 
created the plus values in diversity of 
textures, in variety of weights, in a 
range of leathers tailored to meet shoe 
that represent powerful 
umer appeal. Leather has offered and 
offers on a greater scale than ever 
before an effective quality selling han- 
dle for quality shoes. 

There when the 
principal considerations before manu- 
facturers and retailers were the minu- 
tia of raw material and leather quota- 
All of the energy and time de- 
voted te coping with the trifling uncer- 
tainties of market 


wear. 
and ideas 


needs, con- 


now 


used to be a time 


tions. 
conditions removed 
the focus of industry thinking from the 
prime factor of profitable selling for 
dollar volume Fortunately, neither 
nor leather currently 
present any necessity or occasion for 


raw materials 


concern. Leather values are extraor- 
dinarily great and, by any criteria which 
prevailed in the past, the area of risk 
is virtually negligible 

As the first national trade event of 
1957, the forthcoming Leather Show is 


an opportunity to plan and key mer 


makes the best... 


and it costs no more 


Style 2810 UL 
Supremely comfortable, 
durably built to retain its 
elegant beauty 

through the years 


Style 2780 F 
Perfectly mated 

to MILW AUKEE'S 
distinguished chairs 
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chandising policy to the realities of 
1957. These realities include on the one 
hand the creeping advance in produc- 
tion and operating costs; they include 
on the other, however, the increased 
purchasing power which is the main- 
spring of a better and bigger sales dol- 
lar. The changed economic status now 
enjoyed by millions of consumers ‘s not 
a statistical abstraction. It is a market 
fact to which gales policy must give 
heed. In the same sense, trading up is 
no longer a theoretical possibility. It 
is the actuality in the rising standard 
of living plainly reflected in the mass 
market. 

If the shoe industry permits its claim 


to part of enlarged consumer income to 
go by default, other products and ser- 
vices will enlarge their share. Exactly 
that has happened in recent years and 
now a dynamic possibility for revers- 
ing the trend has become apparent. 
New leathers, new models and new pat- 
terns have brought footwear into the 
focus of consumer attention. Merchan- 
dising which aims for. greater dollar 
volume by capitalizing on the underly- 
ing trend of demand for quality also 
lays the basis for shoe profitability. 
The Leather Show will open the cur- 
tain for a year in which the reward 
for quality initiative will be unmistak- 
able. 





Temple University Sponsors 
Shoe Fitting Workshop 


PHILADELPHIA—Temple University, 
in response to many requests received 
from dealers in the shoe industry 
throughout the country, will sponsor a 
Prescription Shoe Fitting Workshop 
on Feburary 24-25, at the Warwick 
Hote] here in Philadelphia. Responses 
indicate that the has attained 
great value and popularity. 

The two-day program will be of an 
intensive nature covering the fields of 
shoe fitting, merchandising and selling. 
The will be of 


course 


course importance to 


merchants who live some distance from 
well as those close by. 
the 


Philadelphia a 


Emphasis will be placed on 










& 


solution of practical problems, rather 
than on theory. The entire cycle of 
prescription fitting, from a study of 
the anatomy of the foot to merchandis- 
ing techniques, will be discussed. Ses- 
sions in the program will include a 
forecast of trends in the shoe industry 
for 1957 and a question and answer 
panel during which students will be 
able to present their particular sales- 
manship and merchandising problems 
for discussion by the panel. Of special 
interest will be a demonstration from 
the United Shoe Machinery Corpora- 
tion entitled “The ‘Tell and Sell’ Dis- 
The display visual 
models which explain graphically the 
construction of 


play”. features 


men’s, women’s and 


children’s shoes. 


Shoe selling success and MILWAUKEE furniture 
go hand-in-hand. Modern selling calls for 
the best in modern design, and MILWAUKEE 

delivers the best in refreshing style, 

peerless construction and the kind of 
comfort that encourages shoe buying. You 

get the best store furniture creations 
from MILWAUKEE—and it COSTS NO MORE.. 


WRITE FOR OUR ILLUSTRATED BROCHURE 


MILWAUKEE CHAIR COMPANY 
MILWAUKEE 456, WISCONSIN 
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INCONSISTENCIES 


In the December 15 issue of the Boot AND SHOE ReE- 
CORDER, there is an article under the title, “Shoes and the 
Discount House.” Part of the sub-caption reads, “The 
Discount House Has Arrived in Shoes. Here’s the ‘Low 
Down’ on E. J. Korvette, Inc.” 

Let me begin my comments by saying that I think the 
Boor ANp SHOE Recorver has rendered a proper service 
to the retail community when it writes an article on dis- 
However, when it pre- 
I feel that some 
editorial inspection should have been exercised to prevent 
the many contradictions which appear in the article. If we 
are to have the “Low-Down,” it should be an authentic 
“Low-Down.” May I point out a few of the glaring in- 
consistencies in the article? 


count house operations in shoes. 
sents this article as the “Low Down,” 


To begin with, I accept the statement, which must be a 
quote from Korvette, which says that Korvette in 1956 
will have sold 300,000 pairs of shoes for a dollar value of 
around $1,000,000 this volume having been done in 
From. this first 
inconsistency. The average price of the shoes sold is ob- 
viously $3.33. In a later portion of the article a paragraph 
reads, “One common misconception among shoemen is 


two stores, very statement we get the 


that the discount house deals chiefly in low-end merchan- 
Korvette features shoes with a normal retail price 
range of $6 to $27, but sells them at appreciably lower 
prices.” Putting that claim beside the average retail price 
of $3.33, one does not get a very clear idea of just what 
grade of merchandise Korvette is selling. 

Contradiction No. 2 can be traced from the following 


dise. 


two statements: 

In the early part of the article we read that Korvette 
presently employs 22 sales personnel and several execu- 
tive assistants. Later on there are two statements which 
make very curious reading against this background. At 
one point we read this statement: “A further ‘secret’ of 
pattern is low 
costs for the Korvette shoe department are 40 to 45 per 
cent below those of regular shoe stores (even though Kor- 


the success costs. For example, selling 


vette’s shoe salesmen have appreciably higher earnings 
than average).” This is later amplified by the statement 
that the lowest paid shoe salesman earns over $100 a 
week. If we take the so-called lowest figure, we arrive 
at annual earnings of $5200 a year which multiplied by 
22 sales personnel, gives us a direct selling cost of $114.- 
000, representing 11.14 per cent of the stated retail volume. 

The Controllers’ Congress of the NRDGA released cer 
tain figures concerning the operation of shoe departments 
in department stores which show that the direct selling 
It is a little difficult 
to see where all the statements concerning Korvette can 
be accurate. If we added the cost of the 


’ 


cost was about nine per cent in 1955. 


“several execu- 
tive assistants” to the direct selling cost, we would be 
taking an enormous bite out of the 20 per cent markup 
under which Korvette claims to be operating. 

At one point in the article we read that the stock turn- 
over in the shoe department is at the rate of eight to 
nine times a year. In another section of the article we 
read “Much of the answer lies in the fact that the shoe 
department carries only enough reserve stock for 10 days 
of selling.” 
30 times a 


That statement indicates a turnover of about 


vear. It would be interesting to know just 


February 15, 1957 


what turnover is claimed for the operation. 

Some light on the contradiction in the matter of turn 
over may be explained by another paragraph which reads 
as follows, “Some items have a spectacular turnover. For 
example, Press cites one initial order of $4,300. Over the 
course of the year this item was reordered for a total of 
$75,000. 17 times for the 
year.” 

This is an interesting but rather unorthodox method of 
figuring turnover. If turnover were computed by dividing 
the accumulated total volume on an item by the value of 
the first trial order we would get some very spectacular 


The turnover was better than 


but inaccurate figures on turnover. 

In another paragraph we have this statement, “What 
kind of footwear does Korvette carry? You name it and 
there’s a good chance that they stock it. They stock all 
grades of men’s, women’s and children’s shoes; slippers; 
tennis and casuals; rubber foot 
wear; shearling boots; skates.” Based on the 
turnover figures claimed, the retail value of the inventory 
in each of the two Korvette departments should be about 
$50,000. 
all the items listed above in an inventory of this size, and 


work and hunting boots; 
even we 


It would be an interesting exercise to try to cover 


see how much can be available in depth and assortment 
of sizes. 

I have touched on only a few of the points in which the 
facts presented in the article are vulnerable to analysis. 
There is one paragraph which may throw some light on 
the whole This follows, “On prae 
tically every buy, Press demands instant delivery. He buys 
for immediate delivery and immediate selling the moment 
the stock hits the store. Little of his purchasing is ad 
vance-of-season buying in the conventional manner.” Those 


situation. reads as 


of us who have been in the shoe business for some time 
have learned that else can 


create shoes that do not exist simply by demanding instant 


neither Press nor anybody 
delivery, and one is tempted to wonder whether this whole 
discussion is not primarily concerned with a method of 
buying and selling job lots and distress merchandise 


An NSRA Director 


NO PANACEA 


Your recent story of discount shoe operations in Long 
Island, while interesting and well done, did not emphasize 
sufficiently the fact that the techniques described in the 
operation would be fatal if imitated in an operation de 
Korvette caters largely to peo 
ple who purchase shoes as an They 
probably come to the store to purchase other items, and 


voted exclusively to shoes. 
incidental matter. 


“happen” to buy shoes. An exclusive shoe operation i 
of course, entirely different. 

With the turn-over of Korvette 
probably lose as many sales as they make. This would be 


fatal for a The loss of 


basis would discourage the customer 


inventory claims, they 


shoe store. sales on a frequent 


from returning to 
the shop that does not have a full and complete stock 
The magic of rapid turn-over by low inventory, is no 
panacea for the merchant who is exclusively in the shoe 
business 
A. WEINMAN 
Five Star Shoe Company 


Long Island City, N. Y 
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COMPLETELY OUT OF LINE 


After having read, with considerable interest, your ar- 
ticle entitled “Shoes and the Discount House” by William 
\. Rossi, | am of the opinion that all retailers in the shoe 
Lusiness in the United States should go out of business 
because there is no future left for them, or the Boor AND 
SHoe Recorver should check very carefully on the figures 
they publish before stating them in an article such as Mr. 
Kossi has written. If this article be 100 per cent correct 
in its figures, then 99 per cent of the men in the shoe busi- 
ness surely do not know how to figure the basic funda- 
mentals of merchandising. 

Ihe merchandising figures are not sound in this article 
for the following reasons: 

1. This store has only sold footwear for two years. Its 
claim to do a million dollars in shoes in two departments 
means five hundred thousand dollars in each store. It is 
planning to open ten more departments by the end of 
i958 and expects to do $12,500,000 in shoes. In other 
words the two departments that are now doing one half 
million dollars each will have to do one and a quarter mil- 
lion dollars each, which is an increase of 150 per cent 
in its business in two years, plus ten additional depart- 
ments which will have to be opened up to do another 
$10,000,000 minimum. These are very extravagant figures 
for a man who has only been in business for two years. 
What does he hase his projected volume on? 

2. If the basis of success of the discount house is be- 
cause of its self service operation, then we should analyze 
the figures. In the article it is quoted as saying that 22 
sales personnel and several executive assistants earn more 
than $100 per week or $5500.00 per year, and the total 
payroll for 22 men totals $110,000.00. $110,000.00 payroll 
is 1] per cent of the total sales of one million dollars. This 
figure is considerably higher than department and retail 
stores figure for their total sales cost. Therefore obviously 
this store cannot have a saving by being a self-service 
operation. Having 11 per cent sales cost in one part of 
the article and then later it is quoted as saying that the 
store has less than an 8 per cent sales cost, is a direct 
contradiction in the same article. 

If the total markup is 20 per cent as mentioned in the 
lead and sales cost is 11 per cent, let’s analyze the bal- 
ance and find just how much of a profit this store is mak- 
ing on each individual turn, as quoted in the article. 


Salaries 11.0% 
Freight-in Le 
Markdowns and* shrinkage 1.0 
Mise.. Insurance, Electric, Telephone, 
Petty Cash. Ete Li? 
18.0 
Rent. Management, Overhead 1.0 


22.0% 


We now have 18 per cent average markup taken by fixed 
expenses This would leave a 2 per cent profit if there 
were no cost of rent, fixtures, management costs, manage- 


ment salaries, buying expenses, etc., which would run the 





* If the normal markdowns in a retail store, according to 
NRDGA figures, average 7.5 per cent, we can figure that 
the discount house because of its turnover may have half 
the amount of markdowns. Therefore a 4 per cent figure 
might be an average figure to be used for a discount 
house. If they do not have 4 per cent the first 6 months I 
am sure that they will average 4 per cent after the first 
year’s operation. 
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minimum of between seven and 10 per cent in any retail 
store in the country. If you cut this in half it would still 
be three and one-half to four per cent and would bring 
us to 22 per cent. 

Therefore we can see basically that for this store to 
operate efficiently its average markup is probably nearer 
to 30 per cent than the 20 per cent talked about so much 
in this article. And the amount of turnover cannot decrease 
efficiently the amount of markup to give this store a profit. 
Turnover means units and every unit has to be ticketed, 
checked in, checked out, and handled. And all of this 
handling costs money and more units sold mean more cost 
of personnel for receiving and overhead. 

To me after analyzing this article, which I hope most 
of the retailers in this country will do, the future of the 
retail store looks considerably brighter than before we 
analyzed the discount house. If all a discount house can 
save a consumer is 10 per cent and only be able to give 
broken sizes on branded merchandise, insufficient service, 
and uncomfortable space for customers to try shoes in, 
then I think the retailer has strength in his conviction 
that 1. branded lines, 2. comfortable decor, 3. adequate 
stocks on complete range of sizes, 4. personal sales appeal, 
will be ample to compete with the discount house for the 
majority of the shoe business in this country. 

As a parting shot at your article I feel that any retail 
store that sells 300,000 pairs of shoes totaling $100,000, 
000.00 having an average price of $3.33, should not be 


‘ 


connected in any way with the “nationally advertised 
brands” that you use in talking about this store and the 
shoes it sells. If this article had been entitled “What to 
do with your closeout shoes—-Mr. Manufacturer” it would 
have been a good article and would have also helped the 
Korvette store get new sources for its buying. As an article 
that shows the trade the trend of the shoe business I think 
it is completely out of line with the actual trend today 

Haroitp S. KEessLer 

Vice-President 

Hussco Shoe Company 


New York, N. 7%, 


% 


ROSS! REPLIES 


You state that the article indulges in “fantasy” because 
it deals with an unproven operation. This contention is 
difficult to appreciate. Korvette has been in operation 
eight years, has in that time shown a fantastic volume 
growth from $1,000,000 to $63,000,000—and by the end of 
1958 expects to reach $200,000.000. I agree that it is a 
kind of fantasy. But it’s also very real and proven. It 
has won the respect and attention of America’s top mer- 
chants, including such men as Fred J. Lazerus, head of the 
giant Federated Stores, Inc 

As to the operational cost figures of Korvette being in- 
(for example, you cite that their mark-on would 
have to be closer to # per cent than their claimed 20 per 
cent), Korvette is insistent that these published figures are 
correct. Similar arrays of figures on the Korvette opera- 
tion have been presented in full-length articles in Fortune, 
Sales Management, Tide, Business Week, and numerous 


accurate 


other respected business publications. 

Korvette’s over-all operation, like that of other discount 
house giants, is certainly being regarded everywhere as a 
phenomenal success to date. And it’s difficult to argue 
with success. Whether the discount house as related to 
shoe business will develop into a major factor is a matter 
of opinion and forecast. The far more significant point is 
that the reality of the discount house must be faced. This 
writer reported the cold facts as derived from Korvette 


WILLIAM A. ROSSI 
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TINGLEY HI-TOP WORK RUBBERS 


have become standard equipment on Farms, in 
Dairies, Chemical Plants, Refineries wherever 
rugged service is required 


Molded in one piece, designed to fit broad work shoes 
including heavy steel toe. No fabric lining, easily 
turned inside out and wiped clean, or when necessary 
(as in Government atomic plants), can be laundered 
for decontamination. Widely used in chemical plants, 
refineries, dairies, and especially by farmers, Great 
stretch permits rubber to slip on easily, but won't 
pull off accidentally. Provides same protection as 2 
buckle arctic, but lighter and more comfortable 
Tough and long wearing, four sizes fit all work shoes 
from 6 to 13, regardless of width or style. Tingley 
safety diamond-grid non-slip sole. Available in rubber 
or Dupont Neoprene to resist grease, oil, fats, chem- 


icals, acids, solvents, etc. 


Advertised in March Farm Magazine reaching 
750,000 farmers, stock men and dairy men 


ONLY 4 SIZES TO STOCK 


SMALL MEDIUM LARGE 


Fits Shoes 6 to 8 Fits Shoes 8 to 9'/ Fit t s9'2 to ll 


EXT. LARGE Fits Shoes I! to 


* Less inventory * No dead stock 
* Faster turnover * No outsizes 
* Better profit * Year round seller 


* Quick fill-in service from jobber 


t ‘ 
: TINGLEY RUBBER CORPORATION ‘ 
H 903 Ross Street, Rahway, New Jersey . 

* 
1 Please send me the name of my nearest Tingley distributor and ‘ 
- new catalog on complete Tingley line : 
' ‘ 
' EEE ae Cen Ee a Re Te eee ne ae Se ' 
: ‘ 

' 
' Address ‘ 
: ‘ 
g CMY. ccvcveeee sossees serene AD te State ... 4 
‘ * 
‘ ‘ 
. 4 
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How to engineer | ® 
[CONTINUED FROM PAGE 56] 7 CAVALIER 


more sales... ab 


the nation’s financial system. As a t x INTROD UCES 


| result, “tight money” could be aban- 
doned, but not soon. 


There’s to be nothing hasty about 


the kind of investigation Ike has in & 
GO DI NG mind. It probably will take at least a 
year, maybe two. And both parties eae rl 
in Congress agree with the White 

BOOTS House that a careful, painstaking, in- 
telligent study of the nation’s money 


machinery is about due. x ‘ a é Cf oO Pe a 
Nearly all Democrats and some Re- 

publicans in Congress are openly criti- 

cal of the Federal Reserve Board’s Shoe Preserver 

“tight money” policy. There is open 

"Engineer" grumbling that high interest and hard- 

to-get loans are slowing the rate of 

new construction, particularly home $7 

building. Retail sales, particularly 

sales of big-ticket items like stoves, with retail shoe 

washers, and other kitchen equipment, | selesman’s award 

are suffering badly as a result of the 

tight credit policies now in effect, it is 

claimed, 














MANA LAL 
ska 


“Easy Money” Advocates Are Uneasy 


AY 


4% 


A broad inquiry of this type has 
not been made for more than 20 years. 
In 1910 and 1911, the House Banking 
Committee conducted a detailed money 
Engineering more sales for study, and one of the chief results was 
greater profits is a matter the establishment of the Federal Re- 
| serve Board. Again, in 1933, the Pe- 
. . 7 cora Committee (of the Senate) made 
wants. If he’s a field man, you a parallel study and an important re- 





. 


WRAS 


of catering to the customer’s 





can offer him nothing better | sult was establishment of the Securities 


than the Goding “Engineer” |) 9 "Vii find quite a few “Easy money”| SILICONE PROTECTION 


shown here 
: Democrats in the cloakrooms of the . 
Like all Goding Boots, the | Senate and the House today who are | against WET FEET 
~ ‘ ioe : openly beating the drum for establish- 
Engineer” features Good- ment of a new White House commission | ,,,the preserver that PENETRATES 


year Welt Construction . . . or board that would take over the | deep into Leather, 


is rugged enough to take « control of money and credit from the , 
enough to take all independent Federal Reserve Board. yet lets it BREATHE! 


the punishment anyone can | Under this system, credit policies 
would be set by the party in power EVER-DRI is the most durable 
not by the nonpartisan Reserve Board water repellent ever developed. 
as has been the case since 1912. 


dish out and come back for 
more. In all sizes for men and 


boys, the Goding “Engineer” 


EVER-DRI treated shoes stay 
soft and pliable. 


delivers more wear for less 


money ... with a full mark- 
The number of school students es 


up for you. pecially teen-agers, is mounting rapidly | EVER -DRI treated shoes keep 
and will continue to grow, new U. S. their shine longer. 
; to today for free Census Bureau figures show. 

ull-color catalog of the The Bureau reports that prima 

entire Goding Line. and seconda ry porno caatadon EVER -DRI works equally welt 
climbed from 34.4 million in 1953 to | on leather, canvas and suede. 

* 39.5 million in 1956. 
At present, high school students | Order from your findings 

number 8.5 million, compared with 7.2 | wholesaler or direct from 


| million three years ago. But with some 
G Oo D ' N G 29.3 million children now in elementary CAVALIER COMPANY 
| schools, the future crop of teen-agers BALTIMORE 30, MD 
B Oo Oo 7 S$ | will be tremendous—and markets they Oe: 
create will expand greatly. (College A generation of SeTUENG 
" N Cc | students, numbering 2.8 million, bring the Shoe Trades exclusively 
. total school registration in 1956 to 39.3 


| million.) ; 
PARIS, ILLINOIS At present, there are 21.9 million Iver tised in LIFE 


students in the 7 to 13 years range. 
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St. Louis Show mame Swing Into Action 


Convention, Housing, Banquet, 
Committees Are Named by General Chairman William Wolff 


St. Louris — Plans for the 1957 St. 
Louis Shoe Show are rapidly being for- 
mulated with the selection of all com- 
mittee members by William Wolff, gen- 
eral show chairman. The St. Louis Fall 
Showing will open on Saturday, April 
27 and run through Tuesday, April 30. 
Displays will be at the Lennox, Statler, 
Sheraton-Jefferson, Coronado, and Park 
Plaza Hotels. 

The Convention Committee, which is 
the guiding hand for the show, is com- 
posed of William Wolff, Wolff-Tober 
Shoe Mfg., Co., general chairman, and 
Roy Sundling, Brauer Bros. Shoe Co., 
co-chairman; Lester V. Tober, Tober- 
Saifer Shoe Mfg. Co; Harry Bennig- 
on, Hamilton Shoe Co; Bert L. Bishop, 
Deevers Shoe Co; Charles N. Arend, 
Juvenile Shoe Corp. of America; George 
Herpel, International Shoe Co; Beatrice 
Beste, Hamilton Shoe Co; Edgar Stolle, 
Hamilton Shoe Co; and Charles Muel- 

Peters Shoe Co. 

Headed by Bert L. Bishop and 
Charles N. Arend, the Housing Com- 
mittee assigns display space for parti- 
ipating companies. Other committee 
members are: Leo B. Hollander, Mid- 
west Footwear, Inc; Robert A. Black, 
Queen Quality Shoe Co; Walter John- 
son, United Men’s Division of Brown 
Shoe Co; D. F. Moran, Moran Shoe Co; 
and Fred J. Weber, Weber Shoe Co. 


The annual banquet, which features 
























The Housing Committee for the 1957 St. Louis Shoe Show met recently to make 

display room assignments for the Fall Showing. Seated, left to right, Charles N. 

Arend, Miss Odile Oetter and Bert L. Bishop. Standing, from left, Fred J. Weber, 

Robert A. Black, Walter Johnson, Leo B. Hollander, and Arthur H. Gale, secretary 
of the St. Louis Shoe Manufacturers Association. 
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and Publicity 
outstanding name entertainment, 
charge of Lester V. ° 


Also on the committee : 
Capitol Division of Brown Shoe 
Raymond Kohn, 


The Directory 
of publishing the 


> Edward Haus halte r, 


Eugene Darragh, J 


Bowman, Johansen 


, Robin Hood Division of 


Trimfoot Co; D. I 


Stephens & Shinkle 











Suggests Perimeter Parking 
For Downtown Shoppers 


LINCOLN, NEB. Downtown shoe 
merchants need have no fear of being 
crowded out of business by shopping 
center shoe stores, according to George 


sarton, Evanston, IIL, traffic consult 
ant. But they should join with other 
downtown business = prarensvonel 
men in planning for drastic changes in 
downtown handling of ae for fu 
ture years 

The traffic expert, who has been con- 
ducting studies here, reported that 
Lincoln, with 128,000 population, still 
isn’t big enough for the development of 
major shopping centers in the suburbs 
The downtown area will continue to be 
the city’s important shopping cente! 
for footwear, clothing and home fur 
nishings for many years to come, he 
believed. 

But, he added, there is certain to be 
a drifting away from downtown shop 
ping by Lincoln families as the traffic 
problem increases. Merchants have done 
much in the past 10 years to provide 
downtown parking facilities, but Mr. 
Jarton suggested planning for a system 
of perimeter parking 

The Barton plan envisions traffic as 
using arterials skirting the business 
district. No vehicles would be allowed 
in the shopping area. The shopper, in 
stead, would drive his car to off-street 
parking areas at the perimeter of the 
busine district and walk into the 
downtown shopping area with no con 
cern about fighting vehicular traffic 

He suggested landscaping the shop 
ping district streets with trees, shrubs, 
center islands, shaded resting and wall 


ing areas and other attraction 


Two More Shoe Departments 
Leased by Wohl Shoe Co. 


SCRANTON, PA Main floor women’s 
and children’s shoe departments in The 
Globe, Scranton’s largest department 
tore, have been leased to Wohl Shoe 
Company, St. Louis. Announcement wa 
made recently by John A. Noble, presi 
dent of Cleland Simpson Company 

Under the operation of Wohl, a large 
leased-department operator in the shoe 
industry, nationally advertised brands 
to be featured in the women’s depart 
ments will include Air Step, Palizzio, 
fademoiselle, Marquise, Jacqueline 
Joyce, Corelli, Dr. Locks, Enna-Jettick, 


Connie Lo-Heelers and Old Maine Trot 





In the children’s department, Buster 
Brown, Young America, and Dr. Po 
ner will be the featured brand 

Andy Yaniga, veteran of Wohl op 
erations, will be buyer-manager of The 
Globe department . according to Mr 
Noble. Mr. Yaniga formerly was buye! 
manager for Wohl’s leased operation in 
Deisroth’s Department Store in Hazle 
ton, Pa 

During 1957 The Globe will get under 
way in its $2.5 million dollar expansion 
program, M r,. Noble noted 
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Says Consumers Need More Shoe Education 


Two spectator types chosen by Helene O'Hara, Allied Kid Company fashion expert, 

to illustrate part of her talk during a Fashion Workshop in St. Louis. Left, a closed 

front-open back spectator tie in a subtle combination of Mona Lisa (greyed green) 

Vodelle and block kid. Right, a closed version of the spectator tie in Rosalind 

(brass) Vodelle with a spat-mudguard of black Carrara patent. Both by Barbara 
Spranza. 


r. Lours—Consumers must be told 

hat a bargain they are getting when 
they buy footwear, Helene O’Hara em 
phasized during a Fashion Workshop 
for St. Louis shoe manufacturers. They 
also must be told what they need foot 
the Allied Kid Company 
expert told an assemblage of 
more than 100 persons at Hotel Chase. 

As for shoes being a bargain, Mis 
O’Hara cited facts and figures. 
In 1957 the average worker will work 4 
a pair of shoes while in 
1941 he 5.2 man hours for a pair. 
In ’57 he or she will work 41/16 days 
jor a suit, 25 minutes for a dozen eggs, 
111% days for a car. For a family of 
our, each buying four pairs of shoes, 
the wage earner would spend 64 work 
calendar year. These 
he pointed out, prove shoe 


ear-wise, 


fashion 


these 
youl to earn 


pent 


ing hours in a 
fact 
a bargain 

To help make the four pair 
on a reality and to help the 
ness get a larger percentage of the rise 
in national income 1941, Miss 
’Hara cited the potential of such spe 
cial ion footwear as_ bicycling 
hoes, following President Eisenhower’: 
interest in the promotion of cycling to 
healthy; 
urge to 
footwear for wo 
old at 52 o1 
the up 
special at 
the re 


are 


per per 
hoe bu 1 


since 
occa 
America 
the 


high 4 
being 


ight 
travel 


ke ep young 


eeing hoes, as 
reaches a new 


men who resent 
b hoes for 
and 


accompany 


even 62; dancing urge 


in festive occasion 
muleback to 


hoste 


nome 
vival in gowns 

An interesting trend concerning sub 
urbanites also was cited by Miss O’Hara. 
She said that “the Hotel Association of 
New York (and probably other large 
cities, if queried) reports that fall and 
winter months bring hordes of 
urbanites to the city for weekends—to 
hectic suburbia, to assimilate 
culture via museums and concerts, and 
recreation via the theater. Will this 
affect the merchandising of suburban 
tores located near large cities?”, she 
pondered. “Will it make suburbia more 


sub 


escape 
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irban, le casual?” A writer for the 
New York Times says all the fugitives 
from suburbia will need special city 
shoes as they’re never afoot at home, 
and city streets are not country lanes. 

As Allied Kid Company’s contribu 
tion to the 1957 footwear scene, the 
fashion coordinator introduced several 
new products. First there was New 
Castle Calf, a lightweight calfskin cur- 
rently limited to five basic colors pro 
duction-wise. Gunmetal and _ Bronze 
Bolero (McNeely Division) is a new 
textured kidskin while Brandywine 
(Standard Division) is a new embossed 
grain. The Brezner Division now offer 
Sissuti, a textured sole leather, and a 
matching upper grain, Lugano. It also 
adds Merrimac Prints, figured, sueded 
plits in two pattern 

Group of Shoe Greys 

For its color presentation, Allied took 
its inspiration from a galaxy of fair 
ladies, real and imaginary. The look of 
clegance, inspired by Eliza Doolittle of 
“lair Lady” fame, has transcended into 
the period of the 1930’s—the period of 
“Auntie Mame” and “The Reluctant 
Debutante.” And so, as one of its “gir! 
ish” , Miss O’Hara first showed 
Alexandra, a mid-grey fashion 
one of a group of shoe greys to go with 
the grey ready-to-wear coming into 
fall fashion. 

Mid-grey with a hint of blue foi 
clarity is being used by apparel stylists 
at all levels, the speaker reported. Gun 
metal woolens are favored by top de- 
For additional shoe and bag 
go-withs, she named Pewter Grey, a 
Tanner’s Council selection; Eugenie, 
off-black for safe, elegant fashion; Gun- 
metal Patent for everybody and Gun- 
metal Bolero for news. 

Red, of course, moves in to accom- 
pany grey ready-to-wear with Allied 
keying Comanche for volume, Carmen 
for sportswear and Cranberry Patent 
for pumps and closed-up sandals. 

[TURN TO PAGE 151, PLEASE] 
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Versatility Contest Renewed 
By Hess Brothers 


ALLENTOWN, Pa.—The sixth annual 
Versatility in Design and Use Contest 
to honor manufacturers, inventors and 
designers who create products that 
serve more than one purpose was 
launched late last month by Hess 
Brothers of Allentown, originators of 
the contest. This year, for the first 
time, instead of distributing entry 
blanks, the committee has invited edi- 
tors of business, trade and consumer 
publications to nominate the manufac- 
turers of multiple use products in their 
specific fields. 

Awards in the form of plaques will 
be presented to the best multiple use 
products, both established or brand new, 
in the following categories: 

Misses and women’s fashions, misses 
and women’s men’s cloth- 
ing and accessories, children’s clothing, 
accessories and toys, housewares, home 
furnishings, general category compris- 
ing luggage, notions, gardening, office 
supplies and brand new products in any 
field, comprising those just put on the 
market or scheduled to be introduced 
within the following six months. 

This year awards again will be made 
at the Waldorf-Astoria Hotel in New 
York sometime late next spring. Top 
officials of the eight prize-winning firms 
will be invited to participate. 

Max Hess, Jr., president of Hess 
Brothers and originator of the contest 
says: “This year more than ever, con- 
sumers are seeking more and more 
value for their dollars, and certainly 
products and garments that serve ore 
than one purpose provide just this an- 
swer in many cases. There is no ques- 
tion but that a consumer is getting top 
value for his money when he can pur- 
chase a single product that serves more 
than one purpose, regardless of whether 
it is for himself, his home or his office. 
And if we can get more manufacturers 
thinking that way, we are really mak- 
ing progress in the right direction.” 


accessories, 


Shopping Center Near Boston 
To Have Four Shoe Stores 


30STON Four well-known shoe 
chains have been added to the North 
Shore Regional Center, which is under 
construction at Peabody, Mass., 18 
miles north of Boston. It will be the 
largest regional center ever built in 
New England. 

The stores signed are a Thom McAn 
family shoe store of 4970 square feet, 
leased by Melville Realty Company; a 
Kay’s, Newport, Inc., women’s and 
children’s shoes, with a maximum of 
8500 square feet; a Morse Shoe Store, 
featuring women’s popular-priced shoes 
in a 5100 square foot layout; and a 
6370 square-foot A. S. Beck women’s 
shoe store. 

The center will total more than 
1,000,000 square feet and will have both 
Jordan Marsh department store and 
Filene’s department store as the lead 
tenants. 
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Handy Display Gadget Helps ing of the Northwest Shoe Travelers, 2-year term, Claude W. Sheldon, Lum 
z : Inc., the following officers and directors bard-Watson Company; and Roy C. 
Sale of Shoe Ornaments were elected to serve for 1957: Miller, Roberts, Johnson & Rand Divi 
DENVER Encouraging customers to President, Keith L. McCarthy, l’or- BOR, International Shoe Company. 
“personalize” extremely plain new shoe tunet Division, General Shoe Corpora- rhe following three directors were 
styles with decorative rhinestone clips tion; first vice-president Russel C. then appointed by the new president 
and clamps by using a handy display Madlener, Walker T. Dickerson Com- to serve during 1957: 
gadget has added a steady flow of ex- pany; second vice-president, Kenneth David Larson, Sr., Mid-States Shoe 
tra unit sales at Leed’s Shoes. F. Jensen, Albert H. Weinbrenner Company; William F. Strub, Sr., Wohl 
Company; secretary, Paul D. Cook, Shoe Company; and C, H. Nylander, 
Northwest Footwear Distributing Com- Bloomease, Inc. 
pany; treasurer, Henry Thorson, Sea- The following 2-year directors were 
board National Shoe Company; carried over to serve one more yea 
national director, Roy C. Miller, Rob- Ed Trench, Somersworth Shoe Com 
erts, Johnson & Rand Division, Inter- pany; and Joe N. Brisbois, Twin City 
national Shoe Company; directors for Sales Company. 


: quality men’s shoes 
which ore mounted « variety of shoe ) e give you = 
ens oy yy Fo orga ; permanent profits 


There has been a decided trend in Today's profits are never lost in tomorrow's 
recent months toward “shoe decora- mark-downs, when you sell Shaw. shoes! 
tion,” particularly where undecorated | , Sales are steady and your profits are 
plain toe pumps, flats and opera pumps | permanent, with a constant flow of repeat 
are concerned, according to C. H. Mont- : business, because Shaw shoes bring men 
gomery. The trend has been particu- x back to your store again and again! 
larly noticeable among girls of high Quality shoes priced right, with 
school age, although even grown-ups sound national advertising to 


° ‘Ip pre-se - yu, adc 
are attaching buttons, bows and other help pre-sell them for you, add 
boden. up to real profits. 


- In addition, you get Shaw's 
This gave Mr. Montgomery an idea. GC unique Trade Builder 


He took an 11% x 8%-inch sheet of as way of supplying you 
white cardboard and mounted some 20 » with OVERNIGHT 
samples of rhinestone clips on the service from over 50 

board by punching a hole through it | 4 Shaw distributors in 

and tying the clip onto the white sur- ‘ every section of the ‘ New side-gore tongue 
face. This cardboard panel is kept on country, Your in- d . ‘ pest wep slip - 
display in a case just inside the door ventories are low oe eaeua?, Drown cesses 
where it gets a lot of attention, How your profits high! 








leather upper, black French 


| WI let SI , cord binding around under- 
ever, its major selling effect has shown , 7 oe oe ™ lay, natural welt with white 
' aa , take the headaches out SS — stitch, right and left quarters, 


itself in “selling: the customer in the w-° of your men’s shoe bus- steel shank, Nylon stitched, Nuclear 
fitting chair,” it was pointed out. iness, and give you really outsole, rubber heel, on our No. 14 
Whenever a seated customer asks for | PERMANENT PROFITS! Combination last. ALSO AVAILABLE IN 
one of the new plain styles, the sales- BLACK AS VIC. IN-STOCK to retell of 
man tells her, “I have just the thing scaneataacinit 
for you,” gets the display panel and 
takes it to the customer, pointing out 
that any of the rhinestone clips will do 
the job 

They range from simple individual 
jewel mountings to butterflies, loops, 


bows and ties, worked out in multicolo1 | N ati oO n al ly ad ve rtised i n on 


stones. All allow the customer to fix 


her shoes to her own liking. The per- | 
centage of sales ranging anywhere | +4 , 4 | 0 iF 
from 50 cents through 75 cents to $1 is TRI UE | Ost “tq 
extremely high, Mr. Montgomery re- | 00, Lif 


ports, and it is obvious that a lot of WRITE TODAY 


additional shoe sales, particularly in for the name of your nearest Shaw Trade Builder distributor and oo os 
, - IN-STOCK catal h lete line of ‘s casval, 
plain pumps and flats, have been gen- | i a y il ene Wn ete 54 | elements 


erated because this service is available. 
" “Oven 36 Yeon of Quadity Shoemaking” 


McCarthy Elected President | 
f Northwest Travelers gare: 
aapeiiccrnctaiaigiige wigan M.T. SHAW, Inc., » Coldwater, Michigan 


MINNEAPOLIS—At the annual meet- 


February 15, 1957 

















- GRIMSH WALKER 


MADE IN THE USA 





One of a series featuring national advertisers who are Iselin clients 


|. P. Smith Shoe ¢ Jompany is one of the notable shoe manufacturers who 


factor with William Iselin & Co., Inc. We are proud of our association 


with these successful companies Iselin factoring has long been a basic 


tool of suc cessful operation in Panhy industries, whether used for finan 


cial credit or consultative services 
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Atlanta 57 FOURTH 
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NEW YORK 10 Grand Rapids 


25 Shoe Stores to Compete for Brand Names Awards 


New YOrK Included in a record 
number of 623 merchants given an op- 
portunity to compete in the final phase 

f the ninth annual Brand Name Re- 
tailer-of-the-Year Competition are 25 
shoe shores, according to Henry E. Abt, 
president, Brand Names Foundation, 
Inc. 

They are located in 16 states, 
Illinois having: the greatest representa 
tion. Included among them is Milgram’s 
Quality Shoes, Gary, Ind., a 1954 and 
1955 winner of the runner-up Certi- 
ficate of Distinction. Also included is 
Marmer’s Shoes, Cincinnati, Ohio, a 
runner-up Certificate of Distinction 


with 
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winner in 1954. 

“For retailing, 1956 was a year of 
challenge,” Mr. Abt stated in announc- 
ing the finalists. ““‘Spendable income re- 
mained near its peak, with a greater 
number of fine products competing for 
the consumer’s interest and loyalty. By 
emphasizing the satisfaction and value 
to be gained through selection of proven 
brand names, the merchant could best 
hold his own in the competitive race for 
consumer dollars. The retailers’ aware- 
ness of this challenge has been reflected 
in the high standard of their advance 
entries. These formed the basis for se- 
lecting the finalists. The Foundation 





presenta- 
promotion 


expects the complete visual 
tions of 1956 advertising, 
and sales training, which the finalists 
will now submit to the judges, to sur- 
pass those of any previous year.” 

Other finalists in the 1956 competi- 
tion are: Tot-To-Teen, Sacramento, 
Calif.; Keeler’s Shoe Store, South Nor- 
walk, Conn.; Carl Cobin Shoes, Wil- 
mington, Del.; Nankin’s, Miami Beach, 
Fla.; Sholem’s - in - Champaign, Cham- 
paign, Ill.; Joseph Salon Shoes, Evans- 
ton, Ill.; The Shoe Salon, Inc., Peoria, 
Ill.; Stevens Salon Shoes, Rockford, 
[jl.; and Byck Bros. & Co., Inc., Louis- 
ville, Ky. 

Also, Mason’s Shoes, Arlington, 
Mass.; Whittingham’s, Inc., Westfield, 
Mass.; Irv Fisher Shoes, Atlantic City, 
N. J.; Claussen’s, Kearney, Neb.; Car- 
hel Shoes, Merchantville, N. J.; Con- 
entini’s Shoe Store, Ithaca, N. Y.; and 
Wade Brothers, Jamestown, N. Y. 

Also, Garfinkel Shoes, Inc., Cleveland, 
Ohio; Cinderella Bootery, Inc., Tulsa, 
Okla.; Manss, Nashville, Tenn.; Car- 
dinal’s, Corpus Christi, Texas; Korn- 
bluh Shoe Co., Houston, Texas; Stan’s 
Bootery, Milwaukee, Wis.; and Sha- 
piro’s Children Shoes, Philadelphia, Pa. 

Each finalist has been invited to sub- 
mit a detailed and illustrated presenta- 
tion that best represents his 1956 ad- 
vertising and other brand promotional 
activities. These presentations will form 
the basis for the final selection of win- 
ners, 


Winners to Be Chosen in March 


The presentations will be reviewed in 
New York March 6, 7, and & and the 
120 winners selected at that time. Five 
awards are made in each of the 24 re- 
tail classifications. The Brand Name 
Retailer-of-the-Year Winner is award- 
ed a plaque, and Certificates of Dis- 
tinction given the four runnerup win- 
ners. The Judging Committee is made 
up of the 24 executives heading stores 
that won top honors in the 1955 compe- 
tition, for which awards were presented 
April 18, 1956. Alfred Darby, president 
of The Outlet Company, Providence, 
R. I., will be chairman of the judges. 
The Shoe Stores category will be rep- 
resented by Earl D. Miller, Heckert 
Shoe Co., Appleton, Wisconsin. 

The awards will be presented on May 
3rd in the Grand Ballroom of the Wal- 
dorf-Astoria, at a dinner honoring these 
retailers. The dinner climaxes national 
Brand Names Week, April 28-May 4, 
and will be attended by approximately 
2,000 of the 
facturing, 
tailing 

During Brand Names Week, the 120 
award-winning Brand Name Retailer- 
of-the-Year presentations will be on 
display at the Waldorf. 


nation’s leaders in manu- 


media, advertising and re- 


Store Plans to Move 


GREENVILLE, S. C.—Merit Shoe Com- 
pany, JInc., in business here for 32 
years, will move from 19 South Main 
Street to 112 North Main Street about 
March 1. 
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Halle Bros. Opens New Store 
In Cleveland Suburb 


CLEVELAND — Tailored to suburban 
living and shopping, Halle Bros. Com- 
pany’s newest and largest branch store, 
located in the Southland Shopping Cen- 
ter in Middleburg Heights, was opened 
early in February. 

The four-million dollar two-level 
building has a number of innovations. 
The upper level entrance is level with 
the parking lot, eliminating steps for 
mothers pushing baby carriages. A 
completely air-conditioned patio shop 
is located on the upper level and will 





STEPHEN G. DEMCHAK 


be used year-round for gardening 
equipment, porch and patio furnish- 
ings. Sidewalks leading to both en- 
trances are designed with hot water 
pipes beneath them to melt snow and 
ice during the winter. 

Planned for maximum shopping con- 
veniences, all apparel departments have 
been located near their related mer- 
chandise. Thus the men’s shoe depart- 
ment is in the men’s furnishings sec- 
tion on the lower level. This depart- 
ment has rustic dark wood paneling, 
clearly defined against the lighter tones 
utilized in the men’s furnishings area. 
Shadow box displays for shoes are 
used against the rear paneled wall. 
Manager of the men’s shoe and furnish- 
ings department is Robert Van Viese- 
mare, 

Women’s shoes are also located on 
the lower level, directly adjacent to the 
women’s dress section. This area has 
been carpeted and again designed for 
maximum contrast with a complete wall 
of antique finished pecky cypress. The 
wall is accented with a decorative sun 
motif in varying shades of yellow to 
orange. 

Two three-sectioned recessed wall 
display units flank the doorways to the 
stock area. A natural wood display 
unit, visible from all points, is located 
at the far end of the department for 
slippers and casual shoes. 

The children’s shoe department is 
situated on the upper level near the 
children’s apparel section. Located to 
the right of the main center aisle, the 
department commands a heavy flow of 
traffic. Here again, color and art work 
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FREE KLEENETTE FOLDERS AND MERCHANDISING TAGS NOW AVAILABLE FOR 


KLEENETTE UPPERED SHOES. WRITE A. H. ROSS & SONS CO. CHICAGO 22, ILLINOIS 
| SEE KLEENETTE AT BOOTH 4 oe SPRING LEATHER SHOW 





add striking notes. The shoe area is Halle’s Southland is the Slst store 
backed by a wall panel of red and to open in the Middleburg Center. The 
white candy stripes, accented with airy Center already has four shoe stores, 


pencil sketches of flowers and fish. Re including Zak’s, Garden  Scientifie 
cessed wall displays draw added atten- Shoes, Allen’s and Miles, all of which 
tion to this colorful area. The floor i are family shoe operations 

covered with harmonizing vinyl asbes- Wilbert J. Montie, with Halle’s since 
tos tile. Manager of the women’s and !927, is manayer of the Southland 
children’s shoe sections is Stephen G ranch, The store covers an area of 
Demchak. 150,000 square feet 


tealizing that the suburban shopper 
is primarily interested in quick service, 


; ; ; Ss » Has 57 j ‘ 
Halle’s has incorporated the self-sele« Store Has 57th Birthday 


tion idea throughout their numerou FLINT, MICH.—Lauren Elliott’s Econ- 
departments. Special self-selection fix omy Shoe Store celebrated its 57th year 
tures have been utilized wherever po in the shoe business here by holding a 
sible. pecial sale of women’s shoe 

143 





Busy Executives 


Trade Literature 


Manufacturing Methods for modern manufacturing. It is 
for the executive, purchasing 
engineer and production man. 
Manufacturing Methods and Proc- though it is not designed to 
by Arthur C. Ansley, 561 pp. technical men their trades, they 


Chilton Company, Philadelphia. "one the less find it helpful 


increasing specialization in Of the broad picture it gives of modern 
industry today makes it difficult for Production methods. It may 
the executive to keep up with all the % them applications of some 
developments that are being made in Newer processes to their own problem 
spheres other than his own, but it ji There are over 450 illustrations, 
increasingly important for him to do elected to give an_ idea 
This book gives a comprehensive processes described and the type 


of the latest processes used in products that can be made 


a Nia. 
Survey SHOWS | 
ave changed 


New Consumer Urge 
\s To Spend Better 


yODAY “ 
outsell thos 
faster than 
er urZs* 
more 

for 
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mere coe 


at $69 


1s to spe? 


_nrelligently 
quality 
a ke ading P 


sun 
puy 


more 


petter 


A cemt study by 
r 


if the shoe fits... 


Shoe manufacturers who recognize this urge are 
using better materials to make better shoes. 

Many are changing to Farberized Welting and 
Insoles to make their shoes last longer, 

look better and sell faster. Farberized insoles 

cost only a few pennies more ... and they 


make any shoe a better buy. 


An interesung FREE brochure on Farberizing is available. 


140 FREMONT STREET, WORCESTER, MASS 


method. Some of the 23 chapter head- 
ings are: Stamping and Forming 
Processes, Assembly Processes, Plastics 
and Their Fabrication, Adhesive Bond- 
ing, Finishing Processes, Inspection 
and Gaging, Woodworking Processes 
Marking Processes and Automation. 
The author of this able and stimu- 
lating book has had 30 years of 
experience as an executive at the head 


, 


of his own manufacturing company. 
He is a member of the American 
Society of Tool Engineers, the 
Acoustical Society of America, and 
the Institute of Radio Engineers 


Wide Range of Styles 
In Trimfoot Catalog 


A look at the new Trimfit catalog 
for 1957 discloses that this year the 
Trimfit accent is on depth and 
versatility. Running the gamut from 
toddlers to adults, the Trimfit col- 
lection includes new styles and new 
fabric treatments in socks for every 
member of the family. 

Dress socks, sport socks, stretch 
socks, Trimfit covers the field with an 
extensive range of lengths and colors 
in all categories. 

Handsomely illustrated in color, the 
catalog presents, too, the new Trimfit 
promotional materia] for retailers. 
Displays, racks, and fixtures, as well 
as newspaper mats and other mer- 
chandising materia] are shown. 


Patent Leather Problems 
Discussed in Bulletin 


“Technical News,” the first in a se- 
ries of monthly bulletins which dis- 
cusses new shoe factory products, de- 
velopments and applications in a semi- 
technical manner, has been released to 
hoe manufacturers by C. S. Pierce 
Co., of Brockton, Mass. 

Devoted entirely to patent leather 
shoe problems, a most timely subject in 
view of the anticipated heavy run on 
patent leather footwear this season, 
Sulletin Number One for January dis- 
cussed ways and means of avoiding 
patent leather shoe cripples. 

Highlighted in the first bulletin is 
information covering the firm’s newly 
perfected patent leather lubricator and 
its regular line of spray repairers and 
top coat finishes. 

Methods of application for the best 
factory results, with specific recom- 
mendations for practical handling of 
the firm’s products by departments, 
rooms or machine set-ups in the shoe 
factory, are discussed by the Brockton 
concern’s staff in a semi-technical 
manner. 


Penney Leases New Store 

MASSILLON, O.—J. C. Penney Co. has 
leased for 20 years a new store build- 
ing to be built in downtown Massillon. 
The new location will have more than 
double the space the present store oc- 
cupies 
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Trimmed Pumps Prominent 
In Saks Spring Showing 

NEw YoRK—Pumps have a leading 
role for spring, judging by the recent 
press showing at Saks Fifth Avenue 
here. 

Very delicate with their tapered 
toes, Louis XV daintily rounded 
heels, their soft bows, tiny buckles and 
buttons and fine hand-worked detailing, 


or 








Very elegant spring street pump in com- 

bination of light brown and black 

grained calf, trimmed with delicate bow. 
Exclusively at Saks Fifth Avenue. 


that the description 
Among the pretty 


they were all 
“lady-like” implies. 
touches were the larger buckles of 
mother-of-pearl or hammered silver, 
the stitching, perforations, patchwork 
and draping. Tongues, usually finished 


off with soft bows, were very new 
looking. 

Textured surfaces were still very 
popular. Shoes shown included broad- 


tail and pigskin effects, especially liked 
in beige or gray. Pebbled patent 
leather had a new soft look. Slashed 
leather had a different textured in- 
terest. 

Colors included deep navy blues, 
sealing wax red, beige and gray. Com- 
binations of the same color in different 
textures appeared often. Black was 
combined with white and with russet or 
parchment 


Paul Montgomery—Not Clay 


To set the record straight, the mer- 
chandise manager of Joslin’s six shoe 
departments in and near Denver, Colo., 
is Paul Montgomery, not Clay Mont- 
gomery, as he was incorrectly identified 
in a news article in the January 1 
issue of Boot AND SHOE RECORDER. 
Mr. Montgomery to 
from Joplin, Mo., where he had been 
buyer and merchandise manager of 
Newman Mercantile Company for three 
years, supervising activities in the 
men’s, women’s and children’s depart- 
ments. Prior to that time, and for 12 
years, he had been associated with the 
Wohl Shoe Company in Tulsa, Fort 
Worth and Oklahoma City. 


went Denver 
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New Jersey Stores Form 
Group Buying Association 

NEWARK, N. J.— The New Jersey 
Shoe Buying Association held its first 
meeting on Wednesday, January 24, :t 
the Hotel Robert Treat in this city. 

A group of more than fifteen inde 
pendent shoe stores in the central and 
northern part of New Jersey attended. 
for group buying, adver 
promotional coordination, 
and member 
discussed in 
held on 
and defi 


Procedures 
tising and 
merchandise distribution 
ship requirements were 
detail. A second meeting 
February 6, at which by-laws 
nite buying plans for the coming sea 


ORE 


was 





son were discussed by the charter mem- 
bers present. 
Clarence B. Grossman & 


Weil of B. 


elected chair 


Co., Orange, N. J., was 

man of the association. It is expected 
that the membership will increase to 
at least thirty. 


Retail Shoe Firm Chartered 
Conway, S. C. Whitaker’s Shoe 
Store, Inc., this city, has been granted 
a charter by Secretary of State Frank 
Thornton to engage in a general retail 
Authorized capital stock 


John H. Whitaker is presi 


shoe busine 
is $5,000 
aent 


shoes boost profits-and 


are the measure of success! 








profi ts 









others with — 





























@ Fresh, new styling 


* Special financial assistance to 
stores and qualified persons 
starting in this field 









THE PENNY — No 
mesh, $9.25. Dressy fancy mesh and 


with extra eyelet and flexible platform 
IN 


our No, 44 last, 14/8 Cuban heel 
STOCK, sized AAAA, 71/2 to 10; AAA, 
7 to 10; AA, 612 to 11; A, 61% to 11; 
B, 5% to 11; C, 54% to 10; D, 5% 

to 9; E, 5% to 8 Wp ; EE, 5“ to 8 Wy 

Also stocked in white without plat- 
form as No. 28330, $9.20 





LANCASTER, OHIO 


Our dealers are making greater 
profits with higher maintained 
mark-ups on DREW SHOES. 


DREW shoes simply out-perform 


@ Superior fit and tremendous repeat business 
—not subject to chain store competition 


@ Always IN-STOCK for greater turnover 


@ Extra sales and profits at $15.95 to $16.95 
retail—the volume price in the quality field 


13330, black patent and rich 


by 
pet eA AL ice) i 8 Mote) i te) 7 Vale). | 
(NEW YORK OFFICE — 746 Marbridge Bidg.) 
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(LOS ANGELES OFFICE — Suite 610, Warner Bros. Theater Bidg.) 


DR. HISS SHOES ° 







BLUE GRASS SHOES ° 











DR. A, REED CUSHION SHOES 
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BLOCK 


& White* 
R-ex 6'/,-12 
Rex 12'/,.3 


R-ex 
A-EEE 
A-EEE 


Biucher Saddle 
Thomas Heel; 
Thomas Hee! 


Shoe-Case ... 


Spring profit-makers .. . 
Boys’ and girls’ footwear 
(in both the regular 
construction and the 
famous “R-ex” construc- 
tion). created by 
{lischul to satisfy 


you and your customers! 


IN STOCK FOR 
IMMEDIATE DELIVERY 


White* R-ex 
5'/2-10; AA 


Heel. 4!/)-10; 


Saddie. L615 
5-10; A 
Heel 


Bal 
Thomas Heel 
B-EE, Thomas 


Thomas 


(*Thomas Heel, Long Counter, Steel Arch Shank) 


NEW 
CATALOG 
AVAILABLE 


the fice 


. 


or 











JULIUS 


3 Eyelet Tie 
Construction, 
Grain; 
12'/,-3; 
Leather 


M472 


Normal 

Black 

10-12; B-EEE 
Leather Heel; 
Also in Brown 
above 


C271 
B-EEE 
Hee! 
Same as 


M27! 
B-EEE 
M47! 


Spring Heel: 
M272—3'/,-4; 
Grain: C47I 


ALTSCHUL, INC. 


Creators of “NATURES OWN?” straight last footwear 
117 Grattan Street, Brooklyn 37, N. Y. « HY 7-4500 


JULIUs ALT/CHUL INC 


TESTED 


FOouUNDEO 1899 


Bowling Shoes and Ski Boots 
In “White Elephant” Sale 


Cuicaco—A new and zestful twist 
was added to January clearance sales 
here in a special “White Elephant Pro- 
motion” sponsored by the Chicago Daily 
News among 
the the 
annual 

Sowling shoes in sizes 15 and 16 were 
offered by Mages Sport Stores. The 
firm also had values in women’s 
golf shoe ki boots in size 10 and 11, 
Assorted sizes 
and sport 


Shoes prominent 


offered during 


were 


unusual jtems 


event 
same 


and gym shoes in size 17 


in “jod” boots, moccasins 
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AND PROVEN SINCE 1899 


to 
This 
top 


advertised at values 
featured by Bailey’s. 
had four-buckle cloth 
hoe and army combat boots 
its “White Elephants.” They 
were referred to in this way “To get 
off our hands offering real 
values at ridiculous prices in all 
departments.” 


hoes $25.00 
store 


men’s 


were 
also 
ove! 
among 
them we're 
our 


Capper & Capper is known as a high 
grade men’s furnishings store. Adver- 
tising reported that “even the White 
Elephants are strictly quality.” It con- 
“Along this time of the year 
many fine items in our es- 
that, for the next few 


tinued, 
there 
tablishment 


are 


months, ‘just take up space.’ We feel 
they are better off being enjoyed by our 
ustomers.. . we’ve put ‘white- 
mouse’-sized prices on them.” Just 167 
pairs of the store’s finest quality shoes 
included. Although they 
mostly one-pair-of-a-kind, nearly every 
ize was on hand. 

Other stores, such as Archlock Shoes, 
Inc., took advantage of the promotion 
to put extra emphasis 


° BO... 


were were 


on regular clear- 
lines and odd lots 
of shoes were featured at $15.90 a pair 
or two pairs for $30. Maling Shoes re- 
$2.99 to 
$1.97 and announced every color, every 
material, every heel height, but 
every size in every style. 

Since the Daily News gives exten- 
ive publicity to the White Elephant 
theme, the event gains attention. Shoe 
retailers report that it has proved most 
effective in helping to clear stocks. 


ance items. Broken 


duced former $6.99 shoes to 


not 


Fall Market Week Dates Set 
By West Coast Travelers 
Los ANGELES—Dates have been 
for the Fall Market Week, sponsored 
by the West Coast Shoe Travelers As- 
sociates, Executive Secretary Dave 
Klinesmith has reported. The show 
will be held on May 12 through 15 at 
the Alexandria Hotel in downtown Los 
Angeles. Additional exhibits will 
be housed in the Biltmore Hotel 
the Haas Building. Tagline for the 
exposition will “The Fall Shoe- 
orama’ and the slogan chosen is “Buy 
to Sell.” Affair will be plugged 
throughout the west by direct mail 
well other publicity 


set 


also 
and 


be 


campaign as as 
media. 

Jim Griffith, representative for Joy 
Shoe Company, will be chairman, as- 
sisted by co-chairmen Leon Levin, Fern 
Shoe Company, and Milt Utzinger, Hill 
and Dale. 


St. Paul Shoe Fair to Be 
One Day Longer 

SAINT PAuL—Dates set for the next 
Northwest Travelers’ shoe fair are 
April 27, 28, 29, 30 and May 1, to be 
held at the St. Paul Hotel, Fall 
hoes will be shown. 

In response to recommendations, 
extra day has been added to the fair. A 
banquet will be held on Tuesday, April 
30, with a floor show featuring the 
xtet. Wes Barlow’s seven- 
piece orchestra will play for the dance 
which follows. Ed Trench, St. Paul, is 
shoe fair chairman. 


here. 


an 


Schiek se 


Shoe Men Open New Store; 
Plan Another 


LINDEN, Ae F Two experienced 
Mert Meehan and Frank J. 
McGuire, have opened a highway shoe 


hoe men, 


store at 335 St. George Avenue, here. 
They 
Highway 
Both 
and 


second store on 
liver, N. J. 
branded 


plan to 
18, in 
lines 


open a 
South 
of 


semi-cancellations 


regular shoes 


will be carried 
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Goal of $145,000 Is Set 
For Easter Seal Appeal 

New YorkK—A goal of $145,000 has 
been set for the 1957 Easter Seal ap- 
peal, to be conducted from March 15 
through April 21. 

Edgar Kobak, a trustee of the Na- 
tional Society for Crippled Children 
and Adults, heads this once-a-year 
appeal. Victor Ridder serves as hon- 
orary chairman. Sponsors for this 
year’s appeal include the presidents of 
five boroughs, religious leaders, and 
stars of radio and television. 





It is children like this who are helped 
by money raised through the sale of 
Easter Seals. 


Through the sale of Easter Seals, 
financial assistance is given to projects 
in hospitals and clinics which provide 
medical treatment and _ rehabilitation 
for both crippled children and for 
physically-handicapped adults. Grants 
to eight current projects were made 
possible by the 1956 Easter Seal ap- 
peal, which realized $116,012. 

Two of these projects were Cleft 
Palate Clinics which help children with 
harelip and cleft palate to articulate 
speech, in Montefiore Hospital and in 
New York Hospital. In both clinics, a 
long-range program of surgery, treat- 
ment and therapy extending from birth 
to late adolescence is carried out by a 
large team of specialists. 

Increased services to physically 
handicapped children on Staten Island 
were made possible by a grant to the 
Visiting Nurse Association. Handi- 
capped children in Queens were aided 
by a grant to the Queens Rehabilita- 
tion Program, which provides diagnos- 
tic and evaluation services, as well as 
rehabilitation, for youngsters with or 
thopedic, neuromuscular or cardiac 
disabilities. 

Crippled children in Brooklyn. re- 
ceive Easter Seal help in medical and 
therapeutic services through the ortho 
pedic department of St. Charles Hos 
pital. Cerebral palsy children received 
physical therapy through an Easter 
Seal grant to Lenox Hill Hospital 

Job-training to assist physically-dis 


abled men and women towards self-re- 
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THE SHEARLING REPLACEMENT 




















If you pride yourself on the quality of your 
product, the economy of your operation 

you should get the facts on ARGO-PILE today. 
It feels like shearling, looks like shearling, 
but is much lower priced. See Argo-Pile in 
lining stock or the new Moutana fur-like pile 


for cuffs. 


Samples on request. *Registered trademark of 


Argonaut Mills 


HILLIPS-PREMIER CORPORATION 
Dsbubulow for (rominenl ( Mearuifac bib 


186 SOUTH STREET, BOSTON 11, MASSACHUSETTS + HAncock 6.3350 














liance and independence was strength ments, one for men and the other for 
ened by the Easter Seal grant to Good vomen 
will Industries of New York The firm recently added 50 feet of 
Prominent in projects to receive “O” street frontage which had been 
financial assistance through the com eased to outside firms. The men’s de 
ing Easter Seal drive will be a nev partment is being moved into this space 
nursery center for pre-school age and will include a swank new men’s 
handicapped children, which will be hoe department with blonde oak fix 
operated by the New York Society for ture and carpeted fitting area. Alex 
Crippled Children and Adults at it Cochrane is buyer 
headquarters at 123 East 124th Street The department store’s Career Shoe 


Shop, featuring medium-priced foot 
for women, is currently housed i 
Remodeling Makes Room for «4 separate shop adjoining the main 


a T ‘ the Lith treet side. Ove Oot 
I'wo New Shoe Departments dhe ethene — 


quare feet of selling space formerly 
LINCOLN, NEB.—Miller & Paine de- occupied by the men’s department 
partment store is remodeling its street being remodeled to house the Career 
floor to provide two new shoe depart hop. Donald Huff is buyer 























About Shoe People 


At the annual meeting of the Man 
hattan Council, Boy Scouts of America, 
L. J. Horan, chairman of the Board of 
J & J Slater and Hanan, New York, was 
elected executive president and 
director of the Manhattan Council, a 
director of the Greater New York Ex- 
ecutive Board and representative to the 
National Mr. Horan has 
associated the Boy Scout move- 
for years and among his 
other activities for the benefit of young 
the Youth Committee of the 


vice 


Council been 


with 


ment many 


people 1 
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lustrous calf. Sizes 41% 
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This smart strap, on 16/8 heel, features the comfort 


red, 
10, Widths SA-C. One of over 
3 dozen smart Dickerson Shoes in Stock for Spring. Write 


Exclusive Mfrs. of 


= <—_BASIC SHOES — 
~ Oo ¢ tng ni peuf OP ae — > 
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New York Rotary Youth Foundation of 


which he is chairman. 


A. H. Runstall Shoes, Inc., 15 South 
Main St., Wilkes-Barre, Pa., has been 
incorporated with capital of $150,000 
to operate retail shoe stores. Incorpora- 
tors are Mabel and A. H. Runstall of 
Harveys Lake and A. J. Kane of Kings- 
ton. 

The Gladstone Shoe Stores, owned by 
Jack H. Gladstone, will open their sev- 


color 


Sell Repeatedly! 


PROFIT FOR YOU 


< 
x, 


of Pillo-Quilt Vamp, and such wanted solid colors as 


and french bread, all 


THE WALKER T. DICKERSON COMPANY 
Columbus 15, 0., In New York: 417 Marbridge Bldg 


sABEL's 
“a for Women 


o - ~ > 
Fea Sh aad 


enth Vermont outlet at 14 Church street, 
Jurlington, Vt., about March 1, it has 
been announced. The new store will fea- 
women’s and children’s shoes in 
nationally known brands. Arnold H. 
Batavia, who has been manager of the 
chain’s Bennington, Vt. store and pre- 
viously had charge of the units in New- 
port and St. Albans, will be manager of 


the Burlington establishment. 
a +o & 


ture 


Ralph E. Seeley, who has operated a 
juvenile shoe store in Kalamazoo, Mich., 
since 1938, has opened Seeley’s Boot 
Shop, another juvenile shoe store, at 
118 W. Main St., Spring Arbor, Mich. 
Ed. Maurer, a children’s shoe fitting 
expert since 1938, is manager of the 
new store. The staff consists of 
highly trained shoe fitte: 


sales 


Hall Terrell, making room foreman at 
International Shoe Company’s Bluff 
City, Hannibal, Mo., factory, has left 
the company to operate his own retail 
shoe store in Monroe City, Mo. A vet- 
eran of 30 years shoemaking experience, 
Mr. Terrell began selling shoes in a 
small shop three years ago. Today his 
store occupies approximately 2000 
square feet of floor space. His wife and 
daughter have been operating the store 
during the day, with Mr. Terrell as- 
sisting on weekends. 

Frank A. Lowry, formerly with G. C. 
Willis Co. of Champaign, IIl., has been 
named manager of the shoe department 
at Thieme’s, women’s apparel store, in 
Lafayette, Ind. He Carol 
Haase, now with Ballantine’s, at Port 
Huron, Mich. 4» « « 


succeeds 


Ernie Thompson Children’s Shoes 
has moved from its former location at 
1641 E. MacDowell Avenue, Phoenix, 
Ariz., to a new spot in suburban north- 
eastern Phoenix on 24th Street. Along 
with the switch, Ernie Thompson, 
owner, has added three new lines of 
children’s shoes. Mr. Thompson, a vet- 
eran of more than 25 years in shoe re- 
tailing in the Phoenix area, has ap- 
pointed his son, Richard Thompson, as 
manager. 

Jack Leonhardt, manager of the Kirby 
Shoe Store, has been elected an execu- 
tive committee member of the Miracle 
Mile Shopping Center Business Associa- 
tion in Toledo, O. 

rs 


Flory Mendicino, co f 
Flory’s Shoe Store and the Shoe Circle 
in Cheyenne, Wyo., served as leader in 
a Boy Scout pancake dinner to raise 
funds for the necessary improvements 
and maintenance work at two Boy Scout 


owne}l O 


camps in the Cheyenne area. 
. * * 

Joseph McGonigal, vice-president of 
the Boot and Shoe Workers’ Union, 
AFL-CIO, was named by Labor Secre- 
tary James P. Mitchell, to membership 
on three industry committees to rec- 
ommend minimum hourly wage rates 
under the Fair Labor Standards Act for 
the Leather, Textile, and Hosiery in- 
dustries in Puerto Rico. 

Boot 
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L. B. Brown 


St. Lours—L. B. Brown, former di- 
rector of industrial relations for Inter- 
national Shoe Company, passed away 
January 23 following a heart attack. 

A native of Cambridge, Mass., Mr. 
Brown was to have been honored at a 
retirement dinner in St. Louis, January 
31 by officers and fellow supervisors of 
the company. 

During his career with International, 
he was chief labor negotiator for the 
company. “Brownie,” as he was best 
known, formulated and introduced the 
factory point pay system which is used 
in all of the International plants today. 

Surviving are his widow, Cecilia; two 
daughters, Dorothy and Patricia 
Brown; a son, James; and a sister, 
Mrs. Laura Flansburg, Canajoharie, 
Na Xe 


A. J. LaPorte 


Bay Ciry, Micu.—A. J. LaPorte, a 
dean of Michigan shoe retailers and 
for more than 50 years operator of a 
shoe business in Bay City, died at his 
home here after a lingering illness. He 
was 76 years old. 

A native of Bay City, Mr. LaPorte 
founded the business which today 
serves many third and fourth genera- 
tion descendants of his early customers. 

With his brother-in-law, J. B. 
Blanchett, Mr. LaPorte first started in 
business on April 1, 1904. The firm 
moved to three different locations dur- 
ing the years, taking over the quarters 
it now occupies in 1935. 

The partnership with Mr. Blanchett 
continued some 20 years. The veteran 
retailer then opened his own store. His 
son, Virgil A. LaPorte, joined the store 
as a salesman in 1925 and formed a 
partnership with his father in 1939. 
The business is now operated as A. J. 
LaPorte and Son. 


Neill P. Overman 

Newark, N. J.—Neill Pennell Over- 
man, of 265 Forest Road, South Orange, 
N. J., former president of the Newark 
shoe manufacturing concern of Johns- 
ton & Murphy, died at his home after 
a long illness. 

Mr. Overman joined the shoe firm in 
1917. He served in sales posts and as 
vice-president before he was elected 
president in 1949. He continued as pres- 
ident of Johnston & Murphy after it 
became a division of the General Shoe 
Corporation in 1951. 

Mr. Overman was well known in ken- 
nel club and dog show circles through 
out the country. He was a judge at 
many of the nation’s leading dog show 

Surviving are his widow, Mrs. Marion 
French Overman; a daughter, Miss 
Anne Allison Overman, and a son Neill 
P. Jr., both at home; and two brothers, 
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Obituarie: 


( 


Hevece F Cunningham Born in Philadelphia, Mr Cunning 
oe ham was graduated from Villanova 
PHILADELPHIA—Horace F. Cunning- University. He was a member of the 
ham, veteran shoe traveler in the Mid- National Shoe Travelers’ Association, 


Atlantic area, died here suddenly after 
a short illness. He was 58. 


‘ourteneay Overman of Locust, N. 
and Donald G. Overman of Llewellyr 
Park, N. J. 






> years. His longest association was 
‘ tg whe . 
S with the Lancaster Shoe Company, 
where he spent 25 years, working his 






way up to sales manager. He was also 
salesman for the Little Yankee shoe 
line of the Sam Smith Shoe Corpora 
tion, Edwards Shoes, Inc. and the Co 
tillion line of Consolidated National 


Shoe Company. 






Joy 









the Middle Atlantic Shoe Travelers As 
ociation and The 210 Associates. 


[TURN 150, PLEASE] 





His shoe selling career extended over rO PAGE 
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207 ESSEX STREET, BOSTON 11, MASSACHUSETTS 
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IN STOCK 
No. 64 Brown 
No. 645 Black 


You don't have to be... 


a trained foot-fitting specialist to build a steady 
repeat business with Alden-Pedic shoes. Many 
family shoe stores successfully use Alden-Pedic 
shoes to satisfy “hard-to-fit’ customers. 

Foot-Balance” comfort makes the difference. 


WRITE FOR THE NEW ALDEN-PEDIC IN-STOCK CATALOG 


The Key To FOOT-BALANCE" 


SHOE COMPANY 


H. ALDEN 
Custom Boolmakers Since 1884 
BROCKTON, MASSACHUSETTS 


C. 


Downtown Stores Closed; 
er Car Thieves Suburban Store Takes Over 
I The National Shoe 1 
iation is providing it 


GallenKamp’s 
downtown San 
concentrating 
their Hillsdale 

iburban San 


CALIF. 
two 


SAN MATEO, 
their 


avel 


mem have closed 
explaining that the Mateo 
cal 1 their 


Ihe c¢ 


wih 


stores and are 
elling efforts in 


tore 


l decals 


carried in their 
iin pairs but 


designed for use 


Shopping Center in 
Mateo. 


According to 


ingles. 
on cat 
Solotar, Hills- 
for the move is that membe: c and regional manager for 
GallenKamp’s, their find it 
much easier to shop in this new center, 
the parking unlimited and 
practically a step outside the 

The stocks of three stores 
combined 


Irving 
ale store 


sing numbers have been re customers 


heft of 
recovered. It i 


sample cases which 
hoped that 


whnere 18s 


m 
door. 
have 


would be of no value, wil all 


from taking them een 


Obituaries 


[CONTINUED FROM PAGE 149] 


A widower, he leaves seven children, 
three daughters and four sons. The 
daughters are: Mrs. George S. Curtis, 
Jr.; Winifred M. and Patricia M. The 
H., Thomas A., John 
He is also survived by 
Cunningham. 


ons are: James 
M., and Paul J. 
one brother, Thomas A. 


William J. Siteman 
MANCHESTER, CONN, 

Siteman who, until a year 
illness forced his retirement, had trav- 
New England for the Friendly- 
Acrobat Division of the General Shoe 
Corporation, died at his home, here. 
Prior to becoming associated with Gen- 
eral Shoe, for many years he repre- 
ented the H. C. Godman Company. He 


was 67. 


William J. 
ago when 


eled 


He leaves his widow, Mrs. Geraldine 
Siteman; four daughters, Mrs. Philip 
F. Pierce and Mrs. Thomas A. Bailey, 
both of Manchester; Mrs. Arthur F. 
Kingsbury, Jr., of Portland; and Mrs. 
James C. Hopper of Los Angeles, Calif. 


Thomas H. Lane 


MONTREAL, QUE. — Thomas 
Lane, president of the T. L. 
Co., died Jan. 19 here. 


Henry 
Lane Shoe 


He established residence in Montreal, 
where he was associated with Ames, 
Holden & McCready Company as gen- 
eral manager and also as a member of 
the board of directors. 

In 1924 he founded his own company. 

A former member of Forest Hills 
Golf Club, Mr, Lane was also honorary 
vice-chairman of the Outremont Curl- 
ing Club. 


Mrs. Estella Kaltenbacher 


EAST ORANGE, N. J.—Mrs. Estella 
Kaltenbacher, widow of the late Joseph 
Kaltenbacher, who was a founder of 
Seton Leather Co., Newark, N. J., died 

in East after a 
Services were held at Tem- 


home Orange 
long illness. 
ple B’nai Jeshurun, Newark, of which 
Mr. Kaltenbacher had 
for many years, and in whose auxiliary 
the 


at her 


been a trustee 


activities widow had long partici- 
pated. 
She is 
C. and Ri 
irer, re 
Co., 


SsOns, Joseph 
and trea 


by two 
president 
pectively, of Seton Leather 
and Rade] Leather Mfg. Co.; a 
daughter, Carolyn Meier; eight grand- 
children, and one great-grandchild 


it vived 
hard &., 


W. B. Judah 


SEATTLE, WasH.—W. B. Judah, 
native of Bloomington, Ind., and for 
many years secretary-treasurer of the 
Washington Shoe Company, here, died 
at his Seattle home of a heart } 


me, bet 


attack 
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Says Consumers Need 
More Shoe Education 
[CONTINUED FROM PAGE 140] 
For the fashion-minded, accessory 
colors for grey could be Bronze kid and 
Bronze Stardust for dress; Elderberry 
Purple Patent or Wood Violet Napoli 
for accent. 

While beiges decrease in fashion im- 
portance, the yellow, darker vicuna 
family remains strong, replacing in 
some volume the camel’s hair types. 
Shoe beiges, and go-withs include Nou- 
gat, basic volume; Rosaline, a brass 
tone for mid-heels and city ties; Helen, 
a bright brown; Bronze Kid or Bolero 
for elegance, Bitters Brown for flats 
and True browns such Sargasso, 
Town and Chestnut for conservatives. 

A textile movement afoot to make 
blue a fall, rather than a spring fashion 
must, brought shoe blues into Allied’s 
foreground. Venus, as an honest match 
to textile blues with a reddish cast, was 
termed _ promotional. Conservative 
Flight does not match textile blues, 
Miss O’Hara reported. Cleopatra Blue 
was designated for sportswear as was 
Sheba, which has a greenish cast. 

Mauve, an established factor 
spring ready-to-wear and millinery, will 
progress into a real purple for fall 
ready-to-wear. Mauve and_ purple 
threads will even entwine through the 
pale and black and white tweeds of 
fall ’57. And so, Juliet suede to match 
these purples, almost black Eugenie 
for a dressy toned-down accent, and 
Gunmetal Patent, black kid or Black 
Pear! for safe accompaniment. Promo- 
tionally, purple and blue meld in ready- 
to-wear and, for a shoe match, vibrant 
Venus 

A group of five off-beat neutrals also 
were presented. First there was Mona 
Lisa in lightweight leathers and Cam- 
ouflage, cited as a handsomer Loden 
type than the ’56 counterpart. A beige- 
greige, Camille, could stand alone or as 
a trim on blacks. Carlotta was matched 


as 


in 


is the color. 


to red mole and is a heeled-shoe red. 
Portia, a black brown, is a special color 
for a city tie to be worn with grey, 
black, blue and red. Eugenie, which 


purposely misses being either black or 
charcoal, is the Vodelle version of an 
enriched gunmetal for pumps and ties. 

Colors which can be dramatized in 
shoes for early campus (the children’s 
market included) and for suburbia are 
those which Allied has developed to 
match the jersey, tweed and corduroy 
separates and coordinate market. These 
include the clear, yellowed red, Car- 
men; the greened blue, Sheba; orangy 
Pompadour; and Diana, the turquoise 
tone that never stops selling in volume 
sportswear. All of these, Miss O’Hara 
said, are excellent foils for the broken, 
shadowy patchwork plaids that per- 
vade this market. 

As for shoe styling itself, the Allied 
Kid fashion expert predicted these 
refined 
and gen- 

on any 


would be the dominant trends: 
walking shoes; 
erously shaped 


fronts 
ties 


high 
tongues; 





February 15, 1957 












| IN STOCK 


Men, Women, Boys 
700-770 500 


SEBAGO - MOCS 


Only SEBAGO-MOCS offer you the extreme flexibility of the original 
Indian Moc, plus the scientific support of a modern welt shoe 


7002 


d the idea from 






the Indians 


Exclusive “Patented 
Welt Construction 


Hand-sewn vamps 
Hand-lasted 


AT POPULAR 


PRICES! Chief among many points of superior craftsmanship, Patented 


Welt Construction means they're lighter, tougher, more flexible! 


Leather welting, no insole, arch-supporting steel shank, soft Kemblo 


fillers, hand-turned collars, heel-hugging fit. 


Order today ! 


SEBAGO-MOCS ARE 


At once delivery ! 


THE 


Made in Canada by Canada West Shoe Mfg. Co., 


heel height; elasticized shoes; low 
boots and lined city boots; dancing flats, 
an out and out steal from the men 
who are buying them in patent; dre 

buckled flats for chiffon blouse and 
tweed skirt combinations; elegant, 


pointed toe k 


squared-off 


idskin pump 
flat top 


toe 


fashion; closed-up sandal] 


of the bicycle 


rate leather 


metallic pumps 


’ 


long, slim, 


f 


Tor ultra 


* derivations 


shoe of the 30’s; sepa- 
pats as well as spat shoe 
for new evening noes, 


Important treatments and detailings 
favored by Miss O’Hara include bronze, 


jet or gunmetal beading on kid; 


nul 


tiple rows of exaggerated stitching to 


underscore 





throatlines; 





high - riding 








FASTEST-GROWING 
LINE OF MOCCASINS IN THE COUNTRY TODAY! 


| S$EBAGO-MOC COMPANY 
| WESTBROOK, MAINE 


New York Office: 534 Marbridge Building 
Ltd., Winnipeg, Manitoba 


*U.S, Pat. 42,420,266 


Made in MAINE by 


Skilled Craftemen 





grains and brushed 


suede and punched 


fringed 
leathers 


tongue 
combined; 


leathers combined; Vicuna and grey 


together; large flat bows, decorative 


high on the instep; punching; button 


of jet, bras ilver, gold or rhine 
tones; teardrip openings on vamp and 
quarter; and dramatic offside throat 
lines 


Going Out of Business 


FortT WAYNE, IND.—Gillman’s Shoe 
Salon, 822 S. Calhoun Street, is going 
out of busine The entire stock of 
footwear, handbags and hosiery is 


being closed out, also the store fixtures 
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EVERY PAIR WITH HAND SEWN VAMPS 
EVERY PAIR WITH NEOLITE SOLES 


above all in 


« VALUE 
* STYLE °¢ FIT 


Retail Profitably 


$6.95 to $9.95 


DUTCH BOY III 


INSTOCK for 
immediate 
Delivery 


ADVERTISED 


N GLAMOUR 


FVENTEEN 


NORTHEAST SHOE COMPANY, Inc. 
Pittsfield, Maine 
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GENTLEMEN 
in the Shoe Trade 


are more and more appreciat- 
ing the old fashioned 
hospitality, the fine atmos- 
phere and the unexcelled 
accommodations of the famous 
Barclay. Air-conditioned 
rooms for your summer 
comfort! The new King’s 
Inn for remarkably fine food. 
WRITE FOR NEW BROCHURE 


— 6) 
‘ She Darley 
4 


11) EAST 48th STREET 
NEW YORK 17, N. Y. 
Tom Kane, General Manager 
A REALTY HOTEL 
Harry M. Anholt, President 








SEE THE DIFFERENCE 


ound leather fibers 


cling together 





‘ 


y 


Magnified photo of other fibers show tendency 


to remain apart 


and KNOW why Bainflex 


innersoles have qualities possessed by no other innersole material. 


»ynthetic means cannot duplicate the cool comfort of tiny resilient interwoven 


leather fiber: 


The exclusive Bainflex process capitalizes on this tendency of 


ground leather fibers to cling together reducing to a minimum the use of 


chemical formulas in the making of Bainflex Innersoles. Since leather fibers 


are the prime factor in Bainflex the comfort and coolness obtained cannot be 


surpassed in materials relying upon large quantities of heat producing binders 


for usable 


results. Use in milhons 


pairs 


with gratifying results and 


no returns makes cushioning comfort a BUILT-IN 


quality in shoes made with Bainflex Innersoles 


Bainflex Innersoles 


CORPORATION 19 CHESTNUT STREET, CAMBRIDGE, MASS. 
a 


TEL. TR 6-723) 








Financial News 


Shoe Corporation to Pay 
112th Consecutive Dividend 


CoLUMBUs, O.—Robert W. Schiff, 
president and treasurer of Shoe Corpo- 
ration of America, has announced that 
at a meeting of the board of directors 
of the company, the regular quarterly 
dividend of 25 cents per share on the 
issued and outstanding common shares 
was declared, payable on the 15th of 
March to holders of record at the close 
of business on the 28th of February. 

This will be the 112th consecutive 
cash dividend paid on what was former- 
ly The Schiff Company common shares, 
which were converted into Shoe Corpo- 
ration of America Class “A” common 
hares in 1947, upon the change of 
name from The Schiff Company to Shoe 
Corporation of America and _ which 
Class “A” common shares were con- 
verted into common shares of the par 
value of $3.00 each, in 1956. 

sy order of the board of directors, 
the dividend, as to the holders of the 
Class “A’ common who have 
not exchanged their shares for the new 
common shares of the corporation by 
the close of business on February 28, 
will not be paid until such exchange is 
made. 


shares 


A. S. Beck to Pay Dividends 
On Common and Preferred 


NEw YorK—The board of directors 
of the A. S. Beck Shoe Corporation has 
declared a quarterly dividend of 25 
cents per share on the common stock 
payable February 15 to stockholders of 
record at the close of business on 
February 5, 1957. 

The board of directors also declared 
a quarterly dividend of $1.18% on the 
preferred stock, payable March 1 to 
stockholders of record at the close of 
business on February 15. 


Dividends Declared by 
Armstrong Cork Directors 


LANCASTER, Pa.—Directors of Arm- 
strong Cork Company have declared a 
dividend of 30 cents per share on the $1 
par value common stock, payable 
March 1 to shareholders of record Feb- 
ruary 11, and a dividend of 93% cents 
per share on the $3.75 cumulative pre- 
ferred, payable March 15 to sharehold- 
ers of record February 11. 





Plans New Family Shoe Store 

CoLumBus, O.—Thom McAn Shoes 
will open another family shoe store in 
Columbus, having taken a long-term 
lease on a store in the Great Southern 
Shopping City, now under construction 
on South High Street. 
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Compo Named to Distribute Tool Line 


Reviewing some of the products in the Simonds line are, leff to right, Daniel J. 

O'Neil, Simonds assistant eastern sales manager; George H. Blinn, Compo adver- 

tising manager; George P. Connolly, products manager, supplies sales, Compo; 
and William C. Haskins, Simonds eastern sales manager. 


WALTHAM, MASss.—Compo Shoe Ma- 
chinery Corporation, 125 Roberts Road, 
Waltham 54, Mass., has completed 
plans for a promotion to the shoe in- 
dustry featuring the availability of 
hack saws, band saws, machine knives, 
files and rasps manufactured by Sim- 
onds Saw and Steel Company, Fitch- 


burg, Mass. Trade magazines and di 


rect mail will be used. 
Compo was recently appointed a na 
for the 


tional distributor 


Simonds line of cutting and filing tools. 


Sales progress has been most satisfac 


tory for both firms to date. 





Joins Daniels Mfg. Co. 


BROOKLYN, N. Y.—Harry Gitlin, for- 
merly one of the principals and in 
charge of production and styling for 
the Venus Art Embroidery, is now as 
sociated with Daniels Mfg. Co., of 
Brooklyn. Daniels caters exclusively to 
the shoe industry. 


Hussco Names Shapiro 
Distributor-of-the-Year 


HONESDALE, PA.—The Hussco Shoe 
Co.’s “Distributor-of-the-Year” Award 
has gone to Cleveland distributo1 
Maurice Shapiro, president of the 
Allied Shoe Co., it was announced by 
president, William Manowitz. 

Mr. Shapiro was selected over al! 
distributors of Hussco’s brand line of 
“Huskies” for “the excellent operation 
of his organization and the tremendous 
strides taken in building the Huskies 
brand in retail stores throughout Ohio 


H uSSCO 


during 1956.” 
Cited for their contributions to Allied 


were Cleveland sales representative 


Ben Koret and Cincinnati sales repre- 
sentative Ed Mersmann, who received 
plaques. 

“Allied has demonstrated an increas- 
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ingly strong development of the Huskies 
brand, both in terms of individual store 
business and in the 
centage of its own business which has 
swung to Huskies,” Mr. Manowitz 
stated, 


increased per 





MAURICE SHAPIRO 


“As a result of its aggressive sales 
program in Ohio during the past ten 
years, more and leading retail 
and department have built a 
large Huskies following and now look 
to Huskies as a prime resource.” 


more 
stores 


complete 





Will Help Direct Sales 
For Gardiner Shoe Co. 


GARDINER, Me&.—Richard H. Rubin 
has joined the executive staff of the 
Gardiner Shoe Co., Inc., manufacturers 
of Yorktown shoes for men and boys, 
and Modern Priscilla shoes for women. 
As assistant manager, he will 
work with Keith A. Hemenway who di- 
rects the company’s sales activities in 


sales 


men’s and boys’ shoes. 






RICHARD H, RUBIN 


Richard Rubin is the son of Joseph 
Rubin, treasurer of Gardiner Shoe Co 
Inc. He graduated from Harvard Col 


lege in 1952 and from Harvard Gradu 


ate Business School in 1954, and has 
completed active military service as 
lieutenant in the Air Force 


Sales Territory Changes 
Made by Dr. Posner 


New YorkK—Jules L, who 
has been associated with the New York 
sales office of the Dr. Posner Shoe Com 
the past four one-half 
been appointed sales repre 
the state of New Jer 
it was announced by Saul Maslow, 
manayer, and Herbert 
dent of the Dr. Posne1 


solomon, 


pany for and 
years, ha 
entative for ey, 
ales 
Posner, 
Shoe Co 
also announced that Harold 
who has represented the chil- 


shoe outfit in we Pennsy! 


presi 


It was 
Green, 
dren’s tern 
will now serve 
the 


to joining 


vania for the past year, 


representative for entire 


Prior 


as sales 
tate of Penn 
the Dr. 
was merchandise manayer 
hoes at He , Allentown, Pa., 


Yivania 
Posner organization, Mr. Green 
in charge of 


Brother 


and also served a hoe buyer at vari 
ous high grade shoe departments of 
other leading retaile 

Henry A. Rubens, who has been as 
ociated with the Dr. Posner company 


for the past 47 years, has retired from 


representation and will 
in the terri 
He will act 


Posner 


active ales 
henceforth 
tory he formerly traveled 
the Dy 


Company advisory board on 


upervise sales 


as a member of Shoe 
styling and 
recently named 


the Middle 


oclation 


quality control. He was 
chairman of the board of 
Atlantic Shoe Travelers A 









Four Goodyear Executives Are Promoted 


O. A. SCHILLING H. R. COMSTOCK 


AKRON, O1Oo—Four major promo 
Tire & Rubber 
industrial products division be 
came effective February 1, 
to R. B. Warren, stepped up to 
general manager of the division on the 
date 
followed 


Sam DuPree, 


tions in Goodyear Com 
pan y’ 
according 


who 


The chain-action 
the 
the 
manager, to vice-president of the firm. 

Appointed to posts are ©. A 


manager: H. R 


Saini reoryani 


zation recent election of 


division’s general 
new 


S« hilling, ale Com 


manager; R. E. 
(Chapman, manager, central region, and 
Rk. Kk. Mercer, manager of 

The div 


tock, assistant sales 
sale 

and sells thou 
sands of for use by 
virtually every industry in the world. 
Chief products are all types of belting, 
molded 


ho ok ad 
ision produce 


rubber products 


hose and and extruded rubber 


rubber or plastic 

native of St. Loui 
at the Uni 
ouri and Houston Tech, 


proods of 
Mr 
and an engineering 
ity of Mi 


was pur 


Schilling, a 
tudent 
career sel] 


uing a successful 


ing oil industry supplies in the south 
in 1939 when he decided to switch 
He 1939 
became di Dalla 


ion in 


vest 
joined Goodyear mn 
trict 
for the trial product 
1941. Named eastern sales 
1047, he wa 


curee! 
and manager at 
indu divi 
manager in 
appointed manager of in 


dustrial products departments in 1956 


R. E. CHAPMAN R. E. MERCER 
Mr. 
1929 as a 


ferred to 


Goodyear in 
He trans- 
goods in 


Comstock joined 
salesman. 


rubber 


tire 
industrial 
was promoted to manager of 
ion’s district at Minneapolis 
He was central 
Sorn at Chi- 
attended high 
Kansas 


1935 and 
the divi 
in 1940. appointed 
ales manager in 1950. 
Mr. Comstock 
school and college at 
City, Mo. 

Mr. Chapman has served as manage} 
of the department since 
1950. A native of Cedar Rapids, Iowa, 
he studied genera] engineering at Iowa 
State before joining Goodyear’s college 
program in 1935, 
industrial 


cago, 


junior 


hose sales 


vraduate training 
Mr. Chapman served as an 
products clerk and salesman at Chicago 
and Des Moines before World War II. 
He served three years with the Navy 
the war. Good- 
year in 1946, he was Des 
Moines as a field representative for the 
division 

Mr. Mercer 
trainee 


during teturning to 


assigned to 


joined Goodyear in 1947 
receiving an engi- 
from Yale. After two 
of training in industrial products 
ales, he wa Duluth, 
Minn., as a field representative. Trans- 
ferred to Des Moines in the 
1951, he was appointed assis- 


1953. 


as a after 


neering degree 
year 


assigned to 


same ca 
pacity in 
tant 


manager of hose sales in 





New Regional Sales Office 
Opened by Trimfoot 


FARMINGTON, Mo.—Opening of a new 
Trimfoot Company regional office 
and been announced by 
this manufacturer of in- 
fants’ and children’s shoes. The office 
the supervision of H. A. Ran 
kin, regional representative for Trim- 
foot South 
Broadway in Angeles, 
saby 


ale 
howroom ha 
Farmington 
is under 
rhe office, opened at 756 
downtown Los 
displays the company’s lines of 
Deer, Trimfoot, Mickey Mouse 
Claire McCardell] shoes 

The Los the fourth 
regional office opened by the Trimfoot 
Company. Other offices and showrooms 
New York, Dallas and Seattle. 

Mr. Rankin, under whose supervision 
the new office operates, has been with 
the Trimfoot Company for 19 years, 
serving in various management and 
sales capacities before taking over the 
region early in 
the Los Angeles 


and 


Angeles office is 


are in 


southern California 


1950. He resides in 


area 
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Enna Jettick Ad Campaign 
To Reach 70,000,000 Readers 


AUBURN, N. Y Following the big 
success of its fall ’56 advertising pro- 
gram, Dunn and McCarthy, Inc., of Au- 
burn, makers of Enna Jettick and Jett- 
Aire for women, will again use 
both newspapers and national maga- 
zines for the spring ’57 promotion of 
these two lines. The campaign is geared 
to reach over 70,000,000 readers. 

Kick-off of the magazine campaign 
will be a full-color double spread in 
VeCall’s April issue, followed by color 
advertisements in Ladies’ Home 
nal, Mademoiselle and Glamour. 


shoes 


Jour- 


The newspaper program will include 

nation-wide campaign with loca] 
dealer listings in over 50 major trading 
areas from coast to coast. 

Enna dJettick 
country have received 
kits containing the important tie-in 
aids. These include newspaper mats, 
display cards and window ideas, pro- 
motional helps and radio spots. 


dealers the 
merchandising 


across 


Robert Goodhue Advanced 
By United Shoe 


Boston—The United Machin- 
ery Corporation has announced the ap- 
pointment of Robert D. Goodhue of 
Hamilton, Mass., as assistant district 
manager of the company’s Lynn office. 

Mr. Goodhue joined United in 1926 
the vice-president of 
Club. He 


Shoe 


and is presently 


the Quarter Century was 


ROBERT D. GOODHUE 


first employed in the Goodyear Depart 
ment at the Boston office. Later he was 
transferred to the company’s Worceste: 
office where he served in various ca 
pacities. 

In 194%, he joined United’s Lynn office 
head of sales and later 
and 


as department 


director of service ad- 


sistant. 


was made 


ministrative as 


Opens In-Stock Facility to 
Serve Northern California 


LOWELL, MAss.—An in-stock 
is being initiated for northern Califor- 
nia only by Judy ’N’ Jerry, manufac- 
of footwear for infants, children 
and misses. Basic styles will be stocked 
at the Kaye & Tieso, 
well-known footwear distributors, at 51 
First Street, San Francisco. 

Gene manager of 
Sherman “This is the 
first attempt by organization to 
bring to an area, Judy ’N’ Jerry shoes, 
warehoused so that our customers will 
be able to pick up sizes as they need 
them. We have no further plans in this 
direction and expect to continue to 
serve the rest of the country from our 
Lowell warehouse.” 


service 


turers 


warehouses of 


Polebaum, sales 


Bros., stated, 


oul 


St. Louis Company Moves 

Wm. M. Taggart & Com- 
handles leather, fabric 
meshes, has moved its office from 

Locust Street in downtown St. 
Louis to 465l1a Maryland Avenue, in 
midtown St. Louis. 

The firm, which is comprised of M. P. 
Brazill, Jr., and C. R. Taggart, repre- 
sents William Amer Company; Chas. I. 
Rockmore, Inc., H. Swoboda & Son, 
Ine.; Salomon & Phillips, and Weil & 
Eisendrath Company. 


St. Louts 
pany, which 
and 
1602 
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Shoe Executive Guest of International 















" ‘ 
Alan L. Siff, of the David M. Siff Shoe Company, Akron, Ohio, visits a Roberts, 
Johnson & Rand sample room with Edgar S$. Bland (left), general manager of 
the division and a director of International Shoe Company; and Howard Donahie, 
sales manager of the R-J-R women's northern division. 


ST. Louts—Alan L. Siff, whose fa-  rccently discharged from the Air Force 
ther, Lawrence Siff, is co-owner of the after serving as a recruiting officer. A 
David M. Siff Shoe Company, Akron, 1954 graduate of Harvard University, 
Ohio, was the guest of Roberts, John- he majored in American history. 


son & Rand Division of International The shoe firm executive’s primary 
Shoe Company January 7 through interest is in the merchandising of 
January 11. women’s shoes. After meeting Henry 

Mr. Siff, who is 24 years old, was H. Rand, president of International, 





and James Lee Johnson, vice-president 
in charge of industrial and public re 
lations, Mr. Siff toured International 
plants at Wood River, Ill.; Anna, IIL; 
Chester, Ill.; Jackson, Mo.; Cape Gir 
ardeau, Mo., and home office depart 











Among the latter were the method 





and procedures department, Merchant 





Service and Shoenterprise headquar 







te! and the juvenile merchandising 
department. Mr. Siff was particularly 
nterested in shoe manufacturing and 







distribution at the wholesale level. 

[he chain of family retail stores in 
cludes 73 units in Ohio, New York, 
West Virginia, Kentucky and Michigan 
An additional! 15 stores are in the plan 
Mr. Siff asserted 












ning taye, 








Nunn-Bush Executive Resigns 







MILWAUKEE! Will Nunn Graves, for 
many vears an executive of the Nunn 
Kush Shoe Company here, has resigned 


his position to represent the Panther 
Oil & Grease Manufacturing Company, 
Fort Worth, Tex 
Mr. Graves, a native of Texas, W! 
ntinue to reside in Milwaukee and 









represent the oil company in Wisconsin 






Mr. Graves served as general manage! 
of the Edgerton Division of the Nunn 









Bush Shoe Company for many yea) 
until 1954, when he moved from Kdger 
ton to Milwaukee to join the Nun 






Rush office here 
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| ; ; Spike pressure Firmer stance 
od Oo L D that sling in place Sole curling Salsone 
\ Spike breakdown Insulation 
\\ Foot fatigue Longer wear 
\ SELF-STICK @ INSTANTLY APPLIED ; : = 
\\\ * Top grain Mello Uppers * Oak Bend Soles 
\\ * Moisture-proof Storm Welt 
\\ Send for FREE sample and catalog * Phillips Replaceable Spikes 
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STOCKED BY LEADING FINDINGS JOBBERS YOU CAN DEPEND ON Goffey ATHLETIC FOOTWEAR 


Send for Catalog 


S04 BROADWAY. NEW YORK 12. N.Y. CA 6-4723 Hill GOTHAM SHOE MFG. CO., Inc. Binghamton, N.Y, 



















for grown-UP 


e of 2 complete 
ble straps 


new 


girls go 


Easter 
\ine of sweater 
nd 


ho most wante 


i] 
leathers 
featured 


Magazine 
ents 
April Pores” 


flats! 


Factories: Honesdale, Pa. In Canada: Canada West Shoe Co., Winnipeg 


Refugees Given Footwear by Dunham Bros. 


SHOES, <> HUNGARIAN 
” © DUMMAM BROTNERS (0 


Watching the loading of trucks with shoes for Hungarian refugees are, left to right, 

Mrs. Heien Ekstrom, Dr. Charles Leach and John G. Kirstensen, all of the American 

Red Cross; George D. Mason, John L. Dunham, Alvin Boman and Henry Lind of 
Dunham Brothers Company. 

BRATTLEBORO, V1 In a hitherto un 6200 Hungarian refugees. 
publicized New Year’s gesture, Dun 
ham Brothers Company of Brattleboro 
loaded three trucks with $20,000 worth 
of footwear and sent them to Camp 
Kilmer, N. J., for distribution there to 


A Formula That Makes 
DOLLARS AND SENSE 


styles and sizes for men, women 
and 
Cross 


ent 
and 
American 


children, was 


Red for transmittal 


FIRST CHOICE 


WITH 
TOP RETAILERS 
AND 


Ephrata 
Juvenile Shoes 
Sold Under 
€€°3 Your Own Brand Name 


“S 


EPHRATA SHOES 


THE FINEST 


a PRE WELTS 
awe WELTS ; 


Catalog on request | 


EPHRATA SHOE COMPANY 


EPHRATA PENNSYLVANIA | “CUNT J0¥ 


The shipment included leather shoes, 
rubbers and galoshes in several differ- 


given to the 


REAL BOYS 


both at and in 


Vienna, 


the reception 
Austria. 


camp 


New Territory Created 
By Dr. Posner Shoe Co. 


NEw YorK—The creation of a new 
sales territory consisting of Maryland, 
Delaware, Virginia, West Virginia and 
Washington, D. C., along with the ap- 
pointment of Hurburt Nerenberg as 
sales representative for the area, was 
announced by Saul Maslow, sales man- 
ager, and Herbert Posner, president of 
the Dr. Posner Shoe Co. 

Mr. Nerenberg has been engaged in 
the shoe business for many years in 
the Baltimore area, and has also suc- 
cessfully operated his own retail shoe 
store in that city. 


Shoe Traveler Resigns 

New YorK—Lou Livingstone has an- 
nounced his resignation from the sales 
staff of the B. E. Cole Company of 
Norway, Me., whose line he has sold 
on the road for the last three years. 
Prior to his association with the Nor- 
way firm he was for 14 years sales 
manager of the Lunde Shoe Company 
of Dover, N. H. His future plans will 
he announced soon. 


ee 
i ye 

aT, 
ALSO MAKERS OF Garr ES 


TWE Ali BOYS 


GERBERICH-PAYWNE SHOE co. 


PENNSYLVANIA 
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and Closeouts in Branded Footwear to 






raerala-litehatela 





Sy alel- Mirela: pe lah cee lalmelale| 
shoe promotion buyers 


for values! 








Open a Cancellation Shoe Store in Your Town 


Our New Store Consultants Will Help You Set Up a Profitable Operation 


French Shoemen Visit Trimfoot Plant 























Four French shoe trade union members pause for discussion of plant operations 
with host executives of the Trimfoot Co. Left to right, Ralph E. Smith, director, 
Trimfoot Co.; Marcel Joly, cutter, Nancy, France; Georges Siwac (foreground), 
interpreter; David E. Ward, executive vice-president in charge of production, 
Trimfoot Co.; Ernest Marie, foreman, Paris; Andre Georgeot, cutter, Hasparren, 
France; Walter Ignatowicz, Team Manager, U. S. Dept. of Labor; Jean Gasquet, 
finishing room, Bourg de Peage, Drome, France; Jack Mara, and Henry Saathoff, 
field representatives, Boot and Shoe Workers American Federation of Labor. 












FARMINGTON, Mo. A governmental program of international understand- 


We Offer Quality Jobs, Cancellations Our prices on fine shoes, 
bought direct from the best known 
makers are in line with our 


nationwide reputation 





Quality Shoes Since ‘32 
M. K. WEIL Shoe Company 
“While in Town See Weil” 
1215 Washington Ave, Saint Lovis 3, Mo 


Sample Rooms: Los Angeles * New York 







ing and sharing of American business 
“know how” was aided recently by the 
Trimfoot Co. when a group of French 
hoe trade union members visited the 
Farmington plant where Baby Deer, 
Mickey Mouse, McCardells and othe 
baby and children’s shoes are manufas 
tured. Trimfoot executives partici 
pated as hosts and guides in a tour of 
the offices and plant for the Irench 
U. S. trade union “team.” 

Under the auspices of the U. S. De 
partment of Labor international ex 
change program, the four French shoe 
union members were on a tour of sev 
eral U. S. shoe and leather companies, 
with Trimfoot representing baby and 
children’s shoe production 

From several parts of France, the 
I'rench shoe workers were accompanied 
by an interpreter from the Washing 
ton, D. C. French Embassy, a U. 538. 
Labor Department “Team Manager” 
and two representatives of the Boot & 
Shoe Workers, A.F.L. 

David FE. Ward, Trimfoot executive 
vice-president, said, ‘We felt  privi 
leged to participate in this worthwhile 
program of international good-will and 
union-business cooperation for the ben 
efit of our own country as well as 
others in the free world. It was a plea 

ure to meet these gentlemen and, we 
trust, to contribute to deeper unde! 


tanding between nation 











The country's only complete, concentrated line 


, of men's and boys’ casuals! 


NATIONALLY ADVERTISED 
IN-STOCK 
STYLED AND PRICED TO 
h SELL IN VOLUME 
$5.95 - $7.95 








Cosyloot 


Ankle Supporting Height 
Boots—A to EEE 










WRITE TODAY 
FOR 
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G. W. CHESBROUGH, INC. 


797 W. SMITH STREET © ROCHESTER 6, N. Y. 
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YOU ASKED FOR... 


REG. U. S. PAT. OFF. 


SATIN LABELS 


MADE EXCLUSIVELY BY 


Meyer Label 


5 EAST 16TH STREET eo 


DISTRIBUTED IN 
ALL PRINCIPAL CITIES 
INCLUDING CANADA 


Co., Inc. 


NEW YORK 3, N. Y. 


AUTOMATIC DISPENSING 


BETTER STICK 
NON-STAINING 





Dramatic Colors Available 
In Leather Splits 


MILWAUKEE—No longer are economy 
leathers available only in standard col- 
ors, thanks to General Split Corpora- 
which declares that 
the 


Milwaukee, 
plits 


’ 


tion of 


“leather have now broken 


' ’ 
color barrier. 


SAUL A. LEVINE 


General] Split, said to be the world’s 


of glove leather splits, 
trade a 


colors in its De 


maker 
the 
dramatic 


largest 
has given 
new, 


shoe choice of 
ertan 
line, 

According to company officials, much 
and have 
prone into the new color production. As 
Saul A. Levine, executive vice-president 
of General, explained, “Our color styl- 
ist has worked closely with top fashion 
authorities. Actually, our 
the new color development based on the 
1957 fall textile creations. It was our 
feeling that the buyers of budget-priced 
were no longer interested in 
following the higher-priced style 
We felt we had to look ahead 
coming we 
ume color leadership in 


research experimentation 


line reflects 


footwear 
just 
leaders. 
to the 
wanted to as 


season’s colors if 


158 


field. Now we can offer volume- 
priced shoe splits in the same colors as 
other leathers, and at the same time.” 

In addtion to Desertan, General 
Split features Softan, a suede leather 
combination for Italian-inspired slip- 
pers and ideal for children’s shoes. 
Worktan, another General product, is 
a smooth surface, upper leather split 
that is usually for work 
ports 


our 


used and 


shoes 


New Maine Shoe Firm 
Now in Operation 


DEXTER, ME. 
recently-organized 


Operations of the 
Dexter Shoe Co. 
Inc., in Dexter, have already begun on 
a limited Harold 
Wolff, general manager and treasurer. 

The firm is 
three story 


scale, according to 
occupying a newly-built 
frame building which con 
30,000 feet of 


»] employing ap 


tains square 
for 


workers 


working 
call 
200 


pace lans 


proximately when peak 
production is reached in several years. 
Arthur Solar, formerly of 
Shoe St. Louis, is 


and general sales manager. 


3rown 


Co., in president 


Minimum Wage Hike Ordered 
In Leather Goods Industries 
WASHINGTON, D. C.—The U. S. La 
bor Department has moved to increase 
the 
goods, and ladies’ 
dustries. 


smal] 
handbag in 
Higher costs thus now 
front manufacturers in these lines, and 
resulting price rises may be the result. 

The Labor Department that 
learners in these industries may not, 
except under “extraordinary circum- 
tances,” be paid less than $1 per hour. 

The action was taken at the insis- 
tence of the International Leather 
Goods, Plastics and Novelty Workers’ 
Union. 


ome wages in luggage, 
leather 


con 


rules 


Anders Joins Sales Staff 
Of Tyer Rubber Co. 


Mass.—The Tyer 
Andover 
Simon 


Rubber 
announces the 
“Sonny” Ander 
represen- 


ANDOVER, 
Company of 
appointment of 
footwear 


of Chicago as sales 


tative for the Tyer consumer products 


division. 


SIMON ANDER 


veteran of 23 
the retail and wholesale 
His territory will in- 
state of Illinois. 


Mr. Ander is a years’ 
experience in 
shoe business. 
clude the entire 
Tyer Rubber Company manufactures 
a complete line of canvas and rubber 
footwear including hunting and fishing 
boots and “‘Ropeez” anti-slip shoes and 


poots 


Auto Men Buy Shoe Store 


Pa. Jones 
business men who operate the Buick 
dealership in Titusville, have bought 
Burnison’s Shoe Store at 121 W. Spring 
Street. Hugh Jones will manage the 
shoe store. 


TITUSVILLE, Brothers, 
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Good Demand for Four-in-One 
Pump Noted by Gilbert Shoe 


THIENSVILLE, Wis.—The Gilbert Shoe 
Co. has completed mailing out its 1957 
catalog listing its in-stock staple Kali- 
sten-iks. In addition to shoes ranging 
from babies sizes 2-6, to big misses, 
sizes 342-6, the attractive catalog also 
includes a wide assortment of free ad 


mats and merchandising aids offered 
to retailers. 
The highly regarded Kali-sten-iks 


line of patented seamless back shoes 
was originally developed by company 
founder and president, A. P. Gilbert. 
The firm wil) mark its thirty-first year 
in business next March, according to 
sales manager Leo Molling. A staff of 
11 sales representatives covers the 
United States. 

Style-wise, according to Mr. Molling, 
dealer orders indicate strong consumer 
acceptance for the company’s four-in- 
one combination patent leather pumps 


with eyelets for lace or strap, and 
with cordovan soles. This four-way 
combination shoe can be worn as a 


plain pump; as a strap by adding re- 
movable straps; as a fancy pump by 
attaching a removable ornament; and 
as a tie by inserting laces in eyelets. 
Swivel straps are also gaining consid- 
erable popularity. 

Also meeting with favor, notes Mr. 
Molling, is the exclusive Allenite scuff- 
proof tip for youngsters’ shoes. It pro- 


Soles GUARANTEED to wear 


FOR MONTHS! | 


or a new pair Free! 










Reg-E-Sturd 
#87002 
Cordovan Color 
Sizes 1 to 7. Widths A to E 


Price $4.60 net 







REG-E-STURD shoes are packed with features that SELL SHOES. Goodyear 
Welts, Written Guarantee, Life-Time Counters, Anti-Fungus drill linings, 
Superior leather quarter linings, solid leather insole, fine upper stock. 
IN STOCK, sizes 1 to 7, width A to E, price 4.60, suggested retail 7.95. 


also 


Foot King BOY RANGERS, size 1 to 7, width A to E, price 3.75 to 4.50 & up. 
FOOT KING (R) MEN'S; Goodyear Welts, B to EEE, price 4.40 to 6.15 & up. 


Fast Styles & Staples—RIPPLE SOLES—SHU-LOKS—JET BOOTS 


FOOT KING® means BUSINESS 


write Dept. 215, The A. S. KREIDER & SON CO., PALMYRA, PA. 


FOOT KING & 


REG-E-STURD « 


vides a wear-resistant finish that is 
identical in smoothness and appearance 
with the rest of the shoe. 

Currently the Gilbert Shoe Company 
operates two plants. The original is 
located here in Thiensville and employs 
160 people. Another plant was opened 
in Campbellsport, Wis., in 1952, and 
now has 40 people on the payroll. 

Outlook for 1957, Mr. 
Molling, is good. “Our volume has held 
up very well during recent years, and 
look ahead to moderate 
in the period ahead,” he said. 


according to 


we increases 


Ripple Sole Patent Rights 
Granted by Australia 

DETROIT The Australian 
ment has granted patent right 
202570 for the manufacture of 
Ripple sole to the Ripple Sole Corpora- 
tion of Detroit. It was published on 
August 16, 1956 and 
February 16, 1957. 

According to Morton Hack, vice-pres- 
ident of the Detroit firm, they are pres- 
ently negotiating for licenses in both 
Australia and New Zealand. 

Ripple Sole Division of Beebe Rub 
ber Company, Nashua, N. H., is the ex 
clusive Ripple sole manufacturer in the 
U. S. Other countries which have 
granted Ripple Sole patent rights in 
clude France, Italy, Canada, Mexico 
and South Africa, 


govern- 
No. 


unique 


sealing date is 


Textileather Sets Up Shoe 
Industry Sales Department 


the sale 
Division 


Expansion of 
the Textileather 
General Tire & Rubber 
necessitated 


TOLEDO, O. 
activities of 
of The 
pany, Toledo, 
tablishment of two 


Com 
the 
depart 


has 
eparate 
one handling sales to shoe man 
the other servicing the 
luggage and leathergoods fields, G. H 
McGreevy, 

Formerly, the complete activity was 
under the direction of Thomas P. Barg 


ments, 
ufacturers and 


director of sales, announced. 


mann, assistant ales manager, who 
now will head the shoe sales section 
He will be assisted by Robert E. Bot 


den, who has been named an assistant 
product manager. Heading the luggage 
and leathergoods John L 
Howald, product sisted by 
Charles R. Davis, Jr., 
pointed an assistant product manage! 
The division of activities, Mr. Me 
Greevy said, is the result of increased 
research and developmental work in the 
hoe field. Textileather, while supply 
ing many of the leading manufacture: 


section 1 
manager, a 


who has been ap 


has increased the number of material 


and patterns which are designed exclu 
ively for the shoe field. The company 
hoe manufacture! 


which is a 


now is supplying to s 
Forrest Process 
vinyl product specifically engineered to 
and which is 
Several other new 


materials 


customer 
used for 


requirements 
hoe upper 


in the testing stage 


products are 
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Tanners o} 


GEBHARDT 


WATER 


the Company it Keeps 


t 
Cealher 


\ es, you too, will be 


in GOOD COMPANY when you 





shoe manufacturers insist on 
because the standards maintained 


by GEBHARDT tanners are 


never sacrificed for price, 


Suede Splits 
Lining Splits, Sole Splits 
Soft Tanned Cowhide, 


Gusset Leathers 





{lso: Glove Leathers 
Splits, Bellies, Shanks, 
Horsehides, Hides 
Deerskins 


( ow 
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Named Field Representative ©oedyear since graduating in 1952 
. . Bets, from Washington & Lee University, 
For Goodyear lire & Rubber Lexington, Va. Joining the firm as a 
AkRon, O.—Appointment of John B. member of its staff training squadron, 
Handlan as field representative in he was assigned to the foam products 
Florida for Goodyear Tire & Rubber ‘ales staff in 1954. 
Company’s sales division—Foam Prod- During undergraduate days at Wash- 
ucts, has been announced here by J. B. ington & Lee, he was a four-year letter- 
Emack, Jr., manager of field sales. man in basketball, earning Helms 
Foundation All-American honors in his 
senior year. At Goodyear, he played 
three years (1952-55) on the Goodyea) 
Wingfoot cage team, a charter membe! 
of the National Industrial Basketball 
League. He earned NIBL all-star team 
honors during the 1953-54 season. 


Landon Third Member of 
Scholl Fifty Year Club 
CHIcAGO—Daniel W. Landon, trea- 
surer of The Scholl Mfg. Co., Inc., is 
marking the completion of his 50th 
year with the company and has become 
the third member of its Fifty Year Club. 
The other two members are D1 
William M. Scholl, founder, and Sam 
Jerman, who worked with him in the 
store-front plant set up by Dr. Scholl 
Formerly a member of the Akron in 1904 to manufacture arch supports 
foam products sales staff, Mr. Handlan Mr. Landon began his career in 1907 
will service the entire state of Florida, in the sales department, traveling in 
with headquarters at Goodyear’s new’ the central and western states. He was 
district office in Miami. elected a director and treasurer in 1913 
A native of Wheeling, W. Va., Mr. and also served as secretary from 1916 
Handlan ha been associated with to 1919. 


JOHN B. HANDLAN 





* SAMPLES 


* CANCELLATIONS 


Branded Shoes - first quality 
from outstanding makers. 


IDEAL FOR 
Cancellation Stores 
Drive Ins 

Bargain Basements 


BARIS 


THE NATION’S FINEST 
"CANCELLATION SHOES 


79-8) READE STREET . NEW YORK 7 N Y 
Cable Address ALBARISHOE «+ Phone WOrth 2-5180 











In his 50 years with the company, he 
has seen it grow to 12 plants manufac- 
turing foot comfort aids in the United 
States and six foreign countries and 
423 exclusive retail stores scattered 
through 57 countries. 


DANIEL W. LANDON 


Mr. Landon, 77, is married and lives 
at 1366 N. Dearborn Street, a few 
blocks from the company’s headquar- 
ters. 





See Pages 66-67 











One of America’s Finest Resources for SCOTT’S FOAM and 
SPONGE RUBBER 


* JOB LOTS . west tep: 


LES 


Makes 
Walking 
a Pleasure 


Cadence Step Insoles provide mild meta- 

tarsal and longitudinal support 

Rubber extends over entire area 

the foot and the sponge rubber 

bottom cushions the step. Topping is 

SCOTEX leather. Insole is perforated to 

allow free passage of air 

Each pair attractively packaged and 
cellophane wrapped 

Men's sizes 6 - 13 Ladies sizes 4- 10 


STOCK NO. 704 
$12.00 Dz. Pr. $136.80 Gr. Pr. 
Mail Orders Promptly Filled 
Write for FREE Full-Line SCOTT CATALOG 


SCOTT 


FOOT APPLIANCE CO. 
1701 WEBSTER ST. © OMAHA, NEBR. 


Boot and Shoe Recorder 











New Bonus Plan Tends to 


BaTaviA, N. Y. — Although bonus 
plans no longer interest American 
industry to the same degree they did 
in the 1920s, one shoe manufacturer 
recently adopted a plan that may prove 
to be of great significance. 

P. W. Minor & Son, Inc., of Batavia, 
manufacturers of Treadeasy shoes for 
women, inaugurated its plan six 
months ago to cope with the high unit 
cost and slim profit margin so common 
to the industry. Minor’s problems were 
no different than those of many other 
shoe manufacturers, high wage content, 
production bottlenecks and quality 
problems. 

The firm learned of the Scanlon Plan 
which had been developed by the late 
Joseph Scanlon of Massachusetts Insti- 
tute of Technology. Following pre- 
liminary conferences between repre- 
sentatives of the plan and management 
and employes of the Minor firm, the 
plan was introduced in August, 1956. 

The accounting department deter- 
mined what percentage of production 
(sales value) went for payroll. This 
percentage became the yardstick for 
measuring monthly performance. 

Each month, the actual payroll is 
compared with the allowable payroll 
and any savings make up a bonus pool, 
which is distributed between 10 and 15 
days following the month end. A 25 per 


Cut Shoe Production Costs 


cent reserve is set aside in any month 
where a bonus is earned to allow for 
deficit months, months when the actual 
payroll is higher than the allowed pay- 
roll. At the year end, the amount con- 
tained in the reserve pool is distributed 


as a year-end bonus, the books are 
wiped clean and a new year begun. 
The key to the whole plan is the 


maxim that each man in a shoe opera- 
tion knows his job better than anyone 
else. 

Employes throughout the 
make wage-content-reducing 
tions which 
departmental production 
composed of two production employes 
and one management representative, 
usually the foreman. In the Minor 
plant there are seven such committee 
and once a month their suggestions are 
analyzed and processed by the screen 
ing committee The screening committee 
is made up of production and 
five management representatives who 
not only act on the production com- 
mittee but analyze 
the bonus figures. 

Savings on production often can be 
impressive, and it is to everyone’s ad 


factory 
sugges- 
through a 
committee 


are processed 


seven 


suggestions also 


vantage to suggest means of reducing 
the wage content so as to create a 
larger bonus During the six 
months the plan has been in effect, 288 


pool. 
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e Chrome soles 














218 S. Wabash Ave. 
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Kling Theatrical Shoe Co. 


@ Chicago 4, Illinois 


KIDDIE SANDALS 
the Original Cushion Sandal 


@ Elk finish cowhide uppers 


e@ Adjustable vamp 


acceptable suggestions have been proc 
essed through the screening committee. 

rhe Scanlon Plan at P. W. Minor 
& Son, is only a half-year old. No con 
clusions yet but enthu 
siasm at both production and manage 
ment levels is running high. 

At the annual stockholders’ meeting, 
the following officers were elected: 

Henry H. Minor, president and 
treasurer; John T. Minor, secretary 
and vice-president in charge of sales; 


are available, 


Daniel S. Parker of Janesville, Wi 

vice president 

John R. Evans Now 

In New Boston Offices 
Boston—John R. Evans New En 

gland, Inc., now occupies new office 

and sales rooms at 54 South Street, 


corner of Essex Street, here in Boston 
Established in Boston 60 years ago, the 
firm has occupied offices at 78 Lincoln 
Street during that time. 

The firm is the New England sale 
organization of John R. Evans & Com 
pany, tanners, of Camden, N. J., which 
is celebrating its centennial in 10957 
The Boston office is the headquarte: 
of the president of John R. Evans & 
Company, William F. Hickey, of Win 
chester, Mass., who heads the entire 


sales organization, which also has of 
fices in St. Louis, Cincinnati, Milwau 
kee, New York and Los Angeles 










oat 4 v >, 
D&K COMPANY,INC. | 9 (7 
438-1 West State Ithaca, N. Y. Poe a i} Series Ne. 710 
pao ve ona i . | Sizes 3-8, 9-12, 13-3 
| N a, Brown, White, Red 
S-// KLING TOE SHOES {2 si 
Ie | | 
{| ' ) Playtime favorites...fast sellers! Scien 
e . . . 
| yy tific design. Kids love barefoot feel; 
Acclaimed By Teachers <p mothers like fit and wear! Order now! 
Everywhere ! ‘. 
Pink, white or °3 75 PROMOTION LEADER... 
é Black Satin 
More teachers recognize Kling 
as the most comfortable, ~ 
ALWAYS easy-to-break-in toe shoe rep 
IN STOCK available! Hand molded box- featuring Hoy-Way molded No 880 
FOR a — Oak Lago sole. Priced for volume sales! 5.8.9 12 ten 
IMMEDIATE a i eee =e Brown, Whit 
DELIVERY anced support. all styles IN-STOCK Red. Mult 


HOY SHOE. €(Q), 1728 tocusr sr. sr. 
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Organizes Sales Agency New Plymouth Shoe Salesman Bozza Made Vice-President 
To Serve Shoe Industry Given Four-State Territory Of Jo-An Shoe Mfg. Co. 


Akron, O.—A_ widely-known figure MIDDLEBORO, Mass.—The Plymouth Fair LAWN, N. J.—Joseph D. Bozza 
in the hoe manufacturing industry, Shoe Company announces the appoint- has been elected vice-president of the 
Bill Williams, of Akron, has resigned ment of Milton J. Ellis as sales repre- Jo-An Shoe Manufacturing Company, 

sentative covering Texas, Oklahoma, 
Arkansas and Louisiana. 

With a broad experience in selling 
and merchandising style footwear, Mr. 
EFilis has a thorough understanding of 
the requirements of this territory. He 
resides at 201 North Grand Avenue, 
Waxahachie, Texas. 

Production of the new Pilgrim fac- 
tory 1s ahead of schedule, according to 
W. S. Lane, director of sales. Me) 
chandise is reaching the packing room 
and orders are being filled for early 
delivery. 


Hermansen Made Sales Head 


Of Canadian Company 


BILL WILLIAMS JOSEPH D. BOZZA 


MONTREAL, CAN.—Philip Del Grande, 
from the Andrews-Alderfer Division president of Del Grande Shoe Co. Ltd., here, according to an announcement by 
of the Kendall Company and _ has of Montreal, reports the appointment Martin S. Nadler, president of the 
formed his own sales agency of Richard V. Hermansen of that city company. 
Mr. Williams, although only 35 years” as sales manager. Mr. Bozza has a_ background of 
old, Was a pioneer in the development Mr. Hermansen for many years pub- twenty-five years in the shoe and slip- 


of foam rubber to fabric applications lished Leather Life, a monthly shoe per industry and is a veteran in the 
for innersoles in footwear trade publication. He has also served volume field. He is also the inventor 

His agency will represent the Crown as director of the Maritime Shoe Fair of Jo-An’s Contessa process on which 
tubber Company, Fremont, Ohio, foam and as business manager of the Pacific U. S. Patent Number 2,774,087 has 


rubber and fabric producer Travellers’ Shoe Show just been granted, 


a 








is to New Process 


PEEK-A-BOOTg 


e | 
OY PEEK-A-BOOT, inc. 
1604 So. Flower St.* Los Angeles 15, California 
Warehouses: New York and Chicago 











COOL Summer Proposition 
The Famous HOLLYWOOD The Original HOLLYWOOD 


Bricconés Italian Style Casuals sani-white $KUF $HINE 


BE ready for your biggest casual selling season when SHOE POLISH covers WITHOUT BRUSHING 
American men go out-of-doors this Summer. Your cus os 
tomers will be looking for Briccones gay, carefree casuals 


with wonderful fitting qualities. They come in rich smooth Quality 


leather and embossed woven effects and feature Lion’s 


famous sales making Mold-Crepe sole. Watch them walk do high.. : 


out at their low price ticket. There are other Lion sandals é 
for men, women, and children, all profitable retailers > they must come 


' back to 


Lion €{ Sandals 8 


INCORPORATED 
707 BROADWAY ‘ NEW YORK, N. Y. 


HOLLYWOOD SHOE POLISH, Inc. 
RICHMOND HILL 19, NEW YORK 
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BOX HANDLERS 





WITH 

LONG ARMS 
YOU GET 
SHOES 


FROM THE HIGHEST SHELVES, quicker, easier, 
safer, than by any other method and you 
return the empties upside down. LONG ARMS 
with handies 24"' to 60°’, $3.50; with 72'' hendles, 
$4.50. Postage prepaid in USA. Satisfaction 
GUARANTEED. Specify handle length desired and 
if for men's or women's boxes. Your jobber or 


CARL BEEMAN 
Cedar Heights Road Stamford, Conn. 





THE ARTHRITIS 
AND RHEUMATISM 
FOUNDATION 


F, ie te 








MERCHANTS’ NEEDS 














/ ADVERTISING 
} é, ‘J +4 
enh (CCppiigs 
CO . 
here's h 
—hnere s how to get 
More Business! 

HE Vincent Edwards Idea Clipping 

Service has over 2000 satisfied users 

Each order filled according to what 
you want; wholesalers usually request best 
retail ads; manufacturers usually want ads 
of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on 

Use coupon below to learn more about 
this valuable service and the special short 


term trial offer. No obligation, of course. 
Se @Qe eee ee eae ae eee eee eae eee eS 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service 
rganization 
342 Madison Ave., New York City 


Please tell me more about your news- 
paper ad clipping service and special short 
term trial offer. 

City 


Name 


Company 
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Anderson to Represent 


Viner on West Coast 

BANGOR, ME.—Appointment of Ned 
Anderson as Viner sales representative 
in California, Nevada and Arizona has 

















NED ANDERSON 


been announced by Richard FE. Hasey, 
vice-president and sales manager of 
Viner Bros., Inc., Bangor. He _ will 
carry all three Viner brands—Gay 


Bouquet, Whisper Steps and Lucernes 
in addition to his present Paramount 
fashion lines, Mr. Hasey said. 

Mr. Anderson replaces the late Har- 
old Kellogg in this territory, and will 
make his headquarters at 214 Via Men 
tone, Newport Beach, Cal. 

He has a broad background of expe 
rience in the shoe industry both in the 
fashion field and at the retail level. He 
was a former buyer for Lord & Taylor 
in New York, and has represented 
Kalmon shoes on the West Coast for 
the past several years. 


Former Retailer Selling 
Red Cross Line 


How 
The 
Corporation has 


CINCINNATI 
ard Atlas to 
United States 


Appointment of 
the sales 
Shoe 


force of 





HOWARD ATLAS 


been announced by Charles H. Butler, 
vice-president in charge of sale 
Mr. Atlas, formerly with the Boston 


Store, Milwaukee, and more recently 
with Mutual Footwear, will sell the 
ted Cross Shoe line in the state of 
Ohio. 
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JOBS 








For Over 41 Years 






Headquarters For 


CANCELLATION 
STORES 


Quality Brands 
Largest Stocks 





1235 


Tine be 
MOSINGER-COHN 


Washington 








Lowest Prices 


All Price Ranges 





Sr. Lovis 3, Mo 





CANCELLATIONS 
COME 10 PHILADELPHIA 


YOUR OPPORTUNITY TO BUY SHOES 
AT LOWER PRICES DUE TO 
OUR LOW OVERHEAD 
BEST KNOWN BRANDS IN AMERICA 
MEN'S WOMEN'S CHILDREN’S 


M. L. C. SALES CO. 


48 N. 3rd St. 


Philadelphia, Pa. 


MArket 7-0823 


WM. CEASAR 


MARCUS LUBER 








Everyone Who Knows Comes to BARIS 


SURPLUS SHOE STOCKS 
from best sources always on hand 


at action prices 


BARES 


READE ST., WN. Y.7 > 


79-81 





THE NATION'S FINEST 
CANCELLATION SHOES 
WO 2-5180 





SEE 





PAGES 


66-67 
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FOR SALE 








Utnadty. we would use this space 
to remind you to order our fine 

HUBER Slippers 
Not thi 


and Casuals for men. 


time! 


Business has been so good that 


Pop decided to 


sell out 


jor cash and retire 


" 
We will sell our business as a unit 


Or, you can buy the 13,000 sq. ft. 
modern daylight factory and other 


equipment. If interested, write me! 


Larry F. Huber 


Secretary and Sales Manager 


HUBER ss iprer Co., AVISTON, ILL. 














SHOW-CARD NEEDS 








DO-IT 
YOURSELF 


Display signs 


with Pre-cut gummed 
paper letters, Numbers 
and Characters. Mois- 
ten and Mount. 








Starter Kit A 4 
2500 Red and Black Letters. 35 of each in 
2 sizes 4° —1'%4"” IN DIVIDED CASES 


ee Aen $17.95 Setstee 


FRUCHEY SERVICE COMPANY 


Box 4418, Napoleon, Ohio 

















ORTHOPEDIC FOOTWEAR 





TARSO SUPINATOR SHOES? | 


—jor weak or flat feet— 
pres« ribed by doctors 

as the corrective 

shoe for children. 

Made and distributed only by: 


Maurice J. Markell Shoe Co., Inc. 


332 South Broodway . Yonkers, N. Y. 


mode rm 


What’ 


s New 





| New Light Weight Shoe Tree 


Introduced by O. A. Miller 


PLYMOUTH, N. H.—A new extra light 
weight shoe tree has been introduced 
by O. A. Miller Company, of Plymouth. 


The Custom, new shoe tree introduced 

by O. A. Miller Company, is said to 

weigh less than half as much as the 
conventional tree. 


Called the Custom, the tree is the 
lightest, most functional tree yet de 
signed, according to the company. 
Weighing less than half the weight of 
a conventional tree, the new Custom 
is excellent for travel as well as day to 
day use. 

Its low-cut profile allows treed shoes 
packed toe to heel without dam- 
traveling. The tree’s long 
described by the manufac- 
reflecting the popular “Con- 
tinental” styling, is enhanced with 
Miller’s exclusive Millertone, an attrac- 
tive high gloss finish that gives added 
The new Custom tree will 
in natural, cherry red and 


to be 
age when 
low look, 
turer as 


protection. 
be available 
walnut 


New Self-Shining Polish 
Perfected by Knomark 

New York—A new self-shining liq- 
uid wax shoe polish was announced here 
hy Samuel M. Abrams, president of the 
Knomark Manufacturing Company, 
Inc., producer of Esquire shoe polishes 

The 25-cent product, called Esquire 
lLano-wax, Mr. Abrams said was de- 
veloped after several years of 
tory and field research in quest of “a 
quality self-polishing liquid, with real 
wax content, one that would produce a 
deep, rich wax-type shine, without any 
brushing or buffing and without streak 
ing or blotching, and still cost the con- 
umer no more than the 25 cents which 
Esquire has made the accepted price 
for quality polishes.” 

To launch the 
is preparing “the 


labora- 


the company 
and 


product, 
biggest 
concentrated advertising program ever 
placed behind a single polish by 
any company,” he pointed out. 

Besides the 
tising, “Caesar's 
Shee 
Life, Look, 


most 
sh La 


record consumer adver 
Hour” on night-time 
television, full-color pages in 


True Story and Modern Ro- 


mances, and full-color ads in 124 Sun- 
day newspapers, dealers will be sup- 
plied with specially-prepared point-of- 
purchase material, Mr. Abrams said. 


Five Washable Shoes Added 
To Clara Barton Line 


The H. C. Godman 
Company of Columbus, has introduced 
five new washable white leather pro- 
fessional shoes with exclusive comfort 
and fitting features bearing the “Clara 
Barton” trademark. 

The shoe line, named after Clara 
Barton, founder of the American Red 
s, is aimed principally at the rap- 
idly growing market of uniform-wear- 
ing women—nurses, hygienists, wait- 
beauticians, home economists, 
dieticians, etc. The five-shoe group con- 
of two oxford types with white 
rubber soles and heels; one oxford with 
foam crepe sole and wedge heel; and 
two finger-gores, one with white rubber 
sole and heel, the other with foam crepe 
sole and wedge heel. 

Clara Barton professional 
four features: 1, foam padded tongue 
which permits snug lacing; 2, foam 
cushioned arch support; 3, anchor eye- 
let which holds laces tight without slip- 
ping; and 4, “breather” pedivent which 
allows air to circulate freely. 

The Clara Barton line is in stock. 


CoLUMBUs, O. 


( ros 


resses, 


sists 


shoes offer 


White Elastic Nylons Added 
To Dr. Scholl Line 


CHICAGO—Pure white is the newest 
color for Dr. Scholl’s “Super-Sheer” 51- 
gauge nylon elastic stockings. 

Already available in French nude 
and black, the full-fashioned, full-footed 
elastic hosiery now is being made in 
white in answer to the demand for 
elastic stockings by women whose pro- 
fessions require they wear white, ac- 
cording to Dr. William M. Scholl, 
dent of The Scholl Mfg. Co., Inc. 

Dr. Scholl pointed out that nurses, 
for example, who need elastic stockings 
have to wear a pair of white overhose 
in addition. The new hose eliminates 
the need for a second pair, 
aid to be indistinguishable in appear- 
ance from regular nylon hosiery. 

Furthermore, it is claimed the new 
stockings may be washed any number 
durable 


presi- 


and are 


of times and are 


New Top Sprays on Market 
CHARLESTOWN, Mass.— The Paule 
Chemical Corp. announces two new top 
sprays for use on plastic trimmed 
leather shoes, plastic and patent leather 
combinations, and for patent leather 
with plastic heels. These new 
were developed to provide a 
finished appearance to the 
shoe. 


shoes 
sprays 
bright, 
whole 
and Shoe 
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SALESMEN WANTED 


SALESMEN WANTED 
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SALESMEN WANTED 











Experienced 


live in territor 
live errit y 


All replies kept ( 


Salesman to Sell P pular Priced Line 


Largest Shoe Manufacturers. 


Dress Welts for one of the country’s 
tories available: 

Cc ° | 
area submit complete 


ales oa kgr UN 


SALESMEN WANTED 


f Men's and Boy 


Terri 


Major portion of Michigan and Indiana except Detroit 


1, Successful applicant must 


cy ° 4 
ontidentiai. 


Reply to Box £912, BOOT and SHOE RECORDER, Chestnut & 56th Sts., Philadelphia 39, Pa. 








OPPORTUNITY! 


We have several openings for side line rep- 
resentatives for our wonderful line of open- 
stock, in-stock low priced Juvenile Footwear. 
All open territories are well established. 
6% commission, pilus bonus. Write: 
NEIL CARLSON, SALESMANAGER 
SEABOARD NATIONAL SHOE COMPANY 
529-535 W. Pratt St., Baltimore 1, Md. 











SALESMEN WANTED 


To carry line of Children's Pre-Welts and 
Cements. Luther Brand, Stock and Make Ups; 
Commission basis. Can be carried with 
non-conflicting Line. Established territories: 
Kentucky, Ohio, Minnesota, Oklahoma and 
Texas. Reply, with references 


THE KEPNER SCOTT SHOE CO., INC. 
Orwigsburg, Pa. 














EXPERIENCED SHOE SALESMAN 


Outstanding Opportunity for man with road experience to repre 
sent a leading Nationally Known Manufacturer in the State of 
Texas, with a complete In-Stock Line of Popular Price Children’s 
and Growing Girls’ Shoes. Compensation on a Commission basis. 


Submit complete sales background. All replies confidential 


Reply to Box £909, BOOT and SHOE RECORDER, Chestnut & 56th Sts., Philadelphia 39, Pa. 











HELP WANTED 


HELP WANTED 











Well-established firm, now at peak sa 


know of this advertisement. 


SALESMANAGER WANTED 


_.. for footwear concern with 25 salesmen 





es volume of its 


30 years, seeks salesmanager of proven ability. Line 
is nationally-advertised, nationally distributed. Please 


give details. All replies kept confidential. Our people 


Reply to Box £911, BOOT and SHOE RECORDER, Chestnut & 56th Sts., Philadelphia 39, Pa. 








OPPORTUNITY 
JUVENILE LINE 


r righ vlesman with our line 


Juven e 


ot In-Stock Shoes under 


name of OLD PALS and LUCKY 


STAR, in the following States: 
Washington, Oregon, Idaho, Mon 
tana Wy ming M ppi and 
Alabama. Must ve in territory 
ind have following. Non ymmpeti 
tive line not objectionable and, 
n fact lesirable Write giving 
all detail rst letter to: 


FIVE STAR FOOTWEAR COMPANY 


43-01 22nd Street, Long Island City, W. Y 











WAN! D: SALI MEN TO HANDLE TOP 
DRAWER LINI f Vast elling Men's 
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SIDELINE SALESMAN WTD. 








CHILDREN'S SHOE SALESMEN 
WANTED 


Box 913, eare BOOT & SHOE RECORDER 
Chestnut & Sth Streets, Philadeiphia 30, Pa 
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SALESMEN WANTED 
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SALESMEN WANTED 


WANTED TO PURCHASE 











EXPERIENCED SHOE SALESMAN 


Outstanding Opportunity for Man with road experience to represent 
a leading Nationally Known Manufacturer in the States of Michigan 
and Indiana with a complete In-Stock Line of Popular Price Chil- 
dren's and growing girls’ shoes. Compensation on a commission 


Submit complete sales background. 


Reply to Box £905, BOOT and SHOE RECORDER, Chestnut & 56th Sts., Philadelphia 39, Pa. 


All replies confidential. 











SIDELINE SALESMAN WTD. 


SIDELINE SALESMAN WTD. 








LOOKING FOR A 
non-conflicting, easy-selling 
SIDE-LINE? 


if you are presently calling on the retail shoe 
trade, we can show you how to earn a nice 
extra income by spending a few extra minutes 
on each call 
We are a well-established manufacturer of 
top-quality shoe polishes with a revolutionary 
new plan for selling direct to shoe retailers 
The deal you'd be offering actually sells itself! 
It has the Profit that the retailer is looking 
for a unique Promotion that instantly 
starts moving the goods out of his store 
the Product whose quality assures repeat 
movement. Once this line is “'in'' (and that 
tokes little effort) all you do is write fill-in 
orders and cash your commission checks (8% 
including full credit on mail orders plus 2% 
bonus). 
Write us fully about the territory you cover, 
the type and price-range of lines you carry 


annual 


Reply to Box 904, BOOT and SHOE RECORDER 
Chestnut & 56th Streets, Philadelphia 39, Penna 








SIDELINE 


CILITIES AND 


PRO 


care BOOT & SHOE RECORDER 
6th Streets, Philadelphia 39, Pa 


Box O14 
Chestnut & 
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POSITION WANTED 


F ¥ eve ' f St M 
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Reply to Box 907, care BOOT & SHOE RECORDER 
Chestnut & Séth Streets, Philadelphia 30, Pa 








“HOE ORNAMENTS, BOWS AND FOO’ 
7 SOX Pocket size samples. Manufacturer 
offers highest commission. Reply to Box 556 
Boot and Shoe Recorder, Chestnut & 56th 
Streets, Philadelphia 39, Penna 


SALESMAN WANTED TO 
Y CARRY LINE OF CHILDREN’S, LA 
DIES AND MEN’S SOFT SOLES AND 
LADIES’ COMPO SLIPPERS, $3 and $4 r« 
t ‘ taple numbers in stock, All territoric 
ion basi Our in items 
terri 
Boot 


Streets. 


‘{DELINE 


t 
tock 
rrific repeat busine Many 
v 1. Reply to Box 91 
Shoe Recorde Chestnut 6th 
elphia 39, Penna 


WANTED 
either Gre 
Shoe Estal 


seasonal 


SALESMAN 
CASE 
Low Priced 
ompany; in-stock service 
rices right volum potential 
for first year outheastern 
» Box 910, Boot and Shoe Re 


ets, Philadelphia 


IDELINE 
CARRY ON} 


r Children’s 


(om 
States 





LINES WANTED 





MANUFACTUR 
» best Florida 


Store Seeking 


want ac t 


r'TENTION, CASUAI 
| I) 
De t 
pioneer if proy 
isuals.’’ care oft 


Office Miar 





FOR SALE 





THREE FAMILY TYPE SHO! 
Miami, Florida, Write: A. Gold 


Whitehall Street Atlanta, Ge 


F R SALI 
PORES 


yY RAY HOE FITTER recent r ‘ ze 
xX erfect condition; reasonably priced. YOUTH 
rRI Market Street, Harrisburg, Pa 


NEV 
Mair 


PRIMEX X-RAY 
write: GIRARD’S 
ymntown, Pa 


LIKI 





SPECIAL ORDER SHOES 





rO ORDER, N 
Any shoe ¢ ed 
HANS WEISKOPI 





TOPPS PAYS THE TOPS 


We and can pay top 
dollar for men's, women’s and chil- 
dren's shoes. Complete shoe stores con- 
sidered 

TOPPS SHOE STORE 

4112 BERGENLINE AVE. 
UNION CITY, N. J. UNion 3-6413 


retail our shoes 








CASH PAID FOR 
SHOE STORES 


CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


101 DUANE ST. NEW YORK 7, WN. Y. 
Telephone WOrth 2-2515 








MORRIS BAYROFF 
formerly with M & R Shoe Co. 
IS NOW LOCATED AT 
157 DUANE ST., N.Y.C. 
Telephone REctor 2-4249 
Highest Prices Paid for 
Complete Stores & Closeouts 
Leases Assumed 











Auburn Wood Heel Firms 
In New Merger Plan 

AUBURN, Meg.—Auburn Wood 
Co. and Minot Wood Heel 
both of Auburn, have announced com- 
pletion of a merger into a single firm. 
The new firm will continue operations 
as Auburn Wood Heel Co. at 15 
Spring Street Extension. 

Abraham Sabelman of Auburn, who 
has been president of both liquidated 
firms, has been elected president- 
treasurer of the new firm. Other 
officers are Irving Isaacson of Auburn, 
vice-president; Peter A. Isaacson of 
Lewiston, general manager; and Har- 
ris M. Isaacson of Lewiston, clerk. 
Directors include Mr. Sabelman, Peter 
A. Frad- 
Newton, 


Heel 


Co., Inc., 


and Irving Isaacson, Samue!] 
kin and Hyman Cohen of 
Mass. 


Two Cutting Die Firms 
Merged in Lynn 


Morris Rosenthal and 
Earl Magee, co-owners of Star Die, and 
Albert Sherman, owner of Sherman 
Cutting Die, both of Lynn, have jointly 
announced a consolidation of their com- 
resulting in the formation of 
what is believed to be the largest cut- 
ting die company in New England. 
The announcement also stated that 
Star and Sherman are planning the 
opening in the spring of a modern cut- 
ting die shop in Winthrop, Me., better 
to service their accounts in that state. 
This new plant will produce double and 
single edge clickers, machine perforat- 
ing dies and Mallet and Walker dies. 
Abraham Sherman will be general 


nanager. 


LYNN, MASS. 


panies 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 








BARIS BUYS for CASHZ7Z7ZZ7Z 


Quick decision on your offers of discontinued and 


6 A ke | S$ surplus men's, women's and children's shoes. 


Also complete stores considered 
THE NATION'S FINEST Jobs in Fine Shoes From Fine Sources Since 1931 
GANCELLATION SHOES 


79-81 Reade St. + New York 7,MY. + Tel: WOrth 2-5180 
MMMq@E@EEE@q@@EMlltltddll MM 


: 






VMMM@Mlllld 
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WE PAY MORE because WE ARE RETAILERS 


WE BUY MEN'S, WOMEN'S AND CHILDREN'S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


HEMPSTEAD SHOE CO., INC., 269 FULTON AVE., HEMPSTEAD, Se one 
Max L. Meltzer, Pres. vanhoe 1-9830 
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B. & R. PAYS THE LIMIT 


CLOSE OUTS 
WE BUY "COMPLETE SHOE STOCKS Cc 
Phone or wire LEASES ASSUMED A 
collect YOUR NAME PROTECTED S 
B. & R. SHOE CORP. H 


74 READE STREET 
NEW YORK 7, N. Y. 
WOrth 2-6358 


Ben LaMonica 
Ralph Vogel 








Gi 


Lag 


FOR CASH )i 


¢ Quality Shoes ¢ Complete Stores 
¢ CLOSEOUTS OR SURPLUS 
from Mfr. or Retailer 
Any Quentity . . . Any Timel 





$018 Bett iiceeerse sine 





For Quick Action, 
Write, Wire ot Phone= 


Pe 


CE 1-4898 CE 1-3762 


QUALITY SHOES SINCE ‘32 
“WHILE IN TOWN SEE WEIL” 
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= 
= 
- 
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ARRONSON 
PAYS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 
YOUR NAME & BRANDS PROTECTED. 
LEASES ASSUMED FOR OPERATION 


NOTHING TOO LARGE OR TOO SMALL 


George J. Arronson Associates 


157 DUANE ST., NEW YORK, N. Y 
RECTOR 2-4170-4171 





TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 
EDDY SHOE COMPANY 
ALWAYS RELIABLE 
132 No. 4th St. 
Phone: LO 3-9533 


DEAL WITH CONFIDENCE 
WITH THE ORIGINAL | 


Phila. 6, Pa. 





SAM CAMITTA & SONS 








New Address 138 Duane St. 





COrtiandt 7-6378-9 New York 13, N.Y. MY HOBBY 


Buying, Selling Shoes for 37 years 
CASH TOP PRICES 


For Discontinued Stocks 


Foremost Cash Buyers of Fine 


Shoe Jobs Since 1906 


Surplus Stocks © Closeouts © Complete Stocks 
Your Name and Brand Protected 


HARRY HESS 
76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! Beekman 3-767! 











WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCK 


Write or Phone 
LOmbard 3-2062 


CAMITTA SHOE CO. 
120 No. 4th St. Phila. 6, Pa. 

















CASH 
PRICES 









T0e 


Come over quick! 
My slow moving 


stock is SURPLUS SHOES 

making CANCELLATIONS 
ME BETTER | COMPLETE STORES 
CALL “UNCLE” eee ee ae as 

LOUIS wome en's « and ehildres’s shoes 


ne eePoolwear FOR OVER 41 YEARS 


MOSINGER-COHN 


1235 Washington $1. Lovis 3, Mo 


For the answer—phone or write | | 


LOUIS CAMITTA & SON 
91 READE 8T., NEW YORK, NN. Y, 








WO 2-5063 
formerly with $. CAMITTA & SONS 





February 15, 1957 








for 

+ closeouts 

¢ surplus 

« discontinued 
lines 


¢ complete stores | 


BROITMAN- 
GAFFIN SHOES 


ince, « BE 3-7290 
146 DUANE ST., N. Y.C. 





167 








EPHRATA is the Line with a Future for You! 
YOUR OWN PRIVATE BRAND 


" WANT A TOP-NOTCH SALESMAN ? 


— Fine Qualit 
TOILE ddad JUVENILE SHOES 
Be weirs AL LEg to Retail Profitably USE THE CLASSIFIED PAGES 


= oy oe $500 to $750 
yr ‘% aad 


"sander etalon | BOOT AND SHOE RECORDER 


EPHRATA SHOE COMPANY 
EPHRATA PENNSYLVANIA 











Vinyl Fabrics Institute Leather Co., South Braintree, Mass., of United States Rubber Co., Misha- 
oe was elected second vice-president. waka, Ind., and S. Ernest Kulp of Mas- 
Elects Officers The Vinyl Fabrics Institute is com- land Duraleather Co., Philadelphia. 
New York—Fred L. Ford, vice-pres- posed of 20 companies manufacturing Other companies belonging to the 
ident of Athol Manufacturing Co., vVinyl-coated fabrics and unsupported Vinyl Fabrics Institute are American 
vinyl sheeting for such markets as au- Finishing Co., Memphis, Tenn.; Bolta 
dent of the Vinyl Fabrics Institute at tomobiles, furniture upholstery, wall Products, Lawrence, Mass.; L. E. Car- 
the annual meeting held at the Hote] S°V™ "8S, footwear and luggage. penter & Co., Wharton, N. J.; Cotan 
F. In addition to the officers, six mem-  p)jyjgion of Interchemical Corp., New- 
bers of the executive committee were ark, N. J.: 


; ; elected. These were M. N. Nickowitz yess : pre 
rrands 2. Ff - Reemmeatde -otts ’a.: Gener? re & Rubbe 
vg 1 d ‘ Er nest K ulp, ver pre ide nt of kK. I. du Pont de Nemours & Co., : os = - ; ‘i sage ul nine . Ru — 


of Masland Duraleather Co., Philadel- Inc., Wilmington, Del.; J. W. F. Young Co., Jeannette, Pa.; Goodall-Sanford, 
- i , . , *9 We ° ° 2 - . “ oa ] 4 . au 
phia of Federal Industries, Belleville, N. J.; Inc » Oe ading, Mass.; B. F. Goodri h 
C Gordon Jelliffe of Columbus jy p Haughton of Joanna Western Co., Marietta, O.; Jamestown Finishes, 
Coated Fabrics Corp., Columbus, O., Mills Co., Chicago; J. D. Lippmann of Inc., Jamestown, N. Y.; The Landers 
was elected first vice-president and ‘Textileather Division of General Tire Corp., Toledo, O., and Respro, Inc., 


> 


Paul Howard of Weymouth Art & Rubber Co., Toledo, O.; W.J. Mulvey Cranston, R. I. 


Athol, Mass., has been elected presi- 


siltmore here, according to Paul 


Johnson, executive secretary. Mr. Ford Firestone Plastics Co., 


How Old Is Your Company ? 


To all Retailers, Wholesalers, Shoe Manufacturers, 
Leather Companies, Allied Industries serving the shoe 
field: 

Is your company 
1882 or before) ? 


For the Honor Roll of old established companies in or 
serving the industry to appear in the 75th Anniversary 
issue of Boor AND SuHor RecorpeR, mail a brief history 
of the company to 


- 


75 years old or older (established in 


E. B. Terhune, Jr., Publisher 


BOOT and SHOE RECORDER 


CHESTNUT AND 56th STREETS @ PHILADELPHIA 39, PA. 





Boot and Shoe Recorder 
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Acme Boot Company........... 62-63 
Advance Theatrical Shoe Co..... 126 
BGen, toy Tis Obie k es xs venen ee 150 
Allied Kid Company............ 58 
Altechul. Julius, Ine. ........06 146 
Amalgamated Leather Cos......36-37 
Amer, William Company....... 48 
American Biltrite Rubber Co... . 22-23 
American Girl Shoe Co....... : 2 
American Juniors Shoe Co...... 18 
American Stay Company....... 106 
Andrews Alderfer, Div. Kendal 
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Avon Sole Company...... . 10-11 
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DuPont, E. I., de Nemours & 
Co., Inc. 


A i eT ie ore 88 
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Edwards Shoes, Inc............. 57 
Edwards, Vincent ... Oe | 
Enna Jetticks .........000. re | 
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Evans, John R., & Co....Front Cover 


Farber, L., Welting Co.......... 144 
Firestone Rubber Co............ 61 
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Five Star Footwear Co.... 
Florsheim Shoe Co....... 


Friedman-Shelby Shoe Co. 


Fruchey Service Co... 


Gallun, A. F., & Sons Corp. 
Gebhardt, A. L., Co. . 
General Split Corp. 
Gerberich-Payne Shoe Co. 
Gilbert Shoe Co... 
Goding Boot Co... ras 
Gotham Shoe Mfg., Inc..... 
Good Housekeeping Magazine 
Goodyear Tire & Rubber Co. 
Green Shoe Mfg. Co.... 
Griffin Shoe Polish Div. Boyle 
Midway, Inc. Me: bvines 


Harry Hess ; 
Hempstead Shoe Co., Inc. 
Herbst Shoe Mfg. Co. 
Heydays Shoes, Inc. ‘a 
Hollywood Shoe Polish, Inc.. 
Hood Rubber Co........ 
Hoy Shoe Co.. 

Huber Slipper Co. = 
Hubschman, E., & Sons, Inc. 
Hussco Shoe Co... 


Irving Tanning Co... 
Iselin, William, & Co, 


Jenkins, Geo, O., Co. 


Kings Footwear Co....... 
Kling Theatrical Shoe Co.. 
Kreider, A. S., & Son Co. 


Laconia Shoe Co., Inc... 
Lawrence, A. C., Leather Co. 
Leather Industries of America 
Levor, G., & Co., Ine.... 

Lion Sandals, Inc. 
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Markell, Maurice, Shoe Co.... 
Milwaukee Chair Co............ 
Mishawaka Rubber & Woolen 
M fg. CA here neds ° ‘ e° 
Meyer Label Co., Inc........ 
Modern Orthopedic Appliance 
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Nashua Footwear Co. 
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Northeast Shoe Co., Ine 152 
Northwestern Leather Co. 
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Nunn-Bush Shoe Co. 


3rd Cover 


Ohio Leather Co. & 
Parents’ Magazine 68-69 
Peek-A-Boot, Inc. 162 
Phillips-Premier Corp 147 
Plymouth Shoe Co 16-47 
Rau Fastener Co. ' 32 
Rochester Shoe Tree Co 124 
Romito Donnelly Co. 132 
Ross, A. H., & Sons 143 
Rueping, Fred, Leather Co. 24 
Sabin, B 166 
Scott Foot Appliance Co 160 
Sebago-Moc Co, 151 
Shaw, M. T., Inc. 141 
So-Lo Marx Rubber Co 101 
Swan Shoe Co 130 
Tanners Council of America, Inc 8 
Taylor, Thomas, & Sons 33 
Thonet Industries : 122 
Tingley Rubber Corp. 137 
Trimfit Hosiery 43 
United States Rubber Co 
Latex 59 
Lastex 102 
United Shoe Machinery Corp 
Duralene 49 
Machinery 170 
Service Parts 40 
Supergrip BE 
Vaisey-Bristol Shoe Co., Ine 15 
Viner Bros., Ine. ; 21 
Virginia Oak Tannery Sales 
Corp, ; ae 112-113 
Weil, M. K., Shoe Co 157, 167 
Wellco Shoe Corp. 116 
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118-119 
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Consider The Quality 


Te 
spill 


& 2 


The right machinery, in good condition, making. Others are skilled in patterns. 
is only one of the requirements for quality There are also specialists in factory layouts 
shoemaking. and production control. They will bring you 

The adjustment of each machine, the op- a new viewpoint and their recommenda- 
erator’s handling of each shoe, the selection tions can be worth many times the charge. 
of materials and many more factors com- These men have improved quality and 
bine to produce the best in shoes. lowered costs in other factories. Why not 


United has men who specialize in shoe- try them in yours? 


Ask your GA branch office for details on United’s shoe manufacturing services. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Boot and Shoe Recorder 












IF IT’S New IT'S NUNN-BUSH Style 2141 Style 1140 


CHALET Last CHALET Last 
Golden Safari Calf Olive Safari Calf 
Flexible Meathle 













Fetherwate Fetherwate 





from $ 1s” 






You Get so Much More in Nunn-Bush 
Flexible Fetherwates ! 


“light as a feather” flexible styles. ingeniously made to charm 





America’s only Ankle-Fashioned shoes in colorful, new 





you with superior comfort... and charm your friends with 





their fashionable good looks. Every dollar invested in Nunn- Bush 






Ankle-Fashioned Shoes can be e Kpecte ‘d to deliver 





much more than a dollar of wear! 














NUNN-BUSH SHOE COMPANY, MILWAUKEE 1, WIS 





Style 2182 
CHALET Last 
Sunset Calf 
Flexible 
Fetherwate 











See Your Local Nunn-Bush dealer 













Style 27058 
CHALET Last 
Golden Monona 
Soft Grain 
Flevibls 
Fetherwate 




















Style 2134 
CHALET Last 
Maple Monona 
Soft Grain and 

Golden Calf 

Flexible 

Fetherwate 







NUNN et 
















ALSO MAKERS OF 





EDGERTON SHOES FOR MEN, FROM $11.95 





HE WHO TAKES HIS OWN SWEET TIME 





And that is: a mother is interested in one size only . . . the size that 
fits her child. 

If you haven’t got it, she’s not interested in why you don’t have it 
or how soon you can get it . . . she wants it now, today, this very 
minute. She won’t wait. Be realistic. Spring and Easter are on the way 
... they won’t wait, either. 

Order NOW ... be ready for the big peak period. Plan ahead . . . 
and leave the rest to us. Our famed In Stock Department is fantas- 
tically fast . . . you can depend on it. Be sure your customers can 


depend on you. 


Green Shoe Mfg. Co., Boston, Mass. 





